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Features in This Issue 


In the Main Section Will Be Found Interesting 
Articles on Conditions Affecting the Distribution 
of Mill Supplies and Allied Lines in the Pacific 
Northwest, as Seen by Two Dealers; Annual 
Inventory Methods Employed by Six Houses, 
Stock Keeping and Service Activities of a Los 
Angeles Firm, and Other Subjects. 


This Issue Also Tells of the Selection of Atlantic 

City as the Site of the 1929 Triple Mill Supply 

Convention in May, and Contains Much Other 
News of the Field. 


\n Article on Files by a User, and the Regular 
Contribution of Frank Farrington Are the Head- 
liners of “The Mill Supply Salesman” Section, 
While the ““New Products” and ‘‘Current Topics” 
Sections Are as Full of Meat as Ever, and the 
Editorials Are on Subjects of Interest to All. 
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Entered as second-class matter August 3d, 1917, at the post Published by The Crawford Publishi 
office at Chicago, Illinois, under the act of March 3d, 1879. 537 South "Deatecn aod, ‘Citcapa. Ri 








2 AMVULIL PUD WC February, 1929 


























VA “GENUINE DETROIT” \ 
| GLASS BODY OIL CUPS | 





Series No. 400 Series No. 500 Series No. 600 


These Oil Cups are well and strongly constructed throughout. The bodies of pressed brass 
and the sight feed posts of rod brass, are so combined as to make a stronger and more substantial 
construction than the ordinary cast brass type. They thus better withstand excessive vibration. 


Their appearance is attractive. 


The Filler Cover is provided with a spring that instantly snaps back when released, thus keep- | 
ing the oil filling hole closed at all times. | 
| 


| DETROIT [UBRICATOR (COMPANY. 


\ DETROIT, U. S. A. Sb 




















All tool users and distributors know the greater strength of malleable iron over 
grey iron. Columbian vises being made of malleable iron will not break or chip. 
The jaw faces of tough, hard, heat treated tool steel may be replaced when worn. 
Cold rolled steel screw and handle. The complete line meets the demand of every 
user. 


THE COLUMBIAN VISE & MFG. CO. 


CLEVELAND, OHIO 


COIMUMBIAN VISES 


Trade Mark Reg. U. S. Pat. Off, 
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There is no “Question Mark” 
attached to RED CAP leadership. 


The Capital Line holds the en- 
durance record for non-stop profits 
for mill supplies distributors. 


America’s leading distributors 
sell RED CAP, and many of them 
handle no similar line. Futhermore, 
more distributors handle RED 
CAPS than any other make. 





—_— > 


Get aboard the RED CAP line for a 
safe flight to record-breaking profits. 


———_< 


Send today for Catalog 17 


INDIANAPOLIS BRUSH & BROOM MFG. CO., 126 Brush St., Indianapolis, Indiana 
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C&L 
This is the Clayton & Lambert No. 70 fire-pot with tinner’s hood. 


Produces a working flame in ninety seconds. Flame controlled as easily 
asa lamp. The burner orifice cannot be enlarged by tightening the needle 
valve. No chance of ruining the fire-pot that way—that’s an excluswe 
C&L featu e. Will heat a pair of soldering coppers and melt a pot of 
metal at the same time. 


CLAYTON & LAMBER 


Of interest ~ 
“a2 to customers who 


Clayton & Lamberts are the most 
popular fire-pots in the world. 40 
years of constant experiment with fire- 
making tools have developed patented 
features in design and construction 
which give them perfect performance 
and long life. That accounts for their 
popularity. And to you means dollars 
and cents. 

Tell about the 
unique method of mixing the air and 
That, with the C & L 

makes a_ working-hot 
flame in ninety seconds—regardless 
of wind or weather! Another Clayton 
& Lambert feature is the “spider” 
welded to the tank. It keeps the top 
structure correctly aligned. And the 
uprights though light in weight, are 
drop-forged and practically indestruct- 
ible. 


your customers 


gas vapor. 
baffling-cup, 


MFG. 
CO. 


Detroit, Michigan 


ask you about fire-pots 


The multi-ribbed flame plate is 
another It’s 
huskily reinforced to stand the rough- 
est treatment. If an accident should 
occur—the plate is easily replaced. 
Some Clayton & Lambert models 
have a patented gas orifice that can’t 
be enlarged. That alone would assure 
longer life for any fire-pot. Tell your 
customers these things—and _ they’ll 
help you build volume sales. 


lifetime-lasting _ part. 


For volume sales on fire-pots are 
made by giving each customer the 
satisfaction that leads him to boost 
your merchandise. Though he won't 
buy half a dozen fire-pots in his life, he 
probably has half a dozen friends, each 
of whom needs a good fire-pot—a 
Clayton & Lambert. And he’s bound 
to tell them the things you tell him 
about Clayton & Lamberts. He'll be a 
salesman for you. Write for our 
catalog describing the Clayton & 
Lambert line of fire-pots and blow- 
torches. 
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“600-2000 Union 


ALL STEEL ALL FORGED 
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A new All-Forged-Steel Union 


The Walworth 600-2000 is made on the simple 
three-piece principle of the famous Kewanee 
Union. Its parts are of high-grade forging steel, 
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assured in this way. The forged steel parts per- 
mit higher temperature and pressure ratings. 


You’ve got to have a steel union like this, nowa- 


and nothing else, all the way through. 


| A new feature of its design allows for a long 
( thread connection between thread-end and ring, 
and a long thread chamber for the pipe con- 
nection. Permanent tightness and added resist- 
ance to the shock and strain of vibration are 


days, on industrial steam lines which carry 
excessive temperatures and pressures. The Wal- 
worth 600-2000 is also recommended where heat 
and pressure are high on ammonia, hot gas 
and superheated steam lines, and on others 
which are subject to shock or vibration. 





WALWORTH 


Walworth Company General Sales Offices: 51 East 42nd St., New York 
Plants at Boston, Mass.; Kewanee, Ill.; Greensburg, Pa., and Attalla, Ala. 
Distributors in Principal Cities of the World 


Walworth Company, Limited, 10 Cathcart St., Montreal, P. Q. 
Walworth International Co., 11 Broadway, New York, Foreign Representative. 


When writing to Advertisers please mention Mint. 
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Genuine *Toledos”’ Always 


Wherever pipe is cut and threaded, “TOLEDOS” ® 4 
genuine “TOLEDO” tools—are used. Experi- 
enced operators know that for dependable service - s 
and satisfactory results there is no substitute 
for ““TOLEDOS.” Good for vears and years of 
service, they represent the last word in pipe tools. 





The Toledo Pipe Threading Machine Co. 


TOLEDO, OHIO 
New York Office, 72 Lafayette St. 

















In order that our dealers may have their 
biggest year in belting in 1929, we offer 
the service of our Engineering Depart- 
ment to every distributor of Rahmann 
belting. 

We propose to work with the dealers 
having our Engineering Department 
analyze each customer's needs, supply- 
ing them with the belting that is par- 
ticularly adapted to their use. 

The presence of water, steam, heat 
and vapor may necessitate the use of 
special belting. Our engineers can de- 
termine this and select the proper belt- 
ing, as there is a Rahmann Belt for 
every condition. 

Let us help you give the greatest 
belting service that your customers 
have ever had during the coming year. 





GEORGE RAHMANN & CO. 
31 Spruce St., New York 


Newark Syracuse 


RAHMANN LEATHER BELTING 


When writing to Advertisers please mention Mtut Suppiies 
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You men who plan, build, 
use or pay for machines of 
any kind, remember this: 
It costs more to replace a 
poor bearing than to buy the 
best one that SASF ever 
produced. AND SSF 
ANTI-FRICTION 
BEARINGS ARE THE 
HIGHEST PRICED IN 
THE WORLD. 


oO New” Y 














FINAL INSPECTION OF SKF BA 
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Final Inspection Maintains Rigid Standards of th 
Highest-Priced Bearing in the World 


in last step in the manufacture of S{5¢F Ball Bearings is 
reached when the completely assembled bearings go to the 
Final Inspection Department. Here,experts inaccuracy thorough- 
ly reinspect every bearing for the bore, outside diameter, width, 
parallelism of the grooves with the sides of the rings, eccentricity 
of inner ring rotating and of outer ring rotating, the squareness of 
the bore with the sides of the rings and the squareness of the out- 
side diameter with the sides of the rings, as well as for any sur- 
face defects or blemishes and smooth running. 


If the bearing gets through this most exacting inspection, then it is thoroughly 
washed in a specially designed washing machine and is sent to a slushing 
tank to be covered with hot grease. Finally, it is wrapped in oil paper and 
packed in a cardboard box which is stamped so as to indicate the size and 
type of bearing it contains. 


CeBne 


SIS service, however, does not end with the sale of a bearing. HLS is 
linked with a world-wide reputation for delivering satisfactory service, and 
to an investment too large to be jeopardized by non-performance of anything 
with which it is connected. Therefore SUS provides a supervision of fac- 
tories throughout the world and an international organization for scientific 
research in engineering, manufacturing and merchandizing to assure the users 
a full measure of performance in products endorsed with the mark SAE. 


SKF INDUSTRIES, INCORPORATED 
40 East 34th Street, New York, N. Y. 2139 
FOR NEAREST DISTRIBUTOR SEE THOMAS REGISTER 





THE HIGHEST PRICED BEARINGS 
IN THE WORLD 
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Yale Ball-Bearing Spur-Geared Chain Blocks 
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Adjustable 
Continuous 
Chain Guide 
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Die Formed and 
Electrically Welded 
Stee! Chain 


Shackle 


Cut open view 
of Yale Ball 
Bearing Spur- 
Geared Chain 


Block 


Steel 
Safety 
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Yale Handles Loads Better—Yale Equipment Is Best 


They are the most efficient hand hoisting devices 
produced—and their maximum efficiency is main- 
tained over a long span of years—their old age retains 
the full vigor of their youth. 

With them one man lifts 2,000 pounds three feet 
4n forty-two seconds. 

Words become facts when proved. Yale & Towne 
is the pioneer of the chain block business in America, 
making the first block in 1875, and is the world’s 
largest producer of chain blocks. 

The chain has much to do with block efficiency. 
Yale makes all its own shock sustaining chain of 
heat-treated steel, and has the greatest 
experience in making chains solely for 
chain blocks. 

The steel is of uniform texture, each 
link is die-shaped, electrically welded, 
forged and trimmed for accurate fit 
into the pockets of the load sheave. The 
perfection of pitch eliminates friction 





and wear, and retains maximum efficiency. 

The Spur-Geared block operates on the familiar 
mechanical principle of the planetary gear system. 
The spur-gears revolve planet fashion around a central 
pinion, and transfer the motion of that pinion to the 
load sheave which carries the hoisting chain. This 
type of gearing multipiies enormously the efforts of 
the operator and enables him to lift heavy loads with 
ease. 

To insure a chain block 
which will serve you per- 








YALE MAKES 


The Chain Block with 


manently with maxi- 
mum maintained effi- 
ciency specify the Yale 
Ball- Bearing Spur- 
Geared Chain Block. It 
does not grow old—it 
does retain its full youth- 
ful vigor. Booklets glad- 
ly sent on request. 





Yale Ball Bearing Spur- 
Geared Chain Blocks, 
Yale Screw-Geared Chain 
Blocks, Yale Differential 
Chain Blocks, Yale Roller 
Bearing Trolleys and 
Cranes, Electric Chain 
Hoists, Electric Industrial 
Trucks. 





Factory Locking 
Equipment—To acquire 
locking control, security 
and convenience through- 
out the factory, use Yale 
Master Keyed Locks. 











Complete National Distribution 
The Yale & Towne Mfg. Co., Stamford, Conn., U. S. A. 


Canadian Branch at St. Catharines, Ontario 


YALE MARKED IS YALE MADE 


Hoisting * Conveying Systems 
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You Wouldn’t Tolerate 
‘Half -Hearted”’ 
Workmen! 


If you were a manufacturer, you wouldn’t 
tolerate workmen who were ‘“‘half-hearted”’ 
in their work, who loafed around on the job, 
and who were slip-shod in their methods. 


Neither should you tolerate ‘‘half-hearted’’ 
equipment. Take pulleys, for example—no 
progressive industrial plant should have 
pulleys that SLIP—they waste power and 
money. They loaf on the job, because they 
don’t deliver the power that the belt gives 
them. 


REEVES Wood Split Pulleys cannot slip 
like cast iron or steel. They GRIP the belt, 
and they keep everlastingly on the job. 
They are lighter, stronger, run truer, and 
are less expensive to buy and to run. 


What kind of pulleys do you sell? REEVES 
Pulleys have been big money-makers for 
distributors since 1887. Write or wire today 
for our liberal sales proposition. 


Reeves Pulley Company 
Ystablished 1887 
Columbus, Indiana 


REEVES 


Wood Split Pulley 


UR catalog M-33 gives 
full information about 
the construction of 

every pulley in the REEVES 
line. Send for it and find out 
why hundreds of dealers and 
thousands of users have found 
that REEVES Pulleys are the 
finest they can buy at any 
price. 


A 
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You can depend 
on every link 





The true measure of chain economy is 
in the work it performs for each dollar 
of its cost. 


Careful workmanship by master crafts- 
men who understand every essential 
of perfect chain making, combined 
with selected raw materials, produces 
chain of the finest quality that can be 
manufactured. 


Taylor-Made Chain has been distrib- 
uted by Mill Supply Houses for over 
fifty years. Our central location in- 
sures prompt deliveries and a_ well 
earned reputation guarantees your cus- 
tomers absolute satisfaction. 


May we send you our Catalogue 
and Distributors’ Prices? 


S. G. TAYLOR CHAIN COMPANY 


Hammond, Indiana 


MANUFACTURERS OF 


Proof Coil, B. B., B. B. B., Twist Link, Bright Chain, 
Bright Liberty Coil, Trace, Steel Loading, Mesaba Iron, 
Dredge, Conveyor, Log Haul-Up, Log and Binding, Railroad, 
Wagon and Stay, Pocket Wheel, Stud Link Anchor, Close 
Link Anchor, Derrick, Tow and Rafting Chain, and Chain 
Fittings. 
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PROFITS— 


RE not built around one single order 








but are acquired in a continued 
stream through the repeat orders the first 
order brings back. 


T. B. Wood’s Sons Company Line of U.G. 
Power Transmission Appliances is built 
\ to make customers come back. And they 
| continue to come back because these long 
wearing, economical power transmission 
machinery units have had built into them 
the quality resulting from 72 years’ ex- 
perience in the manufacture of Power 
Transmission Appliances. 


Such products and knowledge offer a 
profitable alliance for dealers of the 
better sort. 


\ 
\ 
\ 
\ 


T. B.Wood ss Sons Co. 


Chambersburg, Pa. 


NEW ENGLAND BRANCH: SOUTHE, RN BRANCH: 
Cambridge, Mass. Greenville, S.C. 


Makers of power transmission machinery since 1857 
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Hardware and supply deal- 
ers who carry Brown & 
Sharpe Tools and Equip- 
ment enjoy the benefits of 
this company’s rigid pol- 
icy of backing up the dealer. 





By adhering strictly to catalog 
prices and sending prospective pur- 
chasers to the dealer’s store, this 
company backs up its dealers and 
increases their business. 


Address inquiries to Dept. M.X., Brown é° Sharpe Mfg. Co., 
Providence, R. I., U. S. A. 


BROWN & SHARPE TOOLS 


°° World’s Standard of Accuracy” 
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PYOTT 
CERTIFIED 
V-BELT 


Pulleys and Sheaves 





Every V-belt pulley and sheave, solid or split, 
that Pyott manufactures is guaranteed to be free 
from all defects in material and workmanship. 


The grooves in Pyott Certified Sheaves are 
accurately machined to the correct included 
angle. Edges on the outside diameter of spacing 
ribs are chamfered or broken to prevent any pos- 
sibility of cutting the belt sides. 


All grooves are identical one with the other, 
thus insuring equal tension on each strand where 
multiple strands are used. 


Send for Catalog No. 29 


PYOTT FOUNDRY COMPANY 


328 North Sangamon Street 
CHICAGO, ILLINOIS 








BRANCHES 
100 Greenwich Street 301 Jackson Building 1244 24th Avenue 
New York, N. Y. uffalo, N. Y. Milwaukee, Wis. 
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A 36” 8-ply Cincinnatus Belt. The main 


drive at the plant of the Franklin Board and 
Paper Company, Franklin, Ohio. 
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The Bearing 
Metal with a 
Reputation 


You save your time and that of 
your customer when you offer him 
a bar of Bunting Phosphor Bronze. 
You don’t need to spend any time 
telling him that it’s a good bar 
—he knows. 











To this saving of time and effort 
in sale is added a most satisfactory 
economy of time and expense in 
the shop of your customer. 
Bunting Bars are accurately made. 
The metal machines easily and 
without excessive waste. We have 








Bunting Phosphor Bronze Cored it] , 
and Solid Bars are made in 88 a good proposition for any mill 
stock sizes carried at the factory supply wholesaler who wants to 
and all Bunting Branches. We ° . : . 
have patterns for hundreds of enjoy selling bearing metal. Write 
other sizes and can fill any require- f ; 

ment quickly and economically. or it. 


THE BUNTING BRASS & BRONZE CO. 
TOLEDO, OHIO 


iBRANCHES AND WAREHOUSES AT 

NEW YORK CHICAGO eaeieiani hl 

276 LAFAYETTE St, 2015 S. MicuiGcan Ave. 36 = — 
Canal 1374 Calumet 6850-6851 Hancock ‘O15 34 ‘ 
Race 1127 
Bt teint Snel EXPORT OFFICE 
Torzpo, Oxn10 
yi oat ert , 62 43 


BUNTING 


CORED and SOLID BARS 


PA TEN TE © 


PHILADELPHIA 
a. 133) RcH St. 
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Advertising Campaign 
to did Republic’s 
Distributors 


HE Republic Rubber Company is enter- 

ing an extensive advertising campaign in 
the trade journals of ten major industries to 
educate the consumer to the fact that he can 
best serve his own interests by dealing with 
the Industrial Supply Distributor. This is a 
natural result of our five-point policy. 


Republic believes that distribution to the 
consumer through the Supply Distributor is 
the most economical and direct way to handle 
merchandise. Basic economic principles prove 
that the distributor saves time, effort and 
money for the user. These facts are now be- 
ing placed before your customers. 


The REPUBLIC RUBBER COMPANY 
Youngstown, Ohio 


Details of our advertising, direct mail 
through the Distributor and aggressive 
sales campaigns may be had on request. 














MOLDED GoOooDs... LATHE CUT GOODS 
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Standard Bronze Gate Valve 


oy 


Jenkins Valves are a “Known Quantity” 


820,181 men! Enough to form a rank at 6-pace 
intervals extending from New York to San Francisco. 
820,181 men—potential valve buyers—reached every 
month by Jenkins publication advertising and asked 
to buy through supply houses. 


Jenkins publicity is but one of several business forces 
that make Jenkins Valves a “known quantity” the 
country over. Another is the Jenkins 65-year reputa- 
tion for making good valves and good valves only. 
A third is the good will of thousands of engineers who 
are regular Jenkins users because of known Jenkins 
performance. 


-ATY ~ 
JENKINS BROS. 
80 White Street, New York, N.Y 1 No. Seventh Street, Philadelphia Pa. 
33 P 

5 Atlantic Avenue, Boston, Mass. 646 Washington Boulevard, Chicago. '\ 
24 + g 

JENKINS BROS., Limited, Montreal, Canada; London, England 

Factories: Bridgeport, Conn.; Elizabeth, N.J.; Montreal, Canada 


enkins 


VALVES 
Since 1864 
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Many factors may influence the first pur- 
chase ofacertain twist drill. The acid test comes 
afterwards in its regular,everyday performance. 

Five widely scattered industrial plants have 
had analyzed their results with 


CLE-FORGE "i+, DRILLS 


These results have been compressed into 
Digests Nos. 56, 58, 59, 60 and 61—all of which 
you will find interesting if you also are inter- 
ested in the finer points of hole production at 
minimum cost. 


We will gladly send all five Digests upon request. 








§_0-Famous Tools | 
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STEEL CASTER 


PATENTED 


ROL LS QUIETLY- SWIFTLY- SMOOTHLY 


Performance—that’s the story of Bond 
Les-Nois Steel Casters’ success. There 
is no caster to equal them for quiet, 
smooth operation—no caster that will 
handle the jobs in your plant, that must 
be done quietly, with the efficiency of 
the new Bond Les-Nois. Hardened and 
ground steel surfaces for load balls to 
run between—hardened and ground 
thrust bushing—hardened and ground 
steel sleeve in the roller bearing unit 
and hardened and ground steel rollers! 
These are a few of the construction 
features giving superior performance to 
the Bond Les-Nois Steel Caster. 


Write for the folder, “Less Noise 
with Bond Les-Nois Steel Casters.” 
From it you will get a fuller under- 
standing of this great caster achieve 
ment. 


There are types and sizes of Bond 
Truck Casters for every kind of in- 
dustrial work. Send for a catalog. 


Bond Foundry & Machine Company 








Another “Man-Size” Job 
Demanding Greater 


Capacity 


When we see a little “shaver” trying to 
imitate his daddy shoveling snow, we 
can't help thinking of small, weak, under- 
sized cheap traps trying to keep a steam- 
line free from condensation. 

In both cases, it’s a case of lack of 
capacity for a *‘Man-size”’ job. 

Because Anderson Steam Traps have 
the capacity to take care of any steam 
trap job, no matter how difficult, we have 
given them the name of ‘Man-size”’ 
Steam Traps. 

We have made them of greater capacity 
than any other trap, of more generous 
size and more sturdy construction, so that 
no matter what job you send an Anderson 
trap out on, it will make good. 


Leading Mill Supply Houses are spe- 
cializing on ‘‘Man-size’’ Steam Traps, that 
need no introduction and never fail to 
make good. They are America’s most 
dependable Steam Traps. 


Send for catalog and prices 


TheV. D. Anderson Co. 


1944 W. 96th Street 











, Cc 
Manheim, Lanc. Co., Pa. —- ge 
Phila. Office: 617 Arch St. N. Y. Office: 256 Broadway 
Chicago Office: 39 S. Clinton St. 
Cn MR RS ER Se Si 
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your fitting problem 








is solved when you 


say SQUARE “GEES” 





ITTINGS that have an annoying habit of “going 
bolshevik”— that stubbornly refuse to grab the 
pipe quick —are time-wasters and cost-boosters. 


Square “Gee” Fittings are good behavers—“come 
easy and fit tight”—all the time and every time. The 
deep, clean-cut, properly pitched threads explain that. 


Then, too, that man-sized, substantial beading is 
sturdy enough to stand heavy wrench work. But 
not cumbersome. 


And to cap your confidence in the sale of Square 
“Gees” is the Square “Gee” trademark on every fitting 
—our pledge of value—your protection in recom- 
mending Square “Gees” to your customers. 


THE GRABLER MANUFACTURING COMPANY Your Fitting Problem Is Solved 
and its subsidiary GRABLER-REPUBLIC, Incorporated When You Say Square Gees. 
4900 Euclid Building - Cleveland, Ohio 
New York . Chicago . San Francisco ~- Los Angeles 


“BEE” 
Fittings 


ORAINAGE, BRASS 


SQUARE 
Pipe 








MALLEAGLE, CAST IRON 
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BALL BEARING 


TOWSON, MD., U.S.A. 


Black &* Decker Mfg. Co., Limited, 18} evel an come Dlered <a ee beh haere 


6 Wel wesetcemm @ ata tule) Slough, Bucks, England 
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Bonn Set 


NEW HEAVY DUTY SET of Socket 

Wrenches, specially designed for ex- 
tremely hard service. As the name “Hercules” implies, it is 
so proportioned that although light in weight, it has a very 
heavy reserve strength factor. 
Contains 10 sockets, running in size from '*/6" to 1%" opening—a 
ratchet handle; a short extension; a long extension and sliding 
«“T” handle. Each set is packed in a substantial black enameled 
carrying case. 


a 


The leading Mill Supply Jobbers carry these wrenches in stock. 
*CV is a Bonney BONNEY FORGE €° TOOL WORKS Chrome 
trademark ALLENTOWN, PA. Vanadium 


registered in 


The U.S. P Makers of Special Service Wrenches of Chrome Vanadium, registered 
€ -o. Patent Carbon Steel Drop Forged Wrenches, Pipe Wrenches, Vises August 11. 1925 
Offi and Drop Forgings and the Bonney Rim Tool. ; 
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Hydraulic Power 
that is Portable 


—there’s a Big Demand 
for it, and Here It Is 


Blackhawk Hydraulic Jacks have won 
instant and wide approval in industrial 
fields because of their tremendous 
power, portability, and varied utility. 


One man can place and operate a 
Blackhawk—-and handle tremendous 
tonnages with it, safely and easily. 


Short, easy strokes of the rigid handle 
apply the hydraulic power, and the 
load is lifted or shifted smoothly and 
under complete control. 


To lower load, just turn release valve 
and the load settles smoothly to any 
desired point. 


Scores of your customers can save 


money with Blackhawk Jacks. Here 
is a line that’s worth pushing. 


WRITE US TODAY FOR CATALOG 


BLACKHAWK MFG. CO. 


Socket Wrenches and Hydraulic Jacks 
MILWAUKEE, WIS. 


Dept. MS 
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Established in 1879—nearly fifty years ago, 
The Medart Company has steadily expanded 
until today the name Medart means “Every- 
thing in Line Shafting Equipment.” 


Whatever you need, whenever you need it — 
call on Medart for shafting, couplings, bear- 
ings, drop and post hangers, pulleys of all 
kinds, friction clutches, belt tighteners, rope 
drives, gearing, sprockets—in fact, everything 
required in the mechanical transmission of 
power. 


Large warehouse stocks, unusually complete 
patterns, private tracks and direct switch 
connections to 26 railroads mean that Medart 
successfully serves every power transmission 
requirement without delay. Take advantage 
of these combined facilities—either on single 
items or complete installations. 


GET CATALOG 43 WITH 
DISCOUNT SHEET FOR PRICING 


For “Everything in Line Shafting Equipment’ get Catalog 43 
and Discount Sheet; also Bulletin on Medart Timken-equip- 
ped Line of Industrial Appliances. 


THE MEDART COMPANY 
(Formerly Medart Patent Pully Co.) 
General Offices and Works, St. Louis, U.S.A. 
Offices in 
Chicago ’ Philadelphia ’ Pittsburgh ’ New York 7” Seattle 
Office and Warehouse in Cincinnati 
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MPIRE Bolts 
and Nuts are popular. ‘Their acceptance 
is solidly built on 83 years of leadership 


in quality production. By continu- 





ally improving their quality, they keep 
their old friends and make new ones. 
=A, EMPIRE is a brand that is easy 
for a jobber to sell and one that insures 
his customer’s satisfaction. % EMPIRE 
Bolts and Nuts are sold through jobbing 
houses exclusively .... Ls EMPIRE 
advertising directs the buyer to his job- 
ber for EMPIRE Bolts and Nuts. 


RUSSELL, BURDSALL & WARD BOLT & NUT COMPANY 


Factories at PORT CHESTER, N. Y. ROCK FALLS, ILL. CORAOPOLIS, PA. 
Sales Offices at Philadelphia, Chicago, Detroit, San Francisco, Los Angeles, Seattle, Portland 





When writing to Advertisers please mention Mitt Suprires 














February, 1929 


ILL QUPPLUIES = 











DELTA 













The Duplex File Testing Machine tests 

: two files at once under standard condi- 

ss tions of pressure, stroke and speed, that 
at closely duplicate hand filing. Test bars 
ned are 1x 1 inch steel or cast iron, alike for 
# both files. Pressure is relieved on back 
stroke. Filings fall into pans hung from 

baiance beam: this shows at once which 

file is cutting faster. 


(The Verdict of Science about Files 


IME was when every lathe and planer hand ground his tools as some men still choose files 
by guess. 


Since Taylor’s classic studies in “the art of cutting metals,’ every shop knows what rake and clear- 
ance are right. The guesser’s job is gone. 


Just as that historic research put tool profiles on a scientific basis, so the Duplex File Testing Ma- 
chine has eliminated the human element in gauging file performance. 


Pressure, stroke and speed are selected to duplicate average hand filing, and are not changed during 


the test. Minute by minute, hour by hour, each file is made to do a file’s work. When one fails the 
test is stopped and the filings weighed. 


In the shops of large file users, the 
Duplex has made scores of compara- 
tive tests. Uniformly these tests have 
shown that Deltas outcut and outlast 
all other brands by wide margins. 


You can make in your own shop a 
simple comparison of cutting speed, 
between your present files and Deltas. 





Filings from non-Delta 14-inch flat 
bastard in 6000 strokes on 1 x 1-inch ji 
cast iron bar. Pressure 35 Ibs., relieved hood, or write us for details. bar. 
on back stroke. 


Ask the Delta dealer in your neighbor- Filings from Delta 14-inch flat bastard 

in 6000 strokes on 1 x 1-inch cast iron 
Pressure 35 Ibs., relieved on 
back stroke. 


This advertisement appears in the American Machinist of January 17, 1929, and Machinery of March, 1929. 


_— DELTA FILE WorkKs ~ 


ae BRIDESBURG PHILADELPHIA ~~ i> 
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Extra Muscles 
° 
Steel 





byCOLUMBUS MCKINNON 
CHAIN COMPANY 


COLUMBUS McKINNON CHAIN Co. 
General Sales Offices: Tonawanda, N.Y. 


Plants: Tonawanda, N. Y.; Columbus, Ohio 
In Canada: McKinnon Columbus Chain, Ltd. 
St. Catharines, Ont. 





ALSO MAKERS OF DREADNAUGHT TIRE CHAINS 
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in sales and service from the start—that’s 
1s’ Improved “Vulcan” Chain Pipe Tongs. 


5ecause they are built to beat all others. Wholly made 
from wrought steel, double ended reversible jaws that 
mean long life; straight cut teeth for thorough gripping 
pressure and proof-tested, CERTIFIED .chain—small 
wonder that the “‘Vulcan” has earned a reputation for 
speed, and dependability unrivaled in the trade. 


Know more about these famous tongs. Write TODAY | 
for illustrated literature. They're guaranteed of course. 


J. H. WILLIAMS & CO. 
“The Wrench People” 
New York BUFFALO Chicago | 


GENUINE 


IMPROVED 
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SKINNER 


THREE-JAW 


Drill Chucks 


Pinion Key 


Ac 


and 


Skinner Drill Chucks meet 


modern shop 


accurate drilling operations || 


The Pinion Key D 


balanced and powerful gripping chuck, espe-_ ||) 
cially adapted to electric drills and high speed | | 


drilling machines. 
take apart. 


Load 
s 


\ S| 
Ls } 


THE SKINNER 


NEW BRITAIN, CONN., U. S. A. 


NEW YORK 
86 WaRREN STREET 
CHICAGO 
sag W. WasuincTon Brivo. 


All parts interchangeable. 









Cota, 


Strong Grip res | 


UE 


—— 


curacy 
Endurance 





demands for fast, 
rill Chuck is a light, well 


Easy to tighten and to 


Sent FREE 


“SKINNER CHUCK,” a 
catalog, and ‘‘CHUCKS 
AND THEIR USES,” a 
manual. 


Ask for them | 


| | 
These Two Useful Books | 
| 


CHUCK COMPANY 


BRANCHES: 
SAN FRANCISCO 
58 Feperat Sr. 
CINCINNATI 
450 E. Peart Sr. 











| 












| 


ly 
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Whether it’s for felling a huge 
smokestack or fabricating a delicate 
piece of jewelry, there’s an Imperial 
Oxy-Acetylene Outfit for the job. 
In every industry where metal is 
used, Imperial Equipment is saving 
money, speeding up work and im- 
proving workmanship. 


Jmperial] 


OXY-ACETYLENE 
Welding and Cutting 
Equipment 






now through broken castings that 
are junked; through shut-downs due 
to a broken machinery part; through 
parts that are thrown away simply 
because they are worn. These are the 
leaks through which your profits 
escape. You can stop them effec- 
tively with Imperial Welding and 
Cutting Equipment. There is a parti- 
cular Imperial Outfit to fit your 
particular needs. Let our engi- 
neers tell you about it. 





Send for New Complete Catalog 


The Imperial Brass Mfg. Co. 
511 South Racine Ave., Chicago 





.) 
: 
e, 
i) 
: 
i Think of the money you are losing 
) 
: 
i 
: 
J 
2, 
i 
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Double 
1-Beam 


Electric 
Hoists 


Model K 
Cyclone 
Hoist 


Low Head 
Room Hoists 


Matchless 
Trolleys 





Overhead Material Handling Problem Can Be Solved 


with C-M equipment. From % ton hoists and trolleys to 40 ton hoists, and 
electric travelling cranes from 1 to 5 ton capacities, there is a size and type 

of C-M overhead material handling equipment that will meet any require- 

ment or condition. Send the coupon for complete information on any rid 
equipment you desire, or state your material handling problem and we will wf 
recommend equipment that will solve it in such a way that the savings /o 


4 
in time, labor and money will substantially increase your profits. i aiid laaiiaes 
7 Hoist Corporation 


CHISHOLM-MOORE HOIST CORPORATION =” _ stsensfitende" 
{Division of Columbus McKinnon Chain Company} 7 re 


‘ lonawanda, N. 
5028 Fremont Ave. -- Tonawanda, N. Y. /’ Gentlemen: Please send 
‘Branches: New York - Philadelphia - Cleveland - Chicago - Pittsburgh Pid complete information on 
REPRESENTATIVES IN ALL PRINCIPAL CITIES FOR PROMPT SERVICE a 0 Chain Hoists 
0 Electric Hoists 
O Cranes 
Nii sn chcsisepnareugetedentaivntaaeasneaakdetnubukswabbelossunss suas 


‘Name 
Company 
Address 
City State 
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Adjustability 
Accessibility 


Better Work 








on ‘‘Gold Medal’’ 


SAFETY 
EXTENSION 


TRESTLES 


These features are cost-reducers. Selling such perform- 
ance naturally produces profitable business on ‘Gold 
Medal’’ Trestles for you. Most industrial plants, and 
many theaters, electrical generating stations, etc., are 
logical prospects, actively interested in the savings this 
equipment can bring. Remember, a single pair of these 
adjustable trestles takes the place of four pairs of common 
“A” ladders, and require less room for storage and 
transportation. 


THE PATENT SCAFFOLDING COMPANY 


Some territories still open for Dis- 
tributors. Write nearest office. 
Chicago, III. 
1550 Dayton St. 
Philadelphia, 
Pa. 
2835 Bridge St. 


Boston, Mass. 
49 Ellery St. 


New York, N. Y. 
3821 Sherman ; 
Se... tL. % Cites Atlanta, Ga. 


44 Haynes St., 
N. W. 





St. Louis, Mo. 
6168 Bartmer 
Ave. 


San Francisco, 
calif. 
270 13th St. 


Gold Medal... 


‘Safe Ladders and Scaffolding for Every Purpose 16 





ano MOM 






on 
“at 
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By 
Trade 
Mark— 








4 “thoroughbreds 


of filedom’”’ 


—says this user 


‘We have tried vari- 
ous makes of files in our 
tool and die room, but 
find that the best file 
adapted to our intricate 
tool and die work is the 
American Swiss 
brand.” 


“They are truly the 
‘thoroughbreds of file- 
dom’ for tool and die 
work, and through us- 
ing them, we are glad 
to save money, and 
better satisfy our file 
demands.”’ 


Thousands of dis- 
criminating file users 
are saying the same 
thing about 


American 
Swiss 


‘‘files of precision’’ 


After all, the best proof of 
a good file or tool is the use 
of it. May we send you a 
sample file? Make this test 
for yourself. Note American 
Swiss superior hardness, pre- 
cise dimension, and ability 
to take severe punishment. 

No cost for this test. Just 


write us on your company 
letterhead. 


American Swiss 
File & Tool Co. 


410-416 Trumbull St. 
Elizz beth, N. J. 














please 


Files ...Knurls ... Tools 
Write for catalogs 





mention Mitt Suprries 
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Heavy embossed 
steel top _ 
for strengt 


2 


Differential shaft 
bearing, for easy 
swiveling 


Specially anneal- 
ed King Pin, un- 
breakable center 
construction 


4 


Embossed press- 
ed steel horn, 
extra strong 


5 


Spannerbushing 
around axle—for 
strength and rig- 
idity and easy 
rolling 


e 


Square shoulder 
on axle prevents 
axle turning 


7 


Patented lock 
nut on axle 


Heavy cast iron 
wheel reinforced 
by webbing 








ERE’S the top of the batting order in Bassick Truck Casters—and it 

has real class. There’s a whole team to back it up—casters and 

rollers for most every type of movable equipment in store, warehouse, 
shop and factory. Bassick Truck Casters are strong for long service. Full 
information sent promptly on request. 





The BASSICK COMPANY Bassick Bridgeport, Connecticut 








RUCK CASTERS 


IRON OR PROTECTIVE TREAD WHEELS 


Steel swivel casters are made in six sizes. Wheels are from 2" to 6" 
in diameter. Smaller sizes have ball bearing swivels; the three large 
sizes have the special Bassick shaft bearing illustrated. Bassick steel 


stationary casters are made in eight sizes, for use in combination with 
the swivel casters. 
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Mil Flex 


THE WAVY SET BLADE 


Meet All 


Demands 


U'ser demand for fast, accurate blades 


Hand Frame Sizes 
Only 

of uniform temper and toughness. 

Dealer demand for blades that sell 

readily, repeat steadily and allow a 

good margin of profit at prices that 


\ tough, speedy blade for plumb- 
bers, electricians, sheet metal 
workers, radio workers, mechanics 
and all others cutting in difficult 
positions and on intricate work. 


are fair to all. 

They meet demands of both user 
and dealer for a complete line on 
which each can standardize accord- 
ing to his needs. 

Over half a century's experience in 
the manufacture of metal-cutting 


Tungsten 
Alloy Steel 


Hard Teeth—for fast cutting and long life. 
Soft Back—for flexibility. 


saws exclusively enters into every 
Thompson Hack Saw (and Band 
Saw) Blade. And they are adver- 
tised regularly in American Machin- 
ist, Machinery and Mill & Factory, 
magazines read by manufacturer, 
8-, 10-, and 12-inch lengths superintendent, foreman and 
machinist. 

32 teeth WAVY SET for thin tubing, 


sheet metals, light BX, wiremold. Write Jor speed ushers list and 


details of distributor franchise 
24 teeth WAVY SET for brass, iron pipe, 
The 
Henry G. Thompson & Son 
Company 
i“ Established 1876—Incorporated 1898 
— New Haven, Conn., U.S. A. 
Standardize on Thompson Saws 
and Simplify Your Selling 


heavy tubing. 


14 and 18 teeth Straight Set for cast iron, 


bronze, tool steels. 


Sell the right blade* for the job! 


*Thompson’s MilFlex 


MILFLEX 


MADE In USA 
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The name 
Long Life 
as applied to 
Rubber Goods 
is synonymous 
with Quality. 





MECHANICAL RUBBER 


PRODUCT 
\ 


Belting 
(Conveyor 
Steam Hose 
Air Hose 
Water Hose 
Suction Hose 
Creamery Hose 
Chemical Hose 
Fire Hose 
(Underwriter’s® 
Garden Hose 
Mill Hose 


S) 


and Transmission) 


Sand Blast Hose 


(On = Cor 


(Suction and discharge) 


ys) a Or Tame hai rercvottet 4 
Nyole hae s Conia 
Tubing 


Hose 


Sheet Packings 
Washers and Valves 
Diaphragms 
Dredging Sleeves 
Moulded Good 











For over 50 years it has been an 
unfailing policy of Whitehead to 
sell their products for resale only ,— 


which assures Distributors of 100°, 


cooperation. 


DD 








s 





It identifier 


a product that 
“Stays Soild” 
and means 
Repeat /ales 





Samples of any Whitehead Prod- 
ucts, as well as Distributor’s Propo- 


NOE 


sition, gladly sent upon request. 








The Whitehead Bros.Rubber Co. 


“MECHANICAL RUBBER GOODS, SINCE 1873” 
Trenton,New Jersey 
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A SELF CONTAINED OUTFIT FOR REDUCING THE 
COST OF PLATING AND FINISHING 


DEALERS EVERYWHERE SELL THEM AND MAKE FRIENDS 


GOODS IN METAL, GLASS, COMPOSITION OR 
OTHER MATERIAL 


may be cheapened in cost and improved in appearance 


Hardware Medals Buttons 

Name Plates Dies and Tools Machinery 
Brushes Jewelry Gears 

Gas Fixtures Skates Bag Frames 
Glassware Aluminum Jars Firearms 
Cameras Silverware Suspenders 
Combs Caskets Telephones 
Electric Bulbs Elevators Electrical Goods 


Leiman Bros. Automatic Continuous Feed 


SAND BLAST 


will prepare the surface of metal goods of every shape, 
size and quantity—an easy, simple method of doing the 
work that any one can use—an inexpensive outfit to buy, 
used by the world’s leading manufacturers in every line. 





The article may be any size or weight—we have an out- 
fit for all. 


Full information for a postal 


LEIMAN BROS. 


23 (P) Walker St., New York Makers of good machinery for 40 years 











Stniare Electric Drills, Polishing, Grinding om ga Machines 





ndai anc -in. veel ut 
De rills. "Dr 4 ade in various si up to 
13 ‘i in, capacity b Genera’ > "Electric “- ® Motors. S. K. F. 

Un sal Mo used. Be tt rings. Ball Bearings 
Established : THE STANDARD ELECTRICAL TOOL CO., : 
_ Cincinnati, Ohio ee 





Write for 
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\ q OST industrial manufacturers are now beginning to recog- 

M. nize the mill supply jobber as the logical channel for 
merchandise distribution—rather than to deal direct with the 
consumer or maintain local branches. 

With the Boston Woven Hose & Rubber Company this has 
been a proven policy for more than twenty-five years. 

During all this time we have been known as ‘‘manufactur- 
ers for jobbers’’. Some manufacturers in certain lines have 
alternately adopted and relinquished such a policy, depending 
on trade conditions at the time. We have consistently pursued 
our policy regardless of national conditions because we believe 
in the fundamental soundness of the plan. 

The Boston Woven Hose & Rubber Company is a national 
manufacturing service for leading mill supply distributors. 
San 

Our business expands daily. With this growth there comes the occa- 
sional necessitv of establishing new connections in order to broaden our 
service to the country as a whole. We consider first the protection of our 
established jobbers, adding new ones only when the industrial needs of a 
territory demand a more intensive service and the welfare of our present 
jobber is not affected by the new connection. We welcome correspondence 
with distributors whose present source of supply does not afford them a 
tvpe of cooperation comparable to the service we offer. 


BOSTON WOVEN HOSE 


& RUBBER COMPANY 


CAMBRIDGE, MASS. 
Makers, for over 50 Years, of High Quality Mechanical Rubber Goods 
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At your command ~ 


the KESTER corps of 
FLUX CORE SOLDERS 


Am you still trying to defend—and advance—your profits 
and reputation with the individually weak and raw re- 
cruits of separate solder and flux? Is there a lack of liaison in 
your defense and attack? Are youtrying to hold—and strength- 
en—your position with cavalry when artillery is needed? 

Now at your command is this great army—sworn foes of 
the high production costs that raid your profits! Defenders of 
your quality and reputation! Modern strategy, recognizing 
the inability of solder and flux as individuals to combat high 
production costs, now offers you an alliance of these two 
units in more efficient form—KESTER CORED SOLDERS now 
waging successful campaigns for many manufacturers. 

At your call for help KESTER shock troops will concentrate 
on your weakest salient. Order your signal corps to establish 
communication with KESTER headquarters, we will immedi- 
ately hold a council of war, make tests, select the troops best 
suited for your campaign and dispatch a small detachment 
for your approval—no obligations to you. 

Manufacturers are invited to submit their soldering prob- 
lems to P. C. Ripley, chief of our engineering staff. We main- 
tain a laboratory to solve just such individual needs. Mail 
coupon for further information and Mr. Ripley’s book, ‘Facts 
on Soldering.” 

Established 1899 


CHICAGO SOLDER COMPANY 
4215 Wrightwood Avenue CHICAGO 


KESTER SOLDER 


Self-Fluxing 


CHICAGO SOLDER CO. 
4215 Wrightwood Ave., Chicago. 


Please mail us further information about KEST TER Flux-Core Solders for 
manufacturing uses: also Mr. Ripley's book, ‘Facts on Soldering."’ 


Individual ............ 
Firm 
DAE eciectccspcsciinccnnveoicivt 


Products Manufactured .......... 
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Even in Case 
of Accident 


MARVEL “#232?°°¢ 
Hack Saw Blades 


















These new blades, made by 
our patented process in which 
a_ long-lasting, fast-cutting 
edge of genuine 18% tungs- 
ton High Speed Steel is in- 
tegrally welded to a tough un- 
breakable back, are uncon- 
ditionally guaranteed not to 
break under any working con- 
dition—not even in case of a 
jam or other accident. 


A Rare Opportunity 
for Mill Suppliers 


Here is a real opportunity for Mill 
Suppliers to increase their sales 
with this “perfect ideal” in power 
hack saw blades that have already 
been adopted as standard by many 
of the largest consumers in the 
country. They positively remove 
the only sales resistance affecting 
your sales of high speed steel blades 
with their unconditional no-break- 
age guarantee. Write for details of 
distributing proposition. 





Armstrong-Blum Mfg. Co. 


‘The Hack Saw People’’ 
353 N. Francisco Ave., 
CHICAGO, U.S.A. 
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50 fAp.Motor 


Does the Job of 
EIGHT 


I5 Ap.Motors 











Use Individual 
Drive 


When satisfactory group 
drive is impossible. 

For any machine taking 
considerable power anc 
operating at fairly con- 
stant and nearly maxi- 
mum load. 

Where overhead cranes 
interfere with line- 


Use Group 
Drives 


: For lowest first costs. 


For lowest wiring and 
control costs. 


For lowest maintenance 
costs. 


® For greater flexibility. 
meet «=Where power is purchased 
for lowest power con- 


& "at sumption, 
shafts. al For fewer motor repairs 

On large work where ma- i ala and least spare motors 
chine must be taken to : and parts. 

work. In a large automotive plant a study of one To smooth out peak loads. 
the wo g P y For : 

For a single machine power problem saved 70 H.P., and made pos- ye — ae 
which is operated fre- sible other important and substantial mies Wis & f 
quently alone or over- © ome Pp a! econo hin speeds of ma- 
time. The Power Transmission Association, through its Board on om Brame Vere. 

, £ Advi includi di f To gain savings from use 

On fully loaded or iso- of Advisory Engineers, including outstanding men from of smaller motor than 
lated machines not con- every industry, will help you by submitting unbiased recom- the aggregate horse- 
venient accessible to d : f : ll . f power of motors used 
lineshafts. mendations for new installations or re-arrangement of your eet ae 

present drives. een 
A copy of our “Drive Right” Booklet will be sent on 
request. 





POWER TRANSMISSION ASSOCIATION 





Chicago Pulley & Shafting Co. 


ENGINEERS, FOUNDERS AND MACHINISTS 


MAIN OFFICE FACTORY 
17 No. Desplaines St., Menomonee Falls, 
Chicago, Il. Wisconsin 


ALL FORMS OF POWER TRANSMITTING APPLIANCES 
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Here’s a Complete 
Line of Solid & Cored 


BRONZE BARS 



















for which 
there is still open 
—some “Good Territory”’ 
for Distributors 





NON-GRAN BRONZE BARS for Bearings, 
Bushings, etc., are an ‘exclusive product’”’ made 
by an “exclusive process."” The name NON- 
GRAN is very well known and has been “widely 
advertised’’ to, and used by the Automotive, 
Internal Combustion Engine and _ Aircraft 
Trades for years. 

NON-GRAN BARS are available in a wide 
variety of sizes,—and are daily being used to cut- 
down the upkeep cost of Machine Tools, Engines 
and other revolving or sliding mechanisms. 


**Use Coupon Below’’ 


American Non-Gran Bronze Corp. 


Berwyn (Philadelphia District), Pa. 


Gentlemen: Send me Distributor's Proposi- 
tion, Data and Literature. 


M. S. 2-29 
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Figure 1724 


Repetition 
Builds Reputation 


IT isn't the occasional brilliant performance which 
has built up the reputation for service and depend- 
ability enjoyed by Goulds Pumps. There have been 
many of these in the history of Goulds—so many that 
unusual performance is now expected of them. This 
reputation, increased by extensive advertising in 
leading industrial journals, means more sales and 
greater profits for you. 

Because the Goulds line is complete and standard- 
ized, and distributed from branch warehouses conven- 
ient to your market, you can meet any pump demand 
with a smaller investment in stock and less overhead 

Do rapid sales with less effort, complete service 
without large stocks, and more profits with smaller 
overhead mean anything to your business? If they do 
you are now selling Goulds Pumps—or you will be 
soon. 

Illustrated above is the Goulds Figure 1724 Auto- 
matic Oiling Deep Well Head-—one of the many types 
giving perfect service for a wide range of pumping uses 


Send for copy of Catalogue M for complete details of 
this and other Goulds Pumps for every purpose. 


GOULDS PUMPS, INC., Seneca Falls, N.Y. 


he line is complete and includes 


CENTRIFUGAL::-- ROTARY 
DIAPHRAGM -- DEEP WELL HEADS 


SINGLE AND DOUBLE -ACTING 
POWER PUMPS 


Advertisers please mention Mitt Suppiies 
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**The numberof large, 
endless, Goodrich 
Highflex belts order- 
ed from you within 
the past few months 
along with rolls of 
smaller sizes for our 
planers, were ordered 
based upon past sat- 
isfactory experi- 
ence.’’—J. B. Arnold, 
vice-president, J. Ray 
Arnold Lumber Co., 
Groveland, Fla. 


INULL QUPPLUES 





Photo shows reverse 
mule counter drive. 
The direction is re- 
versed through twopul- 
leys adjacent to main 
drive (extreme left of 
photo). Standing by 
the belt, R. R. Rhodes, 
plant superintendent. 


The Sreatest advance in belt 
construction in 30 years 


Highflex Principle makes 

possible reduction in slippage 

on high speed wood-working 
machinery. 


FTER seven years of experi- 
mentation and hundreds 
of tests and inspections carried 
out under actual service condi- 
tions in the wood-working and 
other industries, Goodrich has 
produced a new principle of belt 
construction— “‘Highflex.”’ 


The Highflex Principle does 
away with the old type folded 
edge completely, and because of 
its seamless straight edge con- 
struction, possesses a flexibility 
and a long life surprising even to 


ofgie 
Goodrich 














You can prove 


the Highflex Principle 
this easy way 





Bend a pad of paper or booklet with the fingers. 
When viewed from the edge (Fig. 1) it assumes a 


natural uniform 
curve, because of 
the unhampered 
action of the plies. 
Now, if several 
layers of paper are 
folded and then 
bent (Fig. 2), you 
can instantly see 
how the fold dis- 
torts the curve and 
impedes the free 
movement of the 
individual layers. 


the most skeptical mill operators. 


Highflex belting settles many 
belting problems. Fasteners will 
not pull out. Changes in temper- 
ature and humidity do not affect 
it. There are no seams to open 
up. It reduces slippage on small, 
high speed pulleys. It eliminates 
bootlegging. Highflex belting is 
furnished not only in rolls but 
also in individual belts, built 
endless at the factory, without 
splices and weak spots. 


We will gladly send catalogue 
2105 on Highflex belting. Write 
to The B. F. Goodrich Rubber 
Co., Akron, Ohio, or use the 
coupon below. 























THE B. F. GOODRICH RUBBER CO., M®&1 
Akron, Ohio 


Gentlemen: Please send me catalogue 2105, ex- 
plaining the advantages of Goodrich Highflex | 
belting. 
SIE 0 iis <6 saa svwte:.boahakn loa hvenp es ae winig tains eerie ee 
ea eer 
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HEN Dodge introduced the 
first hanger bearing and pil- 
low block embodying Timken 
Tapered Roller Bearings four 


years ago, it marked the completion of 
over twenty years of study and re- 
search by Dodge engineers. 









































Timken Tapered Roller Bearings 
were adopted because research estab- 
lished ruggedness as the most import- 
ant requisite of any low friction bear- 
ing for power transmitting service. In 
order to take care of shock, unforeseen 
peak loads and both radial and thrust 
loads, it was finally determined that 
the Timken Tapered Roller Bearing 
was best fitted to meet these require- 
ments. 

Dodge engineering effort, however, 
did not stop with the design of a 
hanger bearing and pillow block. As 
a result of careful study and perform- 
ance, as well as laboratory tests, a 
complete line, including every type needed 
to best meet specific situations, was designed 
and as a result Dodge is the only manufac- 
turer who, because of this thorough study 
and knowledge of requirements, is able to 
offer industry exactly what it needs to most 
satisfactorily and economically solve every 
bearing problem. 


A specialized engineering division backed 
by the most modern and extensive manu- 
facturing facilities, assures satisfactory power 
saving performance with negligible main- 
tenance costs. 
DODGE MANUFACTURING CORP. 

Mishawaka, Indiana 
Factories at MISHAWAKA, Ind., and ONEIDA, N. Y. 


PI MINEN 
‘There's a Dodge -‘Timken for Every Industrial ‘Need 


When writing to Advertisers please mention Mitt Suppiies 
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HE patented Dodge mountin 
embodied in Dodge-Timken 
Hanger Bearing and Pillow Block 
design, has been applied to unit 
mounts which are completely 
housed, self-contained factory 
adjusted units adapted for ma- 
chine applications. 


The adoption of these unit bear- 
ings by manufacturers in practic- 
ally every line has been the result 
of actual performance tests and 
consumer acceptance, created by 
the satisfactory service records of 
hanger bearings and pillow 


blocks. 


Manufacturers can now apply 
Timken Tapered Roller Bearings 
with minimum expense. There 
are two types of mountings and a 
wide variety of housings to meet 
every condition. Machining of shafts 
is eliminated. Bearings are produced 
in quantity on an extensive production 
schedule and are available on an estab- 
lished list and discount basis. 

The Dodge-Timken Data Book 
gives complete engineering informa- 
tion and shows many typical applica- 
tions. Send for your copy today. 


DODGE MANUFACTURING CORP. 


Mishawaka, Indiana 
Factories at MISHAWAKA, Ind., and ONEIDA, N. Y, 


‘There’s a Dodge -Timken Vor Eery Industrial ‘Need 


When writing to Advertisers please mention Mitt Suprtres 
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It costs no 
more to sell 
a fine belt 


T costs no more to sell a 
really fine belt. Duxbak 
Belting stays sold. There are 
no comebacks, no worries. It 
is a fine belt, honestly made, 
honestly sold, and fairly 
priced. 


We will be glad to tell you 
of an attractive plan to assist 
you in the sale of Duxbak 
Belting. No obligation is in- 
curred. 






Tanners 
Belt Manufacturers 


Main Office and Factory 
42 FERRY STREET NEW YORK 


DUXBAK 


WATERPROOF 
LEATHER BELTING 
———————— 











KELLOGG 


PAINT SPRAYING OUTFIT 3A 


The outfit comprises: 

Portable Air Compressor 
Mode! EM-261-SXP 

1's hcrsepower Motor 

Type ‘“‘T’ Air Transformer 

Type ‘‘M”’ Pressure Feed 
Tank 

Spray gun and cup 

Holder base 

Extra insert container 

25-ft. }s-inch main line air 
hose 

25-ft. %-inch air hose. 

Fluid cut-off valve 

Air-adjusting valve 

Also furnished with 2 

horsepower gasoline engine 


Net Price to User 
$324.15 


can ke soldon the 
Kellogg finance 
plan for as low as 


$21.50 mien 





KELLOGG MFG. CO 
137 Humboldt St 
RocHESTER, N. Y 


Please send me complete literature on your 


Spraying Outfit 





Color for office walls, color for 
apartment walls, color for fur- 


aiture . . . all the modern de- 
mands for color necessitate 
spray painting. 

You can make money selling 
the Kellogg Paint Spraying 
Outfit 3-A because it is designed 
specifically for building main- 
tenance. 

Compact enough so that it is 
portable, it is always ready for 
work wherever electric current 
is available. 

In addition to its usefulness 
for the painting of walls, inside 
and out, it can also be used for 
the application of any paint 
material . . . a suction feed cup 
being supplied so that lacquer 
jobs can be accomplished with- 
out loss of material 

Kellogg quality and Kellogg 
dependability throughout. 


Kellogg Mfg. Co. 


137 Humboldt St. 
Rochester, N. Y. 


This outfit 
will be a real 
money-maker 
for you. Use 
the coupon for 
full descrip- 
tive litera- 
ture. 


3-A Portable Paint 


Tell us about the Kellogg Finance Plan 


Vame 


Street 


City 


State 





When writing to Advertisers 


please mention Mitte Surreies 











February, 1929 MULL QuUPPLUES 43 


_ Red Shield’ THIGH SPEED DRILLS 6... 


ARE FOREMOST 


Like a tower stands out distinctive and well 
remembered, the new Red Shield” High Speed Drills, 
even with the short time they have been on the 
























market, have won identical recognition. 


Drill users who require high speed drilling with 
uniformity of performance, less breakage, and 
less grinding and at less cost per hole always re- 
member that Red Shield Shield” Drills give such service. 





he Red Shield” in actual red color, is stamped 
ALL SIZES. 











on each Drill. 








ith 
THE STANDARD [OOL ((0. 


New York Cleveland Chicago 





tot 


‘“SUPERIOR’’ 
Cap Screws and Bolts 
for 





Quality and Service 


Machine Bolts 

Carriage Bolts Specials — Bolts 
Slow Bolts — tove Rods 
Step Bolts Everyone can DEPEND on “‘Superior’’ products. —_ Sink Bolts 
Lag Screws Ask those who use them. Tire Bolts 


The Superior Screw and Bolt Mfg. Co. 
Cleveland, Ohio 


New York—290 Hudson St. (also export office) St. Louis, Mo.—318 Planters Bldg. 
Chicago—707 W. Van Buren St. Detroit, Mich.—3-216 General Motors Bldg. 
WAREHOUSES 
Newark, N. J.—15 Kirk Place Chicago—707 W. Van Buren St. 
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The Stockham Policy depends 
upon the Distri butor for every order 


| STOCKHAM FACTORY 





AND BRANCH WAREHOUSES 











MARINE 





WHOLESALERS 
IN EVERY LOCALITY 





PUBLIC UTILITIES 











| CONTRACTORS 








OIL FIELDS 














| RAILROADS MINES 
INDUSTRIALS 











The Stockham policy of distribution recognizes 
you, the wholesaler exclusively, as the logical 
source of supply for pipe fittings, whether the 
demand be over the counter, for immense con- 
tracts, or from large corporations. 


If you standardize on Stockham Fittings, you 
will never be obliged to compete with the manu- 
facturer from whom you buy. 


Over 7500 different fittings in the complete 
Stockham line enable you to supply fittings for 
every pipe line need. 





STOCKHAM PIPE & FITTINGS CO., Birmingham, Ala. 
Stocks in Boston, New York, Chicago, Los Angeles, Tulsa 





sure the name STOCKHAM is on the Fittings you buy 


STOCKHAM FITTINGS 


CAST IRON ELECTRIC CAST STEEL MALLEABLE 
Screwed—Flanged—Drainage Screwed—Flanged Standard—Extra Heavy—Oil Country Malleable 
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~ PRODUCTION 
— DOUBLED 


i ky with 
1 


= = OveR-Way 


{ Facts given a Gould Reports Investigator 


by the Sloan Valve Co., Chicago: 

**Twelve tons of high quality brass castings 
are poured daily in the manufacture of Sloan 
Flush Valves. Our foundry with an area of 
only 11,000 sq. ft., has been pronounced one 
of the most efficient and economical brass 
foundries in the world. 


“Molten metal is handled on a Richards- 
Wilcox OveR-Way System, which reaches 
from the 16 furnaces to every mold on the 
floor. Pots of 270 Ibs. molten brass are carried 
by R-W Ball-bearing Trolleys, and poured into 
the molds without any hand lifting. 


‘*We pour an average of 90 heats in an 812 
hr. day. By handling on the OveR-Way, we 
pour a pot of metal in an average of 6 minutes, 
which is twice as fast as the work could be 
done otherwise. 

“The OveR-Way enables us to double our 
production, and handle a large tonnage in a 
small floor area, without increased labor cost. 
With theaid of OveR-Way, each of our 3-man 
crews pours an average of 6 tons a day. 

**A second OveR-Way in our receiving room 
There’s opportunity fora unloads heavy material from motor trucks 
handsome profit to Mill 
Supply Jobbers in the R-W 
line of OveR-Way and trolleys. 

Ask for details. 


and conveys it to storage. Brass tubing, 
packed in long wooden boxes, was difficult to 
handle by hand and tubing was sometimes 
damaged. Saving this waste, and halving the 
time of unloading a truck, more than pays for 
the OveR-Way, though not used continuously. 


New York + * * AURORA, ILLINOIS, U. Ss. A. + © ©¢ Chicago 


Boston Philadelphia Cleveland Cincinnati Indianapolis St. Louis New Orleans Des Moines 
i a! 


Minneapolis Kansas City Los Angeles San Francisco maha Seattle Detroit 
Montreal - RICHARDS -WILCOX CANADIAN CO., LTD., LONDON, ONT. - Winnipeg 








When writing to Advertisers please mention Mitt Supp tes 








HULL QuUPPLUES 





February, 1929 














ie Screws are known for fine accuracy 





A Fine Cap Screw 


You want to know that the cap screws 
you buy will be shipped promptly; you 
want to know that they are packaged 
securely; you want to know that you 
can always draw upon large stocks. 
All those things are true of Cleveland 
Cap Screws. And in addition, most 
important of all, Cleveland Cap 





e 
and unusual strength. Ask for Cata- 


log C and Price List. 





THE CLEVELAND CAP SCREW CO. 
2925 East 79th St. Cleveland, Ohio 
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INJECTORS 





600,000 


Satisfied Users of U. S. Automatic In- 
jectors requiring repairs and replace- 
ments, together with an assured and 
proper profit to the jobber through our 
established resale prices, make U. S. 
Automatic Injectors a satisfactory and 
profitable line for any jobber to handle. 











American Injector Co. 
DETROIT, MICH. 











—Kieley— 


The following List of Products is proof that your 
Sales Department can sell any Type of Plant Kieley 


Specialties: 


Vacuum Return Steam Traps. 

Feed Water Regulators. 

Grease and Oil Traps. 

Water Arches. 

Emergency Valves. 

Low Water Alarms. 

High and Low Water Alarms. 

Strainer Connections of various 
kinds. 

Drip Tank Controllers. 

Float Valves. 

Balance Valves. 

Tank Pump Controllers. 

Pump Governors and Receivers. 

Combination Muffler aad Grease 


Extractor Tanks, Receivers 
Pump Governor. 


Grease Extractors, etc. 


Reducing Valves. 

Back Pressure Valves. 

Atmospheric Relief Valves. 

Steam Traps. 

Damper Regulators. 

Fan Engine Regulators. 

Hot Water Temperature 
Controllers. 

Steam and Water Separators. 

Oil and Grease Extractors. 


Vacuum Oil and Grease 
Extractors. 


Pump Regulators. 

Excess Pump Regulating Valves. 
Vacuum Pump Governors. 
Water Pressure Regulators. 
Water Feeders. : 

Return Steam Traps. 


We cooperate with the Jobber by furnishing for 
salesmen a small Supplement Catalogue with name 


imprinted. 


Kieley & Mueller, Inc. 


34 W. 13th St. N. Y. City 





When writing to 


SUPPLIES 
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The socket is truly the 
heart of a hollow. safety 
set screw. The holding 
capacity of the screw and 
the length of its life de- 
pend upon the socket. 
The Bristo socket, with 
its dovetailed flutes, is 
designed to give the 
wrench a perfect hold 
for tight setting and 
quick adjustment. The 
more power put on 
the wrench, — the 
lighter it grips the 
screw ; no expanding 
pressure to round 
out the socket or 
split the screw, but 
an actual — ten- 
dency to grip. 
Here is a long lived 
socket, for main- 
tenance and pro- 
duction. Bulletin 
819-HL tells the 
story. The Bris- 
tol Company, 
Waterbury, 
Conn. 











, 


BRISTO Sv“ SET SCREWS. 


Branches: Atlanta 
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Every Customer 
on your books 
Needs Fire Protection 


VERY name in your files is a prospect 
for fee Fire Equipment of some 
kind as shown below. 
The market for these dependable ex- 
tinguishers includes every type of build- 
ing in your territory. 


With such a big market to draw on, 
sales of these extinguishers should be 
bringing you real profits every month. 


Instruct your salesmen to talk about 
them and identify your house with the 
fire extinguisher industry. Orders will 
follow consistent sales effort. Suggest to 
factory officials and executives that they 


order for their homes as well as for their 
factories. 


The Sex line of Fire Equipment ts 


most complete—a type of extinguisher 
for every hazard. 





PYRENE MANUFACTDURING CoO. 


NEWARK, NEW JERSEY 


- Chicago - Kansas City 
Makers of Fire Equipment since 1907 
Makers of Greng Tire Chains 





please mention Mitt Suppiies 


- San Francisco 
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Dont 


do it 


If you were like a cat, it might be all right to take a chance 
on one of your lives, but you’re not. 


You have but one life; guard it well. Wire Rope goes 
into a hazardous service. The right grade of rope in the 
right service is as safe as anything can be. 


Be sure you use the right rope. Don’t take a salesman’s 
word for its grade. Insist upon Factory proof. The tag 
on the rope or mark on a reel is no proof of grade. 


WILLIAMSPORT 


WIRE ROPE 


is Telfax Tape Marked and Factory Certified. 


Look for the ‘‘Telfax’’ Tape in the hemp core. It will tell 
you exactly what grade it is—built into the rope by the 
factory man who knows. 


You’re not a cat—you have only one life. Don’t guess 
Be SURE. Use ‘“‘Williamsport.”’ 


WILLIAMSPORT WIRE ROPE CO. 


Main Office and Works: WILLIAMSPORT, PA. 
General Sales Office: PEOPLES GAS BLDG., CHICAGO 


The Largest Exclusive Wire Rope Plant in America 
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-abuilding ~ 
worthy of tts setting 


HE site of this superb structure ..39 Broad- 

way...is said to be the location of the first 
erection of any kind, by the Dutch, on Manhat- 
tan Island (1615). Here General Washington 
made his home at the time our first Congress 
was in session and when New York was the 
Capital of the nation. Once, in the same dwell- 
ing lived the first minister of France. History 
has richly endowed this spot... crowning it now 
with an architectural achievement worthy of its 
setting. Rising majestically, thirty-six stories 
into the air, this fine structure may well appear 
as a fitting monument to three centuries of 
building progress. 


The Harriman Building’s high place among 
modern architectural creations is not based on 
; size any more than on the character of con- 
struction... stability as well as beauty is reflect- 
ed throughout. Within this structure are 
numerous engineering achievements, among 
them being a modern piping system of unusual 
efficiency, designed and installed to assure con- 
| tinuous and satisfactory service for heating, 
| water supply, fire protection, sanitation, etc. The 
; Major pipe tonnage of this system is 
| ‘“‘NATIONAL’’—The Recognized Standard for 
' Building Purposes. 


sermbtanciae: 








NATIONAL TUBE COMPANY 
j Frick Building, Pittsburgh, Pa. 


Subsidiary of United States Steel Corporation 
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Consulting Engineer: Byers 
Serer, ontractors: Geo.A. Fuller Company 
fambing Contractors: J,L,Murphy, Inc. 
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Heating Contractors: Baker,Smith& pany, Inc. 
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‘An Ounce 
of Prevention’ — 


—e= <a 


ae cen oe OP ACH Powell Valve 

built with ‘‘an 
ounce of prevention’”’ 
to insure dependable 
service. Each part rug- 
gedly constructed from 
virgin metals—each 
part accurately pro- 
cessed— each assembled 
unit individually tested. 


) 
Nv ie— 
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Bronze ‘White Star” 
Globe Valve 


Simplicity of general 
construction warrants 
the elimination of need- 
less parts. Fewer work- 
ing parts offer longer 
life and economy in 
replacement. 


Fig. 110 
Bronze ‘‘Model Star” 
slobe Vaive 


POWELL PRODUCTS 
Bronze, Iron and Steel Valves; 
Oilers, Lubricators, Grease Cups, 
Water and Oil Gauges, etc. 





THE WM. POWELL CO. 


2525 SPRING GROVE AVE. 
CINCINNATI, OHIO 































Yost Vises 


These are four 
of the 24 dif- 
ferent styles of 
Yost Vises, that 
cover every pur- 
pose for which 


a vise can be 





used in any 
trade. There are 
109 sizes—-vises 
for Machinists, 
Toolmakers, 
Pipe Fitters, 
Coachmakers, 
Woodworkers, 
Pattern 
Makers; for 
Manual _ Train- 
ing Schools, 
Drill Presses, 
Garages, and 
General Utility 
Shops. 


Yost Vises make 
friends for the 
supply house. 
Ask for catalog 
dis- 


tributors’ terms. 


and 


Yost Manufacturing Co. 


Meadville, Pa. 
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WHERE RESPONSIBILITY REPOSES 

Logically there can be no question as to the eco- 
nomic importance of the mill supply house in the 
scheme of distribution. Its function—that of selling 
the products of manufacturers, and extending a de- 
finite service to the user of industrial equipment, 
tools and supplies—must be performed. Were the 
distributor to pass out of the picture, someone would 
have to perform this function, and MILL SUPPLIES 
does not believe it could be performed as efficiently 
and economically by any other agency as it is by the 
industrial supply house when that agency does its 
work properly. 

But the system of mill supply house distribution 
is not operating as smoothly and profitably to all 
concerned as it might well do. Responsibility for 
this may honestly be laid at the door of all three 
factors—manufacturer, distributor and consumer— 
individually and collectively. This statement, how- 
ever, is not to be interpreted as including every 
manufacturer of industrial equipment, tools and 
supplies, or every distributor and consumer ot 
these products. There are some manufacturers who 
have well defined, unassailable policies which provide 
proper co-operation with the distributor. There are 
many distributors who represent their principals as 
earnestly, as energetically, and in as resultful a way 
as could be desired. There are many consumers who 


thoroughly appreciate the value of the supply house 
in the community, and show that appreciation by 
supporting it in a definite, substantial way. But 
there are enough weaknesses in the situation to 
cause considerable concern. 

There is an old saying that people who live in 
glass houses should never throw stones. It is equally 
as true that a man must clean his own house or his 
own sidewalk before criticising his neighbor for not 
so doing—which brings to mind the statement of an 
officer who served during the world war, that at 
inspection time, he always glanced at his own blouse 
to see it was properly buttoned before reprimanding 
an enlisted man for carelessness in this regard. 

The conclusion to be drawn then is that the manu- 
facturer must be certain that he is doing the right 
thing by his distributors before criticising the latter, 
and the distributor must feel certain that he is in 
an impregnable position, so far as just criticism of 
his policies and efforts are concerned, before he tries 
to bring his principals into line. 

The manufacturer must ask himself if his goods 
are of proper quality, if he is allowing the proper 
dealer discounts, if he is giving the distributor the 
opportunity to distribute the products he makes, 
without in fact competing with him; if he is giving 
his dealers the right sales and advertising co-opera- 
tion. Having determined that his goods are right, 
he needs must establish a definite sales policy. He 
is not giving the distributor a fair chance to prove 
his worth if he allots him a certain territory and 
then sends his own salesmen in to compete with his 
agent, whether it be at the same consumer price or a 
lower one, although, of course, the latter practice is 
by far the worst of the two. Another thing, there 
seems no good reason why a manufacturer who 
accepts an order from the dealer’s territory, cannot 
turn over to the latter the profit he would have made 
had he secured the order himself. 

Now, as to the distributor. Is he using care and 
judgment in selecting the lines he handles? Is he 
considering the quality of goods and the policy of 
the manufacturer, or is he permitting the discount 
allowed by the producer to govern him entirely in 
the selection of the goods he handles? Having used 
care in the selection of his principals and his lines, 
is he doing his utmost to sell them, as distinguished 
from taking orders on them? Is he educating his 
salesmen properly? Is he selling his goods on some- 
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thing other than a price basis? Is he advertising 
as he should? Is he co-operating properly with his 
manufacturer? If it is proper for the manufacturer 
who makes a direct sale in a distributor’s territory 
to allow the distributor the profit the latter would 
have secured had he made the sale, so it is proper 
that the distributor carry no directly competing 
lines. One distributor in the Northwest has been 
successful in handling lines of such quality and price 
that he does not even consider competition from 
cheaper lines as such, and does his selling on a 
“higher quality” basis. 

When the manufacturer and distributor have 
cleaned house, then they can go after one another in 
a friendly, constructive way—not in the spirit of 
enemies, but of friends seeking to develop a plan 
that will work to the benefit of both. 

The problem of selling consumers on the value of 
buying through the supply house is the problem of 
both manufacturers and distributors. The distribu- 
tor can help himself by educating his salesmen on 
the arguments proving the great value of the supply 
house, and urging them to bring out these facts 
whenever conditions warrant, and by the use of 
proper advertising material, such as the dealer help 
page carried monthly in MILL SuppPLIES. The 
manufacturer, too, can help the cause by advertis- 
ing his distributor sales policy, by referring orders 
received at the factory to the proper distributor, and 
by sending literature to prospective customers of his 
distributors, emphasizing the distributor’s value. 





INVESTIGATING POSSIBILITIES 

The distributor of mill, mine, power and allied 
lines of supplies, machinery and tools who is awake 
to his opportunities, is constantly studying the 
changing needs of customers and prospective cus- 
tomers, in order to not only serve these people in 
the most complete and efficient way possible, but to 
secure the greatest returns from his activities. At 
the same time he is always on the lookout for new 
products that may be logically stocked and sold to 
the people on whom his salesmen call. 

Every company should be alert to new develop- 
ments, whether these be in the way of changes in 
methods employed by users of industrial equipment, 
tools and supplies, or in the creation of new prod- 
ucts which are likely to arouse the interest of its cus- 
tomers. While the bulk of industrial plants in a 
given community will undoubtedly use a certain 
share of the general run of goods carried in stock by 
the mill supply house, each of these plants, or cer- 
tain groups of them, may have special requirements 
which are sufficiently important to influence the sup- 
ply house in stocking lines to supply them. It is up 
to the distributor to investigate these possibilities 
in order to determine whether or not he would be 
wise in taking on such lines. If he passes them up 
because they are not bought generally by the in- 
dustries in his territory, he may some day awake to 
the fact that one or more of his competitors have 


been more foresighted, and are cashing in on these 
various specialties. 





EARLY REPORTS ENCOURAGING 

There has been manifested for some weeks a gen- 
eral optimism in the outlook for business during 
1929. This optimism is caused by confidence in the 
basic factors underlying business, and a feeling that 
the incoming administration in Washington will be 
a truly business administration in every sense of the 
word. 

Although it is still too early in the year to say, “I 
told you so,” and while it is realized that there may 
be developments that will be unfavorable to busi- 
ness, yet first reports of 1929 activities are highly 
encouraging. For instance, loading of revenue 
freight for the week ending January 5th totaled 
798,723 cars, an increase of 131,137 cars over the 
preceding week, and an increase of 44,476 cars over 
the corresponding week in 1928. Gains were re- 
ported in all commodities. Miscellaneous freight 
loadings were 40,175 cars ahead of the same week a 
year ago. Another inspiring report was that the 
steel industry, at the middle of the week of January 
14th, was operating around 871% percent of capacity, 
nearly ten points higher than at the same time in 
1928. 

It appears 1929 is starting off in the way it was 
predicted it would, and it is entirely likely that 
business will be good throughout the year. 





THE DAY GOES FAST 

The average college student will probably confirm 
the statement that, given a certain amount of study- 
ing to do, he will be able to complete it in much less 
time early in the morning than in the evening. The 
reason for this is apparent. Early in the morning, 
the individual—provided he hasn’t remained up long 
enough the night before to keep company with the 
milk man—is much more fit for work than later in 
the day. His brain is clear, his muscles are rested, 
and his stomach isn’t usually overloaded with food, 
as it is likely to be later in the day. 

What applies to the college student also applies to 
the man in business, whether he be an executive, a 
salesman or an office man. He is in much better 
shape to function early in the day than later on, 
when he has begun to tire. All of this is an argu- 
ment for getting on the job early every day. Many 
a business man would accomplish more work by far 
if he had the habit of starting his work early. Fur- 
thermore, he would eliminate considerable worry 
and rush, and possibly some mistakes that result 
from trying to do things hurriedly. The older a 
man gets, the faster time seems to go. To a busy 
man the day does not seem to have enough hours. 
But the funny thing is that some men who will 
agree to this last statement think 9:30 is early 
enough to arrive at the office in the morning, find it 
possible to take from an hour and a half to two 
hours for lunch every day, and still are ready to 
close shop fairly early in the afternoon. This all 
makes the day go faster. 
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S. F. Woodbury 


I believe the average easterner who has never been 
West thinks the only product we can sell the world is our 
This opinion was more nearly accurate fifteen 


big trees. 
or twenty years ago than it is today. 
Investigation by anyone interested 
will show that Oregon, Washington 
and Idaho are practically self-con- 
tained states. Within their confines 
may be found practically every vari- 
ety of resource and industry. Daily 
from our ports on the Columbia river, 
in the Grays Harbor country and on 
Puget Sound go immense cargoes of 
raw and manufactured articles— 
grain of all kinds, flour and feed, 
wool and wool products, meat, fruit 
of all kinds (both fresh and canned), 
products of the dairy and of the 
fishery, minerals and finished articles 
of many kinds. An examination of 
the manifests and bills of lading 
will show thousands of articles that 
are commonly thought of as coming 
only from other parts of the United 
States. 

However, lumber is still our major 
industry, and will be for some time 
to come. Sixty-five percent of the 
payroll in Oregon and Washington 
is paid in saw mill and logging 
operations. Oregon has the last big 
stand of timber and is best known 
for its Douglas fir and hemlock, and 
it has the only stand of Port Orford 
cedar in the United States. There 
is still some pine left in the eastern 
and southern parts of Oregon and 
the panhandle of Idaho, and a little 
in eastern Washington. Western 
Washington has a large quantity of 
fir, hemlock and spruce. Oregon’s 
stand was larger to begin with, and 
has not been depleted so rapidly as 


have the forests in the other big timber states of this 


section, Washington and Idaho. 


The big operators know exactly how much timber is 








| cember issue. 


Conditions in Northwest 


Affecting the 
Dealer 


S. F. Woodbury, President, Woodbury & 
Wheeler Co., Inc., Portland, Ore., Dis- 
cusses Activities of That Section, Includ- 
ing Buying Factors, and the Reaction on 
Supply Houses Serving the Industries 


THOUGHTS OF PACIFIC 
NORTHWEST DEALERS 


‘*Mill Supplies’ is able to | 


present in this issue two arti- 
cles on conditions affecting 
the distribution of industrial 
equipment and supplies in 
the Pacific Northwest. The 
first is the accompanying arti- 
cle by S. F. Woodbury, Presi- 
dent, Woodbury & Wheeler 
Co., Inc., Portland, Ore., who 
also contributed a very in- 
teresting article to the De- 
The second is 
an article based on an inter- 
view with L. G. Isaacson, L. 
G. Isaacson Company, Inc., 


| Aberdeen, Wash., which will 


be found farther on in the 


| magazine. 


Mr. Woodbury discusses in 
a rather general way the pro- 
ductive activities of the Pacific 
Northwest and recent de- 
velopments in that section of 


the country, with the result- | 


ant effect on the mill supply 
house. It is to be noted that 
he refers in his article to the 
growing importance of pulp 
and paper production in the 
Pacific Northwest, to which 
the greater portion of the 
article based on the interview 
with Mr. Isaacson is devoted. 
Both articles are exceedingly 
interesting. 


left in the Northwest, and exactly where it is. 
locate their operations strategically and plan their move- 
ments for a hundred years ahead. The latest large com- 


They 


pany to come West is the Edward 
Hines Lumber Company, of Chicago, 
which is spending several millions of 
dollars in and around Burns, Ore., 
in the southeastern part of the state, 
in a fine pine region. The Weyer- 
haeuser Timber Company is build- 
ing two mammoth plants, one at 
Longview, Wash., on the Columbia 
river, and the other at Klamath Falls, 
Ore., in the south central part of the 
state. The Pickering Lumber Com- 
pany, also well known, is beginning 
active work in southern Oregon, and 
the Long Bell operations in south- 
western Washington are too well 
known to need reciting. 

At present the best market for our 
lumber is in the southern California 
territory, North Atlantic districts 
and the Orient. Water shipping 
mills on the Columbia river and in 
the Grays Harbor and Puget Sound 
territory are busy the year round 
and most of them work two shifts. 

The day of the small saw mill man 
and the haywire logger is over. It 
takes millions to go into the lumber 
game in the Pacific Northwest, and 
then only by the use of the most 
improved and correctly designed 
machinery can profits be made. Each 
year the one time small operator 
figures prices are going to be better 
next year and that he can again start 
operations, but this is a dream that 
only an extraordinary condition can 
make come true. The increasing use 
of steel and concrete, by reason of 
its low cost, will keep the price of 


lumber so low that it must be manufactured with the 


utmost economy in order to compete. 


Another major industry in this part of the country is 
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the paper and pulp mill business. The supply of pulp 
material in the East is being rapidly used up, and, there- 
fore, the big companies are locating their pulp and paper 
mills out here where the supply is good for years and 
years. In the middle of December operations were being 
started in the Tacoma plant of the Union Bag & Paper 
Company, a New York organization, and in the same city 
a paper box company is starting to make pulp. The 
Hooker Chemical Company, of New York, is erecting 
a plant in Tacoma, the Hammermill Bond Company is 
erecting a paper mill in the Grays Harbor country, the 
Crown-Zellerbach Corporation and subsidiaries are com- 
pleting large plants at Port Townsend, Port Angeles and 
Shelton, Wash., and have other large ones under con- 
struction. Much paper is made in the Pacific Northwest 
and a great deal of it is being shipped East, as, naturally, 
we cannot consume all that our mills make. 
SOME HOUSES MUST CHANGE METHODS 

The point to all this, so far as distributors are con- 
cerned, is that big companies buy immense quantities of 
supplies, and have highly specialized purchasing depart- 
ments, which insist on high-grade goods and low prices. 
This naturally means that the small jobber or dealer has 
to fight for his place in the picture, and that a well or- 
ganized house, backed by first-class merchandise, will sur- 
vive while the small dealer will be relegated to the back- 
ground. Consolidation, therefore, in this field also is 
in order, and many consolidations have taken place in 
the Portland and Seattle districts. These are sensible 
and in keeping with the spirit of the times. There is no 
doubt that many supply houses have been a hang-over 
from the war, and they have just about reached the end 
of their rope and wili have to change their methods if 
they are to continue in business. 

The quickening of production and the increasing de- 
mands on materials have changed a great deal the char- 
acter of the materials used by industry. Articles made 
of alloy steels have replaced the old cast steel and mild 
steel material. Purchasing agents now buy to specifica- 
tions and check up on performance. Steam boilers are 
being superseded by gasoline and Diesel engines. This 
one factor alone makes the distributor cut down his stocks 
of rivets, drills and reamers, steam gauges and fittings. 
Water and penstock pipes of all diameters are now being 
welded instead of riveted, and welding supply stocks have 
been increased. Even the old bonding drill, which rail- 
roads have used for years and which has been a stand- 
ard stock item with drill manufacturers, is out-of-date, 
as the bonds are now welded. 

FACTORS AIDING THE DISTRIBUTOR 

A vast amount of educational work has been done dur- 
ing the last ten or fifteen years, and, make no mistake 
about it, the superintendents, foremen, purchasing agents 
and managers have been absorbing it thoroughly. We 
believe the reaction on the distributor has been favor- 
able, because it has been made evident that it costs a 
distributor money to do business, and it is common knowl- 
edge that the average cost to him during the last year 
was 22.74 percent. These buying factors also recognize 
the fact that any distributor who gives them good mer- 
chandise, good service and fair prices is entitled to a 
profit above this figure. 

It has been proven to the operator that controlled buy- 
ing, formerly known as hand-to-mouth buying, is the 
modern way to buy, and any distributor who will co- 
operate with him to that end is going to have a firm place 
in the operator’s scheme of things. The distributor is 
benefiting by improved railway transportation, better 


market roads and the growing truck service all over the 
territory. There has been a general quickening of move- 
ment all along the line, which not only takes in the ex- 
pediting of deliveries, but the handling of purchase 
orders, invoices and other documents. 

Simplification and standardization also have taken 
their place in this forward march, and every distributor 
should support wholeheartedly movements of this kind 
initiated by purchasing agents’ associations, the depart- 
ment of commerce and other organizations. The benefits 
are too obvious to require mention. 

THE ‘“YARDSTICK’’ THERE IS DIFFERENT 

This general picture is given simply to indicate to 
manufacturers in the eastern part of the country, that 
the Pacific Northwest is keeping step with developments 
of all kinds, and that our business men and operators out 
here expect to get the same consideration as do their 
fellows in the East. The country is growing and con- 
sumption will be greater. A reliable account in the West 
for a manufacturer should show a steady yearly increase 
in volume, but the eastern manufacturer should not get 
impatient and compare results here with the results in 
the congested eastern district, for the yardstick is dif- 
ferent. Our population now is quite limited. We have 
only a few big cities and they are far apart. We have 
to buy our goods two months before we need them, and 
pay for them thirty days before we get them, and we 
have other disadvantages with which our eastern con- 
nections are not thoroughly familiar. Yearly visits by 
eastern manufacturers to their distributors’ trade ter- 
ritory are very much worth while. The manufacturers 
will always find a welcome, and trade relations will be 
solidified, with benefit to all concerned. 








SEPARATE DIVISIONS CREATED 


Peden Company Establishes Industrial, Oil Well Sup- 
ply and Hardware Divisions 

Peden Iron & Steel Co., Houston, Texas, has created 
three separate divisions in its business—industrial, oil 
well supply and hardware. The industrial division is 
under the management of G. T. Aitken, who is a com- 
paratively new member of the organization. He has 
had a great deal of experience through his former con- 
nections with some of the larger machine tool manufac- 
turers. 

The hardware division is under the management of 
H. M. Stone. He has been with the company since 1910. 
This division includes general hardware, household, agri- 
cultural and sporting goods, automotive equipment and 
accessories. B. E. Taylor is in charge of the oil well 
supply division. He has been in charge of this depart- 
ment since 1907. 

The three separate divisions have been created to 
better systematize the business as a whole, and to provide 
the greatest service to the field served. The goods 
handled in the three divisions are, generally speaking, 
quite dissimilar, while a different field is served by each 
division. : 

A complete marine supply house is conducted as a 
separate unit by the company. This unit serves the 
maritime trade of the port of Houston and the Texas 
gulf district. The warehouse is at Harrisburg, and is 
under the management of W. B. Pearce. Stocks of deck, 
engine and stewards’ stores, ship yard, motor boat and 
vacht supplies are carried there. 

The Peden Iron & Steel Co. has warehouses located at 
Houston, San Antonio and Harrisburg, Texas, and 
Shreveport, La. 
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How Six Mill Supply Houses Conduct 


Annual Stock Inventory 


Modern Practice Includes Simplification of Year-End Work, 
Less Interference with Regular Business 


The annual stock inventory, usually conducted at the 
end of the year, is steadily becoming less a bugaboo than 
it was in years gone by. Through use of perpetual inven- 
tory systems, by means of which daily records of sales 
and purchases of all items carried in stock are kept. 
through spreading stock checking over longer periods 
of time and other methods, there has been a lessening 


should be checked again. 

“For auditing purposes our inventory at the end of 
the year is transferred from our cards to what we term 
inventory books. These are loose leaf books, with items 
arranged in the same sequence as the cards. When it is 
necessary to make up a new book, we generally do so in 
triplicate, thereby relieving ourselves of the necessity of 


of the burden that was formerly at- 
tached to the year-end computing of 
inventory. 

As a result of the improved meth- 
ods followed, there is now, in many 
cases, less work under pressure, less 
employment of outside help and less 
interference with regular sales and 
other activities of mill supply houses 
at the year-end than was formerly 
the case. 

Some distributors have worked out 
systems that are entirely satisfactory 
to them, others have improved their 
methods considerably, but would like 
to improve them more, while still 
others are probably still in hot water 
as deep as ever. Generally speaking, 
however, it is safe to state that the 
tendency is toward simplification of 
work at the year-end. 

Believing that mill supply distrib- 
utors generally would be interested 
in some of the different systems em- 
ployed, MILL SUPPLIES secured from 
six well known distributors in differ- 
ent sections, statements as to their 
methods. These statements follow. 

STOCK CONTINUALLY CHECKED 

“We use a _ perpetual inventory 
system, having a card for each indi- 
vidual item we carry in stock,” re- 
ports William T. Todd, Jr., sales 
manager, Somers, Fitler & Todd Co., 
Pittsburgh. “Our entire stock is in 
charge of one man whose duty it is 
to see that all items are in their 
proper places. He is continually 
checking and arranging our stock, 


and, as a result, we are correcting our perpetual card sys- 
tem with actual physical inventory all the time. 
this plan, physical inventory of each item occurs at least 


IS YOUR METHOD SATIS- 
FACTORY? 

Is your annual stock inven- 
tory method satisfactory? If 
not, perhaps you are planning 
to adopt a new method. In 
such case, you may gain some 
very good ideas from the 
plans outlined in the accom- 
panying article. 

The time for taking the next 
annual stock inventory now 
seems a long way off, but it is 
advisable to plan for any 
change well in advance, for 
you may not only wish to con- 
sider various successful 
systems, but may also desire 
to alter some of your everyday 
methods in order that your 
‘*throughout the year’’ system 
will harmonize with your work 
at the end of the year. 

Incidentally, ‘‘Mill Sup- 
plies’’ wishes to thank the six 
distributors who have out- 
lined their methods in such a 
way as to make this construc- 


tive article possible. It is cer- 
tain that there is much of 
interest, and value, to be 


found in the article, and it is 
recommended that it be read 
by everyone connected with a 
mill supply house. There is 
much to be gained in studying 
the other fellow’s methods. 


Under 


The Cameron & Barkley Co., 
branches in Tampa, JackSonville and Miami, Fla. 


preparing a new inventory book each 
year. 

“When the inventory book is writ- 
ten up, the list prices on all items are 
inserted. Prior to the actual trans- 
fer of the figures from the cards to 
the inventory book, the books are 
checked with the cards to see that 
all items are listed, and any new 
ones that may have been added dur- 
ing the year are inserted. This is 
easily done because of the loose leaf 
arrangement. 

“The inventory books are priced 
by us prior to the time when the 
actual quantities are inserted, using 
cost or purchase price, whichever is 
the lower. This enables us to turn 
over to our comptometer girls the 
entire inventory a day or so follow- 
ing the first of the year. 

“The inventory is transferred from 
the cards to the inventory books on 
the evening of the first working day 
following New Years. We use our 
entire office force to do this, having 
them work in pairs, one of whom 
calls off the quantities and the other 
inserts them. In following this pro- 
cedure, we have been able to take 
our inventory and have it figured up 
with a minimum of over-time and 
practically no extra help. We do 
employ an extra comptometer opera- 
tor to do the figuring, the reason for 
this being that it is to our advantage 
to get the total amount of our inven- 
tory as soon as possible after the 
first of the year.” 


Charleston, S. C., with 
, finds, 
in taking actual physical inventory each November, that 











twice a year, and we are relieved of the necessity of go- 
ing through our complete stock for physical inventory at 
the end of the year. It is only natural, however, that 
at the end of the year we should want to see that our 
inventory on the major lines is absolutely accurate. By 
referring to our cards we can note the date of the last 
physical inventory, and thus determine whether stock 


its perpetual card system is remarkably accurate when 
all sources of possible error are taken into consideration. 

“We keep a perpetual inventory, by the card system, 
the cards and special desk being made by the Library 
3ureau Company,” writes R. C. Barkley, vice-president 
of the company. ‘These cards show the amount of each 
item in stock, and as the charge sheets go through every 
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Among the reasons why practically all of the 
leading supply houses sell Penberthy Products is 
the important fact that Penberthy Products offer 
a substantial margin of profit. 


Penberthy Products also have won a reputation 
for quick turnover, because they are universally 
used and recognized as standard steam equipment 
of unusual quality and performance. 


They not only stay sold but contribute largely 





to the repeat business of the supply houses that ila i 
sell them. yon | 
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Established Canadian Plant 
in 1886 Windsor, Ont. 
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day, the quantity sold is taken off, so that we have at 
all times a record of the stock on hand and the sales 
over any given period. 

“We find the system of advantage for a number of 
reasons, the most important of which is that it gives us 
an idea of the turnover, and consequently better stock 
control. Also, in looking up stock on inquiry, it is a 
great deal easier to refer to the cards than it would be 
to actually see if the stock is on the shelves. 

“We take an actual physical inventory each year in 
November in order to check up on the card system and 
correct any errors that have occurred. This is done 
by our regular force during spare time, with very little 
over-time work. We have found by the actual taking of 
inventory that the cards are remarkably accurate when 
all sources of possible error are taken into consideration. 
The same method of stock control is employed by all of 
our branches. 

“We have proven conclusively to our own satisfaction 
that the perpetual inventory is the best system we know 
of for keeping an accurate record of stock, and more 
than pays for the extra expense it necessitates. It is 
necessary, of course, to correct the cards at least once a 
year and bring them up to date. 

“We find that the taking of stock in no way affects 
the carrying on of our regular business. This stock 
taking is by actual count. We first straighten the stock 
and get it in order in October for rapid stock taking in 
November.” 

NOT SO DIFFICULT A TASK NOWADAYS 

The Cleveland Tool & Supply Co., Cleveland, finds that 
the taking of its annual stock inventory is not nearly 
so difficult a job as it was a few years ago when the 
company was a much smaller organization, with smaller 
stocks. 

“Our fiscal year ends November 30th,” advises H. E. 
Ruhf, sales manager. “About the first of November 
each year, we start to take an actual stock inventory, 
the stock being called off by one man and written up on 
slips by another. 

“These slips are hung up adjacent to each particular 
stock of merchandise, and during the month of Novem- 
ber the order boys, when filling orders, make proper de- 
ductions on these slips, and the stock men, in placing 
merchandise received in stock during that month, add 
the amount to the slips. 

“On the last day of the month the entire organization 
devote themselves to the writing up of our inventory on 
special form sheets provided for that purpose. These 
sheets are bound for the year. The list prices are in- 
serted, of course, and a certain few of us, familiar with 
costs, insert our cost discounts. We have found it eco- 
nomical, after the inventory is listed and priced, to send 
it to accountants who do the figuring. 

“At one time the matter of inventory seemed to be a 
big job, but as time has gone by, we have given careful 
thought to the arrangement of our stocks and to keeping 
all merchandise in a neat, systematic way. This has been 
a great aid, and makes it easier to take stock, so far 
as the actual inventory is concerned. 

“It is probably true that certain small errors creep 
in through neglect to deduct merchandise taken from 
stock during the inventory period, but this factor is un- 
doubtedly a minor one, and it probably averages up. 

“We do not believe inventory taking affects our selling 
efforts or other business activities in any way. Occa- 
sionally it is necessary to have a little additional help to 
aid in taking the actual inventory, and toward the end 
of the month some over-time is put in, but we find that 
the matter of taking inventory is really a very simple 


one, and is not nearly so difficult a job as it was quite 
a few years ago, when we were, in comparison, a much 
smaller concern with smaller stocks.” 

NEW INVENTORY METHOD RESULTFUL 

The Delaware Electric & Supply Co., Wilmington, Del., 
inaugurated a new system for taking annual stock in- 
ventory at the last inventory. G. E. Vandegrift, assist- 
ant treasurer of the company, discusses it as follows: 

“Our last inventory was taken under a different sys- 
tem from that used theretofore. We have had a per- 
petual inventory system for about ten years, and find it 
works in with our new plan very satisfactorily. 

“In this last inventory we had every item in stock 
checked against our card record before December 31st, 
this checking process starting November 1st in order 
to allow plenty of time so the count and check would be 
as accurate as possible. At the close of business on De- 
cember 31st, our inventory was written from the perpet- 
ual record into our books. 

“As all our pricing and extensions were done out of 
regular hours, it was about the middle of January before 
we were ready to incorporate the final figures in our 
books. 

“We had previously confined the taking of stock to 
the last few weeks of December, employing extra help 
and keeping some of our salesmen inside to assist in 
inventory taking. We know that under this procedure 
we lost business on the outside, and on account of the 
hurry in which the inventory was taken, we found the 
count incorrect in many respects. 

“On this last occasion we employed no extra inventory 
help, practically no time was lost in selling or the con- 
duct of our business generally, and the results were in 
every way more satisfactory than under the old method.” 

SALES FORCE NOT AFFECTED 

The Central Rubber & Supply Co., Indianapolis, usually 
does its final inventory work during the last three days of 
the year. 

“We do not keep a perpetual inventory,” states A. G. 
Ruddell, president. ‘“‘We invoice between Christmas and 
New Years—usually the last three days of the year. For 
one week prior to the actual taking of the inventory on 
paper, our stock is counted and weighed, and tickets are 
placed on each bin so the actual taking of the inventory 
consists of transferring the figures from the tickets to 
our inventory sheets. 

“Our sales force does not participate in the inventory, 
but continues to do business as usual. Taking the in- 
ventory slows down our regular business for about three 
days. We do not employ extra workers or work over- 

2 ” 
asia INVENTORY TAKING A SMALL MATTER 

Taking the annual stock inventory is a very small mat- 
ter with the White Star Company, Wichita, Kan., ac- 
cording to A. C. Rynders, head of the organization. 

“Inventory is with us a very small matter,” writes Mr. 
Rynders. ‘We have our goods all catalogued, and we 
have one of these catalogues marked with our cost prices. 
All that is necessary for us to do is to check the items, 
without any writing or running up the cost on a com- 
puting machine. 

“It probably will not take us over eight hours to list 
all of our items, and not more than another eight hours 
to run them off. We sometimes check up some of the 
items and tag them before we start actual inventory, but 
not very often.” 

Mill supply houses generally are giving a great deal 
of attention to the subject of systematic stock keeping, 
and where efficient methods are employed inventory is 
apparently becoming a comparatively simple proposition. 
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Triple Convention to be Held in Atlantic 
City Some Lime in May 


Southern Association Accepts the National’s Invitation and 
American Will Undoubtedly Do the Same 


Richmond, Va., January 29th—\Telegram|—The Southern 





Association has accepted the National’s Invitation for a 
joint meeting at Atlantic City in May—Alvin M. Smith, 
secretary-treasurer, Southern Supply and Machinery Deal- 
ers’ Association. 


Members of The National Supply and Machinery Dis- 
tributors’ Association in a recent mail referendum re- 
garding their preference as to the place in which the 
1929 convention should be held, voted in favor of hold- 
ing the next meeting in Atlantic City, and President 
Edward P. Welles, on behalf of the association’s official 
board, has extended invitations to the Southern Supply 
and Machinery Dealers’ Association and the American 
Supply and Machinery Manufacturers’ Association to 


eee 


Left to Right—W. W. 


hold their conventions in Atlantic City at the same time, 
which will be during the month of May. 

As soon as President Doe received Mr. Welles’ letter, 
the Southern addressed its members, requesting their 
vote as to acceptance or declination of the invitation. 

The American Association “Official Bulletin’ states 
that association will take up the convention matter as 
soon as the action of the Southern Association is known. 

The action of the National Association was in re- 
sponse to a letter written to President Welles last 
October by President W. W. Doe of the Southern Asso- 
ciation. In his letter to Mr. Welles, Mr. Doe stated he 
had been instructed by the executive committee of the 
Southern Supply and Machinery Dealers’ Association 
(which met in Atlanta on October 13th) to advise Mr. 
Welles of the committee’s earnest desire that the Na- 
tional, Southern and American Associations should hold 


a joint convention next May, and to ascertain the wishes 
of the National as to the place and time. Mr. Doe’s letter 
stated the Southern Association executive committee was 
of the opinion that the single joint convention should be 
made a settled policy of the three associations, and felt 
the conventions should be held alternately in the North 
and South. Since the 1928 convention was held in Nash- 
ville, it was felt proper that the 1929 convention should 
be held in the North. Mr. Doe suggested that Chicago, 
because of its accessibility, would probably be a happy 
choice, and asked for advice as to the wishes of the Na- 
tional. 

In his letter to Mr. Doe, Mr. Welles stated that delay 
in giving a final answer to Mr. Doe’s letter had been 


Doe, President, Southern Supply and Machinery Veaters’ Association; Edward P. Welles, President, 
The National Supply and Machinery Distributors’ Association; Dixon C. Williams, President, American Supply and Ma- 
chinery Manufacturers’ Association 


occasioned by the suggestion that Chicago be selected as 
the place of the convention. Because of the fact that the 
larger number of members of the National are located in 
the eastern section of the country, and the last two con- 
ventions had been held in locations which were, to these 
eastern members, in the West, it had been urgently re- 
quested that proper consideration be given to an east- 
ern point as the place for the 1929 convention. Under 
the circumstances, the official board felt it was advisable 
to put the matter to the entire membership, and they 
were asked to choose between Atlantic City and Chicago. 
The referendum, according to Mr. Welles, showed that 
members voting favored Atlantic City, two to one. 

Mr. Welles’ letter to Mr. Doe was as follows: 

“Since receiving your letter of October 15th, in which 
you advise of the desire of your executive committee that 
the conventions of the Southern, the American and the 








} Nye 


PRESSED STEEL 


PATENTS PENDING 
REG. U. S$. PATENT OFFICE 


This came in with a 
repeat order 


“We have given one of 
your hand trucks a two- 
year trial against several 
other makes and find the 
‘American’ truck gives 
the best real service by a 
mile. In fact there is no 
comparison. 

“And we do use it rough” 
—writes a mason’s supply 
company in Schenectady. 











BAG TRUCK 


UILT TO WEAR WitHout REPAIR 


Different, distinctive, unrivaled ... The 
only hand-truck of its kind in the world. . . 
Pressed from STEEL ... Engineered as 
carefully as a modern motor car chassis ... 
Offered equipped with the famous smooth- 
running Hyatt roller bearings ... ‘‘Ameri- 
cans’ are truly, so far superior to other 


hand-trucks that ‘‘There is no compari- 
son’... Here is an opportunity for you 
to turn a substantial part of your handling 
expense into net profits ... See the next 
page for special offer that allows you to 
try out an ‘‘American’’ on a money-back 
guarantee. 


The American Pulley Company, 4200 Wissahickon Ave., Philadelphia 














TRIAL OFFER 

Buy a sample 

**American.”’ 

Put it to work 

and watch it. If 

you are not sat- “Wood handles for comfort 
isfied — send it —Easily replaceable.” 
back. We will 

refund the pur- 

chase price. 


“Lock washers prevent 
loose bolts.” 


BOX TRUCK 


“Any part injured by accident 
easily replaceable.” 


“Pressed Steel — Light as 
wood and twice as good.” 


Dealers Like 


“Designed like a bridge truss : f ) 66 ° 9 
to distribute the scress.” Americans 
STEVEDORE TRUCK 
Because they “stay sold.” 


Because they are an ex- 
clusive line that only 
authorized **Amer- 
ican” dealers can offer. 


“Each part designed for 
its special purpose.” 


Because their distinctive- 
ness has made national 
advertising possible — 
created a universal ap- 
preciation of their su- 


“Easy running wheels.” perior quality. 
COTTCN TRUCK . 


“Saves maintenance.” 


Because their better ser- 
vice and longer life 
bring frequent repeat 
sales from satisfied 
customers. 

Because*‘Americans’ are 
standardized, dealers 
carry the complete line 
with a minimum oul- 
lay of money and floor 


RAILROAD TRUCK space. 


PATENTS PENDING 


Twelve Models Serve 
Practically Every Hand Truck Need 
pet pe your requirements, there are “Americans” 


specially suited to them. “Americans” that will do a better 


job, day in and day out. “Americans” that will stand the gaff 
because they are designed for each particular job. “Americans” 
that will handle easier because they are properly balanced for 
every different duty. 

What is your handling problem? An illustrated booklet describ- 
ing the “American” line will be sent on request. Write today. 
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National Associations should be held at the same time 
and place, the official board of our association has been 
giving this matter its serious consideration. 

“It is my desire to inform you that we sincerely appre- 
ciate the desire expressed by your executive committee 
and your willingness that the 1929 convention should be 
held in the North. 

“Our delay in giving you a final answer has been oc- 
casioned by the suggestion that Chicago be selected as the 
place of the convention. It so happens that a larger 
number of our members are located in the eastern sec- 
tion of the country, and, inasmuch as the last two con- 
ventions were held in cities which to them were in the 
West—Detroit and Nashville—it has been urgently re- 
quested that in selecting the place for our 1929 con- 
vention proper consideration be given an eastern point. 

“Under the circumstances our official board believed 
it advisable to place the matter before our entire mem- 
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bership for determination, and our members were asked 
to choose between Atlantic City and Chicago. The result 
of the referendum indicates that our members have voted 
two to one in favor of holding our next convention in 
Atlantic City. 

“Tt is, therefore, my desire, on behalf of our official 
board, to extend to your association a most cordial and 
hearty invitation to hold your convention in Atlantic City 
next May, and we earnestly trust that this will be agree- 
able to you.” 

Mr. Welles also wrote to Dixon C. Williams, president 
of the American Supply and Machinery Manufacturers’ 
Association, enclosing a carbon copy of the letter sent 
to Mr. Doe, and extending to the American Association 
a cordial invitation to hold its 1929 convention in Atlantic 
City at the same time as the National’s meeting next 
May, and expressing the hope that it would be possible 
for the American to accept the invitation. 


Pertinent Facts About Asbestos 


Though Used Early in History, Its Industrial Value Was Not Fully 
Recognized Until 1860 — Methods Used in Mining and Grading It 


What were the early uses of asbestos? 
interest in its industrial value first aroused? How is it 
mined and sorted? These questions are answered inter- 
estingly in the following statement by the Johns-Manville 
Corporation, New York, manufacturer of asbestos prod- 
ucts: 

“The ancieut Persians knew it as the wool of the sala- 
mander; the Carthaginians wove it into shrouds to pre- 
serve the ushes of their dead burned on the funeral pyre; 
the Romans used it for perpetual wicks in their oil lamps; 
and the kings of old China valued it in the form of rare 
tablecloths and napkins which, after a sumptuous feast, 
could be cleansed in the fire. 

“Asbestos, then, the gift of princes and the wonder 
of the common people, played from early times a small 
but spectacular role in the business and pleasure of many 
nations. Commercially it was utilized in but small 
quantities, due principally to the few localities where it 
was found in the Mediterranean and Near East coun- 
tries, which then comprised the entire civilized world. 
The Romans, we are told, mined their supply from the 
Italian Alps and called it amianthus, a Greek word mean- 
ing ‘unpollutable.’ 

MARCO POLO WAS SHOWN ASBESTOS CLOTH 

“And it is interesting to recall that in the thirteenth 
century, Marco Polo, while traveling in Siberia, was 
shown a variety of asbestos cloth made in that region. 

“But in the Middle Ages it was rarely referred to, and 
it is not until 1760 that we find the first factory estab- 
lished for its manufacture. About 1860 interest in its 
industrial value was aroused in Europe, and the first 
modern attempts were made by a London syndicate 
to exploit asbestos deposits. 

“Ten years later asbestos emerged from its long sleep 
of centuries. It took its place as one of the most im- 
portant minerals of the world. Factories were started 
and mines were begun where it was discovered that 
asbestos lay in large deposits. The mines of the Johns- 
Manville Corporation in Quebee and in Arizona are the 
chief of these. 


When was 


“In the mining of asbestos, blasting is used, and huge 
rock handling machinery is needed, for sometimes fifty 
tons of rock must be torn away from its bed of ages and 
smashed into tiny bits before a ton of asbestos is found. 
Often the whole side of a hill is blown off in one gigantic 
explosion. Men go into the pit so made and find there 
the long fibre asbestos sticking to the broken rock. This 
they dislodge with small picks and set aside for No. 1 
grade. It is taken to be cleaned and sorted. 

“The rock torn away and partially broken by the blast 
is then carted to the mils. There it is crushed and 
dried. When dry, it is shaken and sucked with air 
suction machines until all the light, silky strands of 
asbestos are drawn away from the rock. These are 
sorted carefully, with intricate machinery made espe- 
cially for the purpose, into various grades, each with its 
ultimate destination of mill board, shingles, cement, etc. 
The longer, handpicked No. 1 will be used in the making 
of asbestos textiles. 

A GREAT MANY MANUFACTURING PROCESSES USED 

“In the making of what are broadly termed textiles, 
that is, asbestos yarn, cloth, brake linings, packings, cer- 
tain types of insulations and clothing, the process is to 
card and spin and weave this mysterious mineral asbestos 
which has been entombed in its dark rock for so many 
millions of years, much as if it were the cotton of a sunny 
season’s growth. 

“‘Another process is to use enormous hydraulic pres- 
sure, sometimes with, sometimes without heat, to form 
asbestos and a binding material into timeproof, fireproof, 
wearproof products. Among ‘hese are the rigid asbestos 
shingle, brake blocks, and t ansite. 

“The processes are almos. as numerous as the products, 
the products almost as numerous as the needs for them. 
In fact, if it could be called creating a need, asbestos 
products have done that for themselves. For there are 
now many industrial methods dependent on asbestos 
products, for working with steam and heat and chemicals, 
which did not and could not exist before the development 
of those products.” 
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L. G. Isaacson 


L. G. Isaacson, president, L. G. Isaacson Company, 
Inc., Aberdeen, Wash., distributor of mill and logging 
supplies and heavy hardware, recently spent some time 
in the Central West in quest of specialized lines for his 
house to handle in selling equipment to the pulp and 
paper production industries. Mr. Isaacson, who spent 
his youth in Elgin and St. Charles, Ill., called on manu- 
facturers of a number of such lines while in the Central 
West. 

The Washington and Oregon coasts are due for marked 
activity in the direction of pulp and paper production, 
in the opinion of Mr. Isaacson, following large scale de- 
velopments in the Grays Harbor section of Washington, 
and the establishment, during the last year and a half, of 


new mills in Shelton, Port Townsend and Port Angeles, 


Wash. Asa result, a new field for operations is opening 
for supply houses, where there will be demand not only 
for many of the lines now carried in stock by such 
houses, but for numerous items used particularly in the 
pulp and paper industries. 

At Hoquiam, Wash., which is in the Grays Harbor 
district, and “next door neighbor” to Aberdeen, a new 
pulp production plant, The Grays Harbor Pulp Co., has 
been established by the Zellerbach interests in combina- 





eS oe 
Towing a Raft of Logs Down the Hoquiam River. At 
the Extreme Left Is a Saw Mill Refuse Burner 


tion with local capital—that of the Polson Logging Co. 
The new organization has built, and is operating, a large, 
modern plant for the manufacture of pulp, and Mr. 
Isaacson understands that about $2,000,000 has been in- 
vested in the plant itself, and $1,000,000 in the develop- 
ment of a private water system. As soon as the pulp 
mill was under way, the Hammermill paper people started 
building a paper mill right next to the pulp mill, and 
will produce a high grade paper. 


Pulp and Paper Mills 
Provide New 


Market 


L.G. Isaacson, Aberdeen, Wash., Distrib- 
utor, Predicts Boom in These Fields 
on Washington and Oregon Coasts, 
with Resulting Opportunities for In- 
creased Sales by Mill Supply Houses 


The development of pulp production activities in the 
regions affected will be of great benefit to the saw mills 
of those sections, according to Mr. Isaacson, for the pulp 
mills use much of the sawmill waste. As a striking ex- 
ample of the effect of the use of this waste, Mr. Isaacson 
cites the following illustration: It formerly cost one 
saw mill in Aberdeen $40 a day to get rid of its waste 
material. Now the pulp mill in Hoquiam pays this same 
saw mill an amount for waste material that provides 
the latter with a substantial profit, and, in addition, 











Employes 
Resting for a Moment From Their Work of Loading 
“Big Ones” on Railway Cars 


takes care of the transportation of the waste from the 
lumber mill to the pulp mill. 

Mr. Isaacson believes that manufacturers throughout 
the country using pulp must eventually look to the Pa- 
cific Coast for much of their supply of that material, and 
that more pulp and paper producers will establish plants 
on the Pacific Coast when the supply of materials in 
their present localities is exhausted. The waste from the 
saw mills on the Washington and Oregon coasts is of 
such quality that it is said to produce a high quality 
of pulp. 

In speaking of the Washington and Oregon coasts as 
likely to become a center of pulp and paper production 
activities, Mr. Isaacson referred particularly to those 
sections bordering on harbors and other inlets from the 
Pacific ocean. The sections close to these ports naturally 
have an advantage because of the facilities for shipping 
by water to eastern sections of the United States and 
to foreign countries, with consequent lower freight rates. 

The Aberdeen distributor was asked why the new pulp 
producer in Hoquai was forced to provide its own 





———e 


64 


HULL, GUPPLIES 





February, 1929 








leaves ne to chance 


| building Strong steam specialties, our 
effort is first to produce steam appliances 
that function constantly at highest efficiency, 
and with greatest economy; and then to sell 
them on a basis of inherent value rather 
than on price. It is only on this principle 


We guarantee our specialties against any 
defects in workmanship or material; we also 
guarantee them to give satisfaction and will 
take back and refund the price paid plus 
freight for any device not satisfactory, any 
time within 90 days from date of purchase. 


STRONG STRAIN 


that our broad guarantee is possible. 





Among Strong 
steam specialties 
are Strong Steam 
Traps, Radiator 
Traps, Vacuum 
Traps, Pump Gov- 
ernors, Reducing 
Valves, Separa- 
tors, Non-Return 
Valves 


MANUFACTURERS OF STEAM SPECIALTIES , 


We make prompt deliveries. 
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water supply, and explained that the city of Hoquiam is 
unable to supply the plant with the enormous amount of 
water it requires. To supply its own water, the pulp 
producing organization built eight miles of wooden pipe 
from the head waters of the Hoquiam river, in the 
mountains, to its plant. Part of this pipe is tunneled. 

The cities of Hoquiam, Aberdeen and Cosmopolis are 
located side by side, the three together extending from 
the north side of Grays Harbor, around the head of the 
harbor to the south side. There has been considerable 
agitation in favor of uniting the three into one munici- 
pality under the name of Grays Harbor, but the pro- 
posed consolidation has been blocked thus far by factors 
opposed to the move. Had the three cities been united 
at the time The Grays Harbor Pulp Co. established its 
plant, that company would not have found it necessary 
to pipe its water from the head waters of the Hoquiam 
river. The city of Aberdeen had recently gone to heavy 
expense to increase its water supply for the purpose of 
aiding in the development of a certain industry in that 
city which failed to materialize. It could have supplied 
the necessary water to the pulp producer were it not 
for the fact that corporate limits prevented this action. 
In case the three cities are united in the future, this 
water supply will be available for other industries lo- 
cating in the municipality. 

PULP MILLS USE MANY STOCK ITEMS 

Heretofore the principal customers of mill supply 
houses in the Grays Harbor district have been saw mills, 
although, of course, there are numerous other small 
plants whose requirements for industrial equipment and 
supplies must be filled. There are eight saw mills in 
Aberdeen, and six in Hoquiam. The pulp mills now are 
using considerable quantities of valves, fittings, pipe, 
welding machines, files, wrenches and portable electric 
tools. The L. G. Isaacson Company, Inc., is enlarging 
its stock of pipe and fittings, to take care of the increased 
demand for these items. Another item which is used 
in considerable quantity by pulp producers is the pipe 
bending machine, as much of the pipe used by this in- 
dustry, in ammonia tanks, etc., must be bent for proper 
use. In addition, there are numerous other items used 
in the pulp and paper mills which the supply house will 
have to carry if it is to secure all possible business from 
this source. 

The territory covered by L. G. Isaacson Company, Inc., 
extends northward from Aberdeen 100 miles, southward 
20 miles and eastward about 140 miles. The company 
does much of its business with the lumber camps, selling 
to them considerable quantities of wire rope, transmis- 
sion equipment and heavy logging blocks. 

Mr. Isaacson is another distributor who prefers to 
pick his salesmen from among young, untried men, with 
no previous experience in the mill supply business, rather 
than veterans secured from other companies. When 
he takes on a new man, Mr. Isaacson allows him time 
to become familiar with the stock, gives him some in- 
struction and then sends him out to try his mettle. 
After a certain period of time, the young salesman is 
brought in for a week, and during that period his sell- 
ing methods are discussed, his attention called to errors 
he has made, and he receives more general instruction 
on selling the company’s lines. The company’s salesmen 
travel by automobile, and are generally in the office in the 
morning before starting out on their day’s calls. 


COMPANY HAS PERPETUAL INVENTORY SYSTEM 


The company keeps a perpetual inventory on all but 
a few items, according to Mr. Isaacson, and, believing 


there is no reason why absolutely every item in stock 
should not be recorded in the perpetual system, these few 
items will be so recorded in the near future, he states. 
Receipts of items are naturally recorded as when re- 
ceived, while daily records of sales are made by posting 
on the perpetual inventory cards from the sales slips. 
The perpetual inventory system has been a great aid 
to the company both in its buying and selling activities. 

The L. G. Isaacson Company, Inc., is located at Newell 
and Wishkah streets, in Aberdeen. Mr. Isaacson is presi- 
dent, treasurer and manager of the company, and F. S. 
Slover and he do most of the buying. John H. Wilson is 
vice-president, and William C. Wilson is secretary. The 
company was established in 1911. 





MITCHELL IN REALTY FIELD 


Retiring Secretary of the American Association to 
Devote All His Time to That Work 
F. D. Mitchell, who recently retired as_ secretary- 
treasurer of the American Supply and Machinery Manu- 
' i 


facturers’ Associa- 
tion, has been de- 
veloping real estate 
interests in New 
York City, in line 
with an often ex- 
pressed desire to re- 
tire from his posi- 
tion with the Amer- 
ican, and, with the 
conclusion of his as- 
sociation work and 
the removal of the 
association’s head- 
quarters to Pitts- 
burgh, he will now 
devote all of his 
time to his realty in- 
terests. 

Mr. Mitchell’s re- 
tirement from the 
secretary -treasurer- 
ship of the Amer- 
ican follows some twenty-five years of professional secre- 
tarial work for associations. For twenty-five years he 
officiated for the American Hardware Manufacturers 
Association, and also served the Automobile Body Build- 
ers’ Association, as well as several organizations of 
smaller membership. 








F. D. MITCHELL 


Mr. Mitchell has built up a large acquaintance in many 
lines of business, and he retires from association work 
with a host of friends and well wishers. 





Chandler & Farquhar Associates 

The Chandler & Farquhar Associates, affiliated with 
the Chandler & Farquhar Co., Boston, held their annual 
meeting Tuesday evening, January 15th, in the Elks 
Hotel, Boston. The business meeting of the organization 
was held following a fine dinner. Clifford W. Rhoades, 
who retired as president, presided during the business 
session. Officers elected for 1929 are: W. F. Parsons, 
president; J. Montcrieff, vice-president; Miss M. Don- 
ovan, recording secretary; Miss V. Cole, financial secre- 
tary; F. H. Jones, treasurer. Short talks were made by 
F. Alexander Chandler, Walter E. Currier, Miss K. L. 
Clarke, Walter A. Dow and W. F. Parsons. 
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No. 142—’ 
Heavy Duty 
Price $40.00 


No. 121—4" 
Standard Duty 


No. 122—%" 
Heavy Duty 
Price $60.00 


No. 342—%” 
Heavy Duty 
Price $78.00 


Price $54.00 6 












No. 556— 
Bench 
Grinder 
Price $46.00 


STANLEY TOOLS 


jecting parts and makes drill both rigid and strong. 





WLLL QUPPLUES 


High Speed 








ERE is a real talking point with which to sell Stan- 
ley Drills—you can run a Stanley Drill all day at 
full rated capacity with only an 8° rise in temperature. 


There are many other good features of Stanley Drills. 2 
Exceptionally powerful motor gives more than adequate 
reserve power. Simple, compact design eliminates pro- 


Our advertising is paving the way for you to sell Stan- ' 
ley Drills. Send for Catalog No. $59g, describing the " 
complete line of Stanley Electric Tools. 





The Stanley Rule and Level Plant, New Britain, Conn. 
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A. P. Johnston 


Issuance of a new catalogue, which includes all of the 
company’s machinery and mill supply lines, marks what 
might be termed the completion of the machinery and 
mill supply department of The Southern Supply Co., 
Dallas, Texas. 

Organized in 1909, under the name of The Southern 
Implement Supply Company, its principal lines consist- 
ing of implement supplies and farm hardware, the com- 
pany gradually added to its lines, first taking on heavy 
hardware and blacksmiths’ supplies, then, in a small way, 
machinery and shop equipment and supplies. The com- 
pany commenced handling machinery and supplies about 
five years ago. As the volume grew steadily, it was de- 
cided to take on the additional lines necessary to give it a 
practically complete stock of machinery and allied lines 
of industrial equipment and supplies. 

In January, 1928, the company’s name was changed 
from The Southern Implement Supply Company to The 
Southern Supply Co. While implement supplies still 
form an important part of the firm’s business, the 
greater part of the volume is now obtained in shelf and 
heavy hardware, machinery and mill supplies, so it was 
felt the new name was more appropriate than the old. 

COMPANY CARRIES VERY GENERAL LINE 

“We do not feel we are just a mill supply house,” 
stated A. P. Johnston, president of the company, “but 
we do carry a general supply line, consisting of shelf and 
heavy hardware, blacksmiths’ supplies, machinery, mill, 
contractors’ and railroad supplies.” 

Mr. Johnston went to Dallas to establish The Southern 
Implement Supply Company in 1909. He had had eleven 
years’ experience in the implement business, and into his 
new venture he threw all his energy. His burden was 
especially responsible because of his anxiety to make 
good for the three men who had placed their faith and 
some cash with him—Paul E. Herschel, R. Herschel 
Manufacturing Company, Peoria, Ill., who became presi- 
dent of the company; Edward O. Faeth, Stowe Supply 
Company, Kansas City, Mo., who became vice-president, 
and O. B. Thorp, Crescent Forge & Shovel Company, 
Havana, Ill., who became treasurer. When Mr. Thorp 
died, W. E. McFarland, also of the Crescent Forge & 
Shovel Company, succeeded him in the office of treas- 
urer. At that time, Mr. Johnston, who had been serving 
as general manager of the company, became the fourth 
partner, each of the four partners investing an equal 
amount in the business. 
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Texas House Completes 


Mill Supply 


Lines 


Issuance of New Catalogue Marks the 
Completion of the Transition of The 
Southern Supply Co., Dallas, Texas, from 
an Implement Supply and Farm Hard- 
ware Firm to a General Supply House 


The first year of the company’s existence was marked 
by one of the worst droughts Texas has ever had, but 
Mr. Johnston had rented space in a warehouse, and The 
Southern Implement Supply Company went after busi- 
ness. The first thing Mr. Johnston did was to send a 
letter to all dealers that he could locate in Texas, an- 
nouncing there was a new firm which could supply them 
with certain lines, and offering to send a catalogue to 
anyone desiring it. 

It is interesting to note that a number of the firms 
which replied to that first letter are still customers of 
the company. There is also a somewhat humorous inci- 
dent connected with the issuance of this letter. One man 
replied to it seven years after it had been sent to him, 
and requested a catalogue. Incidentally, he soon placed 
his initial order, and is still on the books of the com- 


pany. = MANAGER WAS A “JACK-OF-ALL-TRADES” 


During the first year one salesman was employed to 
cover the entire state of Texas. Mr. Johnston received 

















the orders, acknowledged them, filled them and carried 
shipments to the railroad, very often on his back. Dur- 
ing this first year the company did a volume of business 
amounting to $36,000, with returns failing to cover ex- 
penses. Business began to pick up at the beginning of 
the second year, however, and another salesman was 
added to the force, the two road men dividing the state 
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The Business End 
of a Morse Drill 


(Pn, 





can understand. 


Morse trade mark. 


HE engineerin skill 
that goes into the 
design and manufacture 
of the point of a Morse 
Drill is something, that 
only an expert machinist 


The business end of this 
famous tool that appeals 
to the dealer is the 
steady, enthusiastic de- 
mand for drills with the 











The Morse Line 


includes : 


ARBORS 
CHUCKS 
COUNTERBORES 
DRILLS 
REAMERS 
MANDRELS 
TAPER PINS 
SCREW PLATES 
SOCKETS 
SLEEVES 

TAPS AND DIES 
CUTTERS 
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of Texas between them. The sales force and territory 
of the company gradually expanded, and for a time the 
firm had a representative traveling in Mexico. While 
the company no longer has a representative in Mexico, 
it still does a great deal of business there. 

The war was a boon to The Southern Implement & 
Supply Company, not only because the demand for food- 
stuffs gave great impetus to agriculture, but, because of 
the tied-up situation of the railroads, due to troop move- 
ments, many Texas dealers, who had been ordering from 
points far distant, came to realize the value of buying 
close at home. 

The Southern Supply Co. now occupies the entire build- 
ing in which its forerunner, the Southern Implement 
Supply Company, originally rented only a small space 





GEORGE C. BLACK 


on one floor as an office and warehouse. Where it orig- 
inally had one salesman, it now has sixteen. Where its 
territory originally consisted of Texas, it now includes 
parts of the neighboring states—Louisiana, Arkansas, 
Oklahoma and New Mexico—with some business coming 
from old Mexico. It requires a good sales force to cover 
this great territory thoroughly, but the salesmen of this 
company are thoroughly imbued with the idea of serving 
their customers, with complete knowledge of their re- 
quirements. The company today has a capitalization 
of $150,000 and a surplus of $108,000, while the average 
value of the stock carried is $175,000. 

Mr. Johnston became president of The Southern Sup- 
ply Co. following the death of Mr. Herschel last Septem- 
ber. Mr. Faeth is still one of the vice-presidents, how- 
ever, and Mr. McFarland continues as treasurer. Paul 
E. Herschel, Jr., is another vice-president, and O. F. 
Becker is secretary. George C. Black is assistant gen- 
eral manager and has charge of the machinery and mill 
supply department, while C. T. Barron is credit manager 
and C. V. Shadiz is sales manager. 

“At the present time we are handling all our lines with 
one corps of salesmen,” states Mr. Johnston. ‘The busi- 
ness is departmentalized only in the office. We do not 
at this time contemplate putting on any specialty sales- 
men, but if we find out later that this is necessary, we 
will doubtless put them on. 

“We had planned to mail our catalogue in December, 
but delays have occurred, and it will probably be early 
in February before the book is ready for mailing. This 
book contains all our new machinery and mill supply 
lines, and after it is mailed we will not be interested in 








taking on many new items. This, of course, is not abso- 
lutely final, for if a line of unusual merit should appear, 
we naturally would consider taking it on, as our sixteen 
salesmen carry loose leaf catalogues, and new lines can 
be inserted very easily. We are at present disposed to 
mark time on the addition of new lines, however.” 


SALES CORPORATIONS FORMED 


Two New Organizations Established to Market Alex- 
ander Milburn Company Products 

The Milburn Sales Corporation and the Milburn Paint 
Spray Corporation were incorporated on December 31st, 
1928, under the laws of Maryland, to carry on the sale 
of products manufactured by The Alexander Milburn 
Company, Baltimore. The latter company was founded 
in Baltimore more than twenty-five years ago by Alex- 
ander F. Jenkins. It manufactures welding and cutting 
apparatus, gas regulators, gas generators, portable lights, 
paint spray guns and guns for greasing purposes, to- 
gether with other specialties. 

The Milburn Sales Corporation takes over the selling 
of all equipment manufactured by The Alexander Mil- 
burn Company except paint spray equipment and air 
guns for greasing purposes. The sale of these items is 
being taken over exclusively by the Milburn Paint Spray 
Corporation. 

Officers of the Milburn Sales Corporation are: Alex- 
ander F. Jenkins, president and treasurer; Edward P. 
Soyer, vice-president, and Louis J. Herzog, secretary. 
These three officers, and J. Kemp Bartlett, R. Jenkins, 
M. Wunder and Clarence H. Hildreth constitute the 
board of directors. Officers of the Milburn Spray Paint 
Corporation are: Alexander F. Jenkins, president and 
treasurer; Edward P. Boyer, vice-president, and Robert 
M. Zimmermann, secretary. The officers, and Messrs. 
Bartlett. R. Jenkins, Hildreth and Wunder make up the 
board of directors. 

According to Alexander F. Jenkins, who is also presi- 
dent and treasurer of The Alexander Milburn Company, 
the two new sales corporations have been incorporated 
to extend the selling of The Alexander Milburn Com- 
pany’s products, thus leaving the parent company greater 
scope to manufacture and develop its specialties. Mr. 
Jenkins states that during the last few months The Alex- 
ander Milburn Company has increased its plant and 
equipment, and is steadily carrying out-a programme of 
expansion. 
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YEAR’S PUBLICITY CAMPAIGN 


Economic Necessity of Distributor Stressed in 1929 
Programme of Republic Rubber Co. 

The Republic Rubber Company, Youngstown, Ohio, has 
issued a broadside describing its advertising campaign 
in business magazines for the year 1929. The campaign 
runs for a year, advertisements appearing in fifteen pub- 
lications, and reaching ten major industries. According 
to R. M. Gattshall, advertising manager of the company, 
the campaign consists of 180 advertisements, and in 132 
the economic necessity of the supply distributor is 
stressed. 

The company is also issuing each month to a list of 
approximately 50,000 consumer prospects, cards which 
stress the value and importance of the supply house, and 
the advisability of consumers patronizing it. These cards, 
a different one of which is issued each month, are issued 
without expense to the company’s distributors, and con- 
tain the name of the supply house in the territory in 
which the prospect receiving the card is located. 
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We are making every effort 
to convert the consumer to 
the truth that he can pur- 
chase economically and with 
better service from the 


Local Jobber 
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A Special Proposition 
to Mill Supply Houses! 






Mr. Mill Supply Distributor Dustpruf 

We are living in an age of safety—when industrial Respirator 
plants, large and small, are considering the health and 
Popular type, af 
. : fording real safety 
Safety equipment of all kinds is being widely adopted from fine dust and 
paint spraying 


welfare of workers—a good, sound business policy 


This is a field affording excellent yearly sales and profits 
for you 

While Pulmosan is headquarters for all types of safety 
equipment, we especially recommend the handling of 
respirators for which there is an unusually live, active 
market today—due to the enormous increase in dusty 
occupations, paint and lacquer spray work. 

\s an aid to progressive distributors, interested in the 





potential sales possibilities in their territories, we will 
ship, without charge, one respirator for demonstration 
purposes, together with descriptive literature. 

A thorough investigation will be decidedly well worth 
the effort! Mail coupon today! Chemica! 
Cartridge 
\ P | S f E : C Respirator 

\. Fulmosan Safety Equipment Corp. 


For protection 
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Dealer Help Service 
“Mill Supplies”’ 
Offers the Field 


Reprints Will Help You Sell Consum- 
ers in Your Territory on the Economic 
Importance of the Supply House 


Although one month of 1929 has passed into history, 
it is still early enough to consider the year’s work as 
a whole and plan definitely for it. The average man in 


out fearing there will be tedious repetition. In fact, 
the use of all or a number of the different reprints is un- 
doubtedly very effective. 











business realizes that definite objectives selected in ad- 
vance, and definite programmes established for future 
efforts are, as a general rule, much more effective than 
haphazard, hit-or-miss efforts. Therefore, with this 
thought in mind, it is well for the head of each mill sup- 
ply house in the country to determine, among other 
things, whether he is doing all he can do and should do 
along one important line—that of selling consumers of 
mill, mine, power and allied lines of supplies, machinery 
and tools, on the value of filling their wants through 
the medium of the supply house. 

MILL SUPPLIES is naturally vitally interested in the 
success of the mill supply distributor. It has always 
been a duty and a pleasure to aid in every way possible. 
Therefore, realizing the necessity for the distributor 
doing all he can to convince consumers of the advisability 
of buying through the supply house, it set about to dis- 
cover and develop a definite method for aiding the dis- 
tributor in this very necessary activity. 

The result of this thought was the creation of its 
dealer help service, which was offered to distributors last 
August for the first time. Under this plan, there is 
prepared in the office of MILL SUPPLIES each month, and 
published in the ensuing issue of the magazine, an ad- 
vertisement setting forth the value of the supply house 
to the industries of the community, and the advantages 
accruing to consumers from using the service offered by 
the supply house. These advertisements are then sup- 
plied as reprints at cost to distributors requesting them, 
with the name and address of the distributor printed 
thereon, for distribution to their customers and pros- 
pective customers. Cost includes only the actual print- 
ing, paper and shipping charges. 

Each of these advertisements is an entity in itself. 
It depends in no way on advertisements that have pre- 
ceded it, so the distributor may send reprints of any 
advertisement without using any explanation or intro- 
duction, with full confidence that they will be thoroughly 
understood by recipients. On the other hand, each ad- 
vertisement is prepared in such form that the distrib- 
utor can send one of each kind to the same people with- 


That the value of this service is appreciated is at- 
tested by the list of representative distributors who 
have used it. Some houses have used reprints of every 
advertisement published to date, and one distributor has 
recently sent in orders for the series as they will appear. 

HOUSES WHICH HAVE USED REPRINTS 

Following is a list of houses which have used the 
dealer help service to date: 

Industrial Supply Co., Terre Haute, Ind. 

Hyman Supply Co., Wilmington, N. C. 

National Mill Supply Co., Fort Wayne, Ind. 

The Strong, Carlisle & Hammond Co., Cleveland. 

E. D. Morton & Company, Inc., Louisville. 

The Brierly-Lombard Company, Worcester, Mass. 

The C. S. Mersick & Company, New Haven, Conn. 

Evansville Supply Company, Evansville, Ind. 

Franklin Hardware Co., New York. 

Charles H. Besly and Company, Chicago. 

M. B. Crawford & Son, Oswego, N. Y. 

Keystone Pipe & Supply Co., Butler, Pa. 

Smith-Courtney Co., Richmond, Va. 

Nashville Machine & Supply Co., Nashville, Tenn. 

Penn General Supply Company, Pittsburgh. 

The Queen City Supply Co., Cincinnati. 

William S. Roe, Inc., Newark, N. J. 

The Scallan Supply Co., Cincinnati. 

The Western Iron Stores Co., Milwaukee. 

Great Lakes Supply Co., Chicago. 

Turner Supply Company, Mobile, Ala. 

The Ross-Willoughby Company, Springfield, Ohio. 

E. S. Stacy Supply Company, Springfield, Mass. 

Chase, Parker & Company, Inc., Boston. 

Phillip Gross Hardware & Supply Co., Milwaukee. 

Woodbury & Wheeler Co., Inc., Portland, Ore. 

James McGraw, Inc., Richmond, Va. 

Osborn Machinery Company, Inc., Clarksburg, W. Va. 

The Gastonia Mill Supply Co., Gastonia, N. C. 

Kemp Machinery Co., Baltimore. 

J. L. Purcell, Inc., Hartford, Conn. 

The cost of 500 reprints, f.o.b. Chicago, is $8.20; 750 
reprints, $10; 1,000 reprints, $11.45; 1,500 reprints, 
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The SWACO CAR MOVER 




















A Mill Supply Line 


with 


A Worthwhile Profit 


that 


Sells Itself Because Its 
Advantages are 


Apparent 





| An Open Letter to Distributors 


The SWACO Car Mover is a 
patented tool that should appeal 
to every distributor of mill 
supplies because of its sales 
possibilities. 

It never slips because it grips 
the soft flange of the rail. 
SWACO Spurs bite into the 
sides of the rail with a grip that 
does not give under the heaviest 
load. 
the market today are so con- 


All other car movers on 


structed that the spurs engage 

the top of the rail which is a 

hard crystallized surface. 
Another exclusive feature of 








the SWACO Car Mover that 
appeals to the user is the 
‘3 - Position Handle.” This 
makes it possible to operate the 
Mover parallel with the rail, or 
on either side away from the 
track—eliminating the neces- 
sity of climbing underneath 
or between cars which is com- 
mon with all other car movers. 

The mechanical construction 
of the SWACO Car Mover 
makes it easy for one man to 
move cars loaded to the maxi- 
mum capacity. 

The resale price of the 


3-Position 


Handle 


Operates: 


Parallel with Rail 
Left of Rail 
Right of Rail 


SWACO will be maintained 
and distribution is through 
regular trade channels. Our 
sales plan protects the distrib- 
utor and makes the SWACO 
a worth while supply house 
item. 

We ask the cooperation of 
Distributors in marketing this 
industrial necessity. Write us 
for further information. 


SAFETY WRENCH & 


APPLIANCE COMPANY 
SPRINGFIELD - MASS. 
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$14.60; 2,000 reprints, $20.85. All are printed in two 
colors, red and black, on india tint coated stock. The 
smallest order accepted is for 500 reprints. The service 
is open to all distributors of mill supplies and allied 
lines. Furthermore, those dealers wishing to use the 
copy contained in these various advertisements in any 
of their other publicity work, such as newspaper adver- 
tising, are welcome to do so, without charge. 

The mill supply distributor is confronted with direct 
selling and other forms of competition. There is no 
doubt the supply house has a definite, well established 
place in the scheme of distribution; that it renders a 
distinct and valuable service, and that the industrial 
plants of a community are dependent upon it, whether 
or not they realize the fact. There are plenty of con- 
vincing arguments in favor of buying through the supply 
house, but the trouble is that many distributors are 
not presenting them as effectively as they could. 


The best way to meet the propaganda of other forms 
of competition is to take the offensive. Get out in a 
definite, effective way to sell your customers and pros- 
pective customers on your value to them. 

Every distributor who is meeting the competition of 
other forms of distribution—and what one isn’t—should 
plan to meet the situation face to face. There are dif- 
ferent ways of doing this, and one of the most effective 
is through use of the dealer helps offered by MILL Sup- 
PLIES. All these advertisements are held in type, but it 
is advisable to send in orders for them as'promptly as 
possible. It will be of interest to you to know that re- 
prints carry no mark indicating their origin. In other 
words, MILL SUPPLIES is not seeking publicity through 
them, but is simply offering what is considered effective 
service. There are hundreds of supply houses that could 
profitably use this less than cost service, and your ac- 
ceptance of it is looked forward to with confidence. 





Progress in Simplification 


Department of Commerce Report Reviews Last Quarter of 1928 


That the individual is taking a greater interest in the 
work of the United States Department of Commerce in 
assisting American industry to eliminate waste, through 
simplification and standardization, is evidenced in a re- 
port just made public by the department, reviewing the 
progress of this group for the fourth quarter of 1928. 

According to this report, the number of acceptances 
for simplified practice recommendations increased dur- 
ing the quarter from 12,342 to 14,190. During the cal- 
endar year 1928 the total number of acceptances in- 
creased from 8,546 to 14,190. During 1928 industry 
developed 22 new simplifications, under the auspices of 
the department. There are more than 100 effected sim- 
plified practice recommendations. 

After a proposed simplification is approved at a general 
conference of interested manufacturers, distributors and 
users, it is then sent to the industry for signed accep- 
tance. When the division of simplified practice has re- 
ceived signed acceptance pledges from at least 80 percent 
of the industry, by volume of annual output, the recom- 
mendation is then endorsed and published by the depart- 
ment of commerce. These recommendations are sub- 
jected to periodical review or audit, which not only gives 
the industry concerned an opportunity to determine the 
support given its programme, but also the opportunity 
to revise or modify it, if changes in the industry so 
warrant. 

MANY RECOMMENDATIONS ARE ENDORSED 

Of the more than 100 developed simplified practice rec- 
ommendations, 89 have received sufficient endorsement 
from industry to warrant the department publishing 
them, of which number 84 are already in print. 

During the last quarter of 1928, industry asked for 
the co-operative services in the consideration of 18 new 
proposed simplified programmes. During this same pe- 
riod ten preliminary conferences were held under the 
auspices of the division of simplified practice for the pur- 
pose of considering proposed simplified programmes. 
Four general conferences in the same quarter gave in- 
formal approval to four simplified practice recommenda- 
tions. 

Spread over the twelve months of 1928, industries that 


had adopted simplified practice recommendations re- 
viewed 24 of these programmes to ascertain the average 
degree of adherence or support that each received, which 
was 87.03 percent. 

“A material factor contributing to the success of sim- 
plified practice during 1928 has been the splendid co- 
operation given the work by both the daily press and the 
trade papers,” said Ray M. Hudson, assistant director 
for commercial standards, bureau of standards. 

PROGRESS IN OTHER WORK 

In addition to covering the progress made during the 
last quarter of 1928 in the field of simplified practice, 
Mr. Hudson’s report to the director of the bureau of 
standards also included the work being done by the 
American marine standards committee, the commercial 
standards unit, and the division of specifications. 

The American marine standards committee has pro- 
mulgated 87 standards to date. 

The commercial standards unit is the newest addition 
to the bureau of standards, having been formed in the 
Fall of 1927. To date industry has approved 12 com- 
mercial standards, of which number six have been ac- 
cepted by industry. Before a commercial standard is 
published by the department of commerce, the standard 
must be accepted in writing by at least 65 percent of 
the industry by volume of annual output. 

One of the big projects undertaken by the division of 
specifications is the promulgation of lists of manufac- 
turers willing to certify to the purchaser that the goods 
produced by the manufacturer are in conformity with 
the developed commercial standard for that commodity, 
or a government master specification. To date more than 
2,000 separate manufacturing firms have expressed their 
desire to be placed on these lists, which cover 248 com- 
modities. 

The ever-increasing interest that the individual is 
taking in the department’s elimination of waste pro- 
xyramme is best shown by the fact that during the last 
quarter of the year, 95 representative business men and 
women visited the division of simplified practice for 
first-hand information concerning the work. Of this 
number, five were from foreign countries. 
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PACKINGS 


‘So/d for Resale Only” 


Prices and Samples 
sent upon request 


Note: We will Label, Pack and Ship 
ail ‘“‘Linear’’ Packings 
Under Your own Brand Name if desired 
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American Association Inaugurates 
a New Programme 


First of Sectional Meetings Held in New York, New Bulletin 
Issued, Group Organization Planned 


With the installation of R. Kennedy Hanson as secre- 
tary of the American Supply and Machinery Manufac- 
turers’ Association, and removal of the association’s 
headquarters from New York to 717 Clark building, 
Pittsburgh, announcement has been made of some of the 
plans of the association, which include division of the 
membership into groups according to lines produced, 
issuance of a monthly bulletin, to be mailed on the 
twenty-first of each month, and plans for a series of 
meetings of the new secretary with members in several 
cities where the organization has a large membership. 
In fact, the first of these meetings has already been held, 
and the first issue of the “Official Bulletin’ has been 
mailed. 

The first group meeting was held at the Hardware 
club, New York, January 23rd, with a good representa- 
tion of members. This meeting was called to discuss 
the possibility of a triple convention next Spring, the 
type of activities in which the association should indulge, 
and to give New York members an opportunity to meet 
Mr. Hanson. 

MANUFACTURERS STUDYING PROBLEMS OF DISTRIBUTION 

“From the opinions expressed at this meeting, it is 
very evident that the American Supply and Machinery 
Manufacturers’ Association will adopt a definite pro- 
gramme and policy, and endeavor to carry it out to a 
satisfactory conclusion,” stated Secretary Hanson. 

“The association believes it is high time that the prob- 
lems facing the manufacturer and distributor should be 
known to both groups, that the manufacturers are deeply 
interested in the future of the latter’s business, and are 
therefore studying the problems of distribution, so that 
the distributor, who is really part and parcel of the 
manufacturing organization, can be given every assist- 
ance in selling manufacturers’ products. 

“It is a known fact that the fate of the distributor lies 
in his own hands, and that with a proper selling organ- 
ization and whole hearted co-operation on the part of the 
manufacturer, the aggressive distributor will continue to 
function and will make a reasonable profit for himself 
and his source of supply.” 

WILL CO-OPERATE WITH EXISTING ASSOCIATIONS 

Secretary Hanson stated very definitely that his office 
will co-operate with all existing trade associations en- 
gaged in the many branches of the industry, such as 
the Power Transmission Association, The National Sup- 
ply and Machinery Distributors’ Association, Southern 
Supply and Machinery Dealers’ Association, The Valve 
and Fittings Institute and others. 

The secretary discussed with New York members the 
advisability of attacking the problems of the manufac- 
turers by groups, and this idea met with hearty approval. 
It is understood that a complete plan will be prepared 
for presentation to the members as a whole at the next 
convention. 


Some time was also spent in the discussion of a pro- 


posed advertising campaign by the association, which 
will probably be launched in the near future. 

A similar meeting to the New York session was to be 
held in Chicago, January 28th or 29th, with meetings 
following in Cleveland and Detroit. 

ASSOCIATION PROMISES CHANGE IN ACTIVITIES 

The “Official Bulletin” of the association is a two-page 
publication. The first issue contains an interesting state- 
ment on, “Your Association in 1929,” by Secretary Han- 
son. 

“Will 1929 be just another year, or will it mark radical 
changes in the cutting of overhead, better standardiza- 
tion, improved distribution, more pertinent advertising, 
and, in all, a year of increased profits?” he wrote. 

“Your association promises you a change in its activ- 
ities, in keeping with the forward march of industry. 
We believe you desire the change, and the directors of 
the association have pledged themselves to make the year 
one of outstanding value to the industry. 

“You will have a part to play in this plan. This is 
your association; your suggestions will be acted upon; 
your particular branch of the industry will be considered 
and grouped. We will open a research department to 
study the problems of distribution and new methods of 
merchandising, to say nothing of the chain store growth 
in this country. We want you to know the facts as they 
really are.” 

Mr. Hanson then called attention to the fact that he 
is also secretary of The National Pipe and Supplies As- 
sociation, and therefore has a wonderful laboratory for 
the study of proper distribution and the promotion of 
profitable distribution, and continued: 

“There is a growing tendency in this day and age to 
have in trade association work a complete unit for the 
manufacturer and distributor, or dealer. We will start 
the year having both branches of the industry repre- 
sented by the same secretary. This strategic move has 
met with the mutual approval of the directors of both 
associations. 

“The control of each association is vested in its own 
directors. The policies suggested by each board will be 
carried out by the same secretary—for the industry as 
a whole. It does not take much vision to see the advan- 
tages of this plan, and your secretary realizes the real 
responsibility placed on him, but pledges you faithful 
performance and no favorites. May I count on your in- 
terest? I'll welcome it.” 

GROUP ORGANIZATION DISCUSSED 

The group plan was outlined as follows in the bulletin: 

“Our association is planning to divide the member- 
ship into groups, so that a programme can be developed 
for each of these groups in keeping with the problems 
facing the manufacturers and distributors of particular 
lines. 

“Tt is hoped that this plan can be discussed at our an- 
nual convention, and the points of view of our member- 
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. . . Strange as it may seem in this age of unparalleled production 

methods and careful buying, there are still a large number of con- 
cerns acting penny wise and pound foolish in the purchasing of 
tools and equipment. This is particularly true in the case of 


drills, reamers and cutters. 


Thousands wise enough to realize that a slight extra 
first cost expended on tools, whose sheer value lies 
in their ability to produce, are enjoying a con- 
siderably lower cost-record at the end of every 
fiscal year. Invariably these purchasers specify 


“Hercules” drills, reamers and cutters. 


WHITMAN BARNES- 
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wr “Canadian Factory 
CANADIAN DETROIT TWIST DRILL 
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ship secured, which will be used as a basis for group 
planning. 

“May we encourage you to give some thought to this 
plan, so that we may know your ideas at this time? 

“If there are certain trade practices which should be 
eliminated from your branch of the industry, there is no 
better way than to talk these matters over in groups 
and invite the federal trade commission to delegate one 
of its commissioners to meet with you to render any legal 
assistance. 

“This is an age of co-operation. Our youngsters are 
taught it, colleges promote it, industry should thrive on 
it. Get busy and write us your point of view.” 

“WHY NOT A TRADE PRACTICE CONFERENCE?” 

In another item in the bulletin, attention is called to 
the fact that Mr. Hanson has arranged a joint trade 
practice conference of The National Pipe and Supplies 
Association and the Central and Eastern Supply Associa- 
tions, and the question asked if such a conference is not 
possible for the mill supply industry. A trade practice 
conference is held by an entire industry to discuss unfair 
trade practices existing therein and to formulate a code 
of business ethics for the industry. A commissioner is 
appointed from the federal trade commission to preside 
at these conferences, direct deliberations and assist in 
drawing up a proper code of business ethics. 

The bulletin urges members of the American Asso- 
ciation to secure the memberships of competitors. It 
calls attention to the fact that the secretary will be glad 
to reserve hotel accommodations for members visiting 
Pittsburgh, and that the privileges of the Keystone 
Athletic Club, situated in the down town district, are 
extended to all members. 

The following item, under the title, ‘‘The Call of In- 





dustry,” also appears in the first issue of the “Official 
Bulletin”: 

“Are we facing a new era of merchandising? Amer- 
ican methods of retailing are being revolutionized by 
fundamental economic forces. There is a pronounced 
tendency toward large scale retailing, and the evolution 
has been apparent for the past sixty years, and may be 
expected to continue until it is superseded by some new 
retailing revolution. 

“This change in retailing has not been brought about 
in a quick wave of change, but has been working for 
years. 

“Chain store expansion, group buying, mail order mer- 
chandising just add fuel to the fire of changed mer- 
chandising. 

“The distributor feels this new era, and in many cases 
believes he will fade from the business horizon, and this 
is true if he fails to properly apply real merchandising 
principles to his business. 

“The day of order taking has passed. Today it means 
selling—educating your customer to choose value, not 
price. If the time spent by the average sales staff in 
trying to meet a lower price could be conserved and used 
in securing new outlets, manufacturers and distributors 
alike would benefit. 

“In talking with a manufacturer the other day, he 
said: ‘“Bud’” Hanson, we are delighted that we are 
higher in price than our competitor. We have little 
trouble in proving the value of our product, and our 
selling outfit is well trained to educate our friends, the 
distributors, in the same way.’ 

“Merchandise should be sold on merit, not price. 
The call of industry today is for better distribution, ad- 
vanced merchandising methods, and selling at a profit.” 


HO 


Supports the Inch Standard 


Institute’s Letter Criticizes Article Favoring Metric System 


Commenting on the high standing of men elected to 
the council of the American Institute of Weights and 
Measures at the annual meeting in December, a monthly 
letter issued by the institute, states in part: 

“Men like C. R. Burt, vice-president and general man- 
ager of the Pratt & Whitney Company; Fred A. Geier, 
president of the Cincinnati Milling Machine Co., and 
Henry D. Sharpe of the Brown & Sharpe Mfg. Co., are 
of premier standing in the machine tool industry, and 
these men are influential leaders for the maintenance of 
the inch system in machinery manufacturing.” 

The letter also comments interestingly on an article 
by Dr. A. E. Kennelly of Harvard university, who favors 
adoption of the metric system, as follows: 

DR. KENNELLY’S ARTICLE DISCUSSED 

“In a long article entitled ‘History of the Electrical 
Units,’ published in The Journal of Engineering Educa- 
tion, Dr. Kennelly comes out again. His writing is force- 
ful, and to the unthinking his arguments are plausible. 

“For example, almost anyone not versed in the sub- 
ject would be inclined to agree with Dr. Kennelly when 
he makes a statement like the following: 

“*The mental and material confusion resulting from a 
multiplicity of arbitrary units led to the search for a 
system of units as simple, few and nearly universal as 
possible. That research is still going on. Meanwhile the 
study of “unitology,”’ or the branch of science dealing 


with units, is gaining momentum. The state of the units 
and standards in any branch of applied science is a cri- 
terion of that branch’s development at the period con- 
sidered.’ 

“Suppose we take Professor Kennelly’s word for it, 
and consider any one example in applied science. Con- 
sider the mechanical manufacture of the automobile— 
that is a fair example, since there are now nearly twenty- 
five million cars in this country, with several times that 
many billion mechanical parts. As everyone knows, the 
inch, with its fractions and decimals, is the sole unit of 
measurement employed in manufacturing all these cars 
and parts. 

“Paraphrasing Dr. Kennelly: ‘The state of develop- 
ment of the inch in automobile manufacture is a criterion 
of the development of automobile manufacture at the 
present time.’ 

“As applied to automobile manufacture, therefore, 
where is the search for a system of units in evidence? 

“Dr. Kennelly’s whole article is of course based on a 
fallacy—a very plausible fallacy, but a fallacy neverthe- 
less. His thesis on measurement units and standards is 
that of a scientific theorist, and not of an applied scien- 
tist at all. Unfortunately, Dr. Kennelly’s mind represents 
that of practically all the scientists of the country, and 
hence one of our greatest requirements is to combat the 
public opinion which this type of article creates.” 
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FRICTION cant steal 
power in Oil Film Bearings 














Transverse diagram of 
“Cleveland Type” Bearing 
shown below. Shaft rota- 
tion is clockwise; load is 
downward. AA show riv- 
ers of oil flowing along 
journal. Top and bottom 
parts of the bearing are cut 
away on tangents from 
channels AA in order to 
facilitate formation of oil 
wedge. At B the large part 
of the wedge bears a mini- 
mum pressure; likewise 
there is minimum pressure 
at D. AtC occurs the thin- 
nest part of the oil wedge 
and the greatest oil film 
pressure. 








“Cleveland Type” Oil Film Bearings | are as 
near to perfect frictionless bearings as is possible 
to attain. When operating there is absolutely 
no metallic contact between the shaft and the 
bearing. The shaft floats free on a flowing 
wedge shaped film of oil... enabling heavier 
loads to be carried, higher speed operation, and 
a smooth uninterrupted flow of power impos- 
sible with any other anti-friction bearing. 
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“Cleveland Type” Oil Film Bearings are de- 
signed for all styles of rigid and ball and socket 
mountings, adjustable four ways. Various types 
may be applied successfully to every class of 
service—low, medium, high speed, continu- 
ous, plain or water-cooled. 
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You will be interested in our new sales policy 
recently adopted. Write for particulars includ- 
ing our profitable Dealer Proposition. 


ILL 


CLUTCH 





MACHINE & FOUNDRY CO. 





6405 Breakwater Ave.,Cleveland Ohio. 


POWER TRANSMITTING ENGINEERS 


When writing to Advertisers please mention Mitt Suppiies 


bi 











SE 
ul 
fo 
th 


February, 1929 THR 81 


oS) 


NULL QUPPI 








How a California House 


Lives Uptoa 
Slogan 


J. K. Novins in This Article Tells of 
the Stock Keeping and Service Activi- 
ties of the Machinists’ Tool & Supply 
Co., Los Angeles, Which Carries the 
Slogan, “The House of High Speed” 
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The Machinists’ Tool & Supply Co., Los Angeles, 
some years ago adopted the slogan, “The House of High 
Speed.” This slogan fits in with the two most important 
features of the business, high speed in service, and what 
is claimed to be one of the most complete stocks of high 
speed metal cutting tools on the Pacific Coast. 

Six years ago, when this company was organized in Los 
Angeles by a group of enterprising mill supply men of 
first class standing in the trade, it was decided to spe- 
cialize in machine shop tools and supplies. 

This specialization has taken two forms. While the 
company carries a wide variety of machine shop tools 
and supplies, it states that it does not carry competitive 
price lines. The house has stuck to certain standard lines 
which the executives feel have proven their merit, and 
concentrated on these lines by stocking up on every con- 
ceivable size, in order to better service industries in the 
territory. This is a difficult undertaking, when one 
considers the expense of stocking up on sizes for which 
there is only occasional demand. Furthermore, in addi- 
tion to the thousands of tools and supplies, the Los 
Angeles house carries an extensive line of service parts 
for tools. 

CARRIES STOCK OF PARTS 

“We stock up on the service parts as a form of accom- 

modation to our customers,” said Carl L. Almquist, 
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Form Used by Machinists’ Tool & Supply Co. in Keeping 
Track of Stock on Hand and to Control Ordering 
secretary-treasurer of the company. “It is an expensive 
service, for it involves a big stock of parts which take 
up a great deal of room, but it has made many friends 
for us. Our customers know that when a tool wears 
they are sure to get the necessary parts here. It affords 


our salesmen a good opportunity to play up our service 
accommodations.” 

Stocking up on a wide variety of sizes in each item 
presented a serious problem. Some of the sizes were 
demanded more often than others, and it was necessary 
to closely gauge the supply and demand for each size, so 





as not to over-stock on the slow moving items. That 
Salesman’s Daily Report 
MACHINISTS’ TOOL & SUPPLY CO 
Salesman DAY DATE 
CUSTOMER i} 2 3 4 | 5 6 7 8 | 9 10 REMARKS 
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Daily Report Form Used by Salesmen of the Machinists’ Tool 
& Supply Co. 


the company is seldom or never caught out of stock on 
any item is due to its excellent stock-keeping system, 
which has been a matter of gradual development. 

It was felt that a sure solution to the problem would 
be found in the inauguration of a quota system of stock- 
keeping. 

“We decided to keep a record of sales of each item,” 
said Mr. Almquist. “Having judged the demand for it, 
we can allot it a quota. This quota is noted on a stock 
eard. After setting a definite quota on each item, stock 
is taken at certain definite periods, and an order given 
for any difference between the actual stock and the 
quota.” 

Once a quota has been assigned to an item, that item 
is watched by the stock man with a frequency deter- 
mined by the rate of turnover. High turnover items may 
be checked every ten days, while those in small demand 
may be checked once a month, once every two months, or 
at longer intervals. One man is assigned to this job, and 
he does nothing else. He makes the rounds of the shelves 
and, after counting the stock in the various sizes, writes 
the stock balances on the quota cards. The system has 
all the merits of accuracy, and the company believes an 
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A Good Late Catalogue is a Sign of a Going Concern 


Can You Afford to Let the Buyers Judge 


Your House From Your Present 


Catalogue? 


How long is it since you issued your present 
catalogue? Does it show the goods that are 
being bought today? Or does it show what 
you were selling 10 or 12 years ago? Or 
maybe 20 years ago? 


Have you catalogued the changes of agencies 
that you have made since before the war? 
Or the improvements that the manufacturers 
have made in their products since then? 


Do your salesmen have to compete against 
your own catalogue? 


R. R. DONNELLEY & SONS COMPANY --- 


If so, you can easily remedy the whole 
situation this season by distributing an up-to- 
the-minute catalogue of your own present 
“hand picked” selection of goods. Industrial 
activity is increasing. Can you afford to let 
the equivalent of an investment of, say, 6 
cents or 7 cents per month per buyer stand 
between you and up-to-date catalogue selling 
pressure on the buyers for your whole line? 


You will be welcome to samples of catalogues 
that we have recently made for other repre- 
sentative mill supply jobbers, upon request. 


Chicago 


Builders of Mill Supply Catalogues Since 1904 
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actual count is more desirable for its purpose than basing 
the figure on comparative stock and sales records. 
HOW THE SYSTEM WORKS 

As an example of how the system works, the quota 
assigned to taper shank high speed drills No. 200 in 
14-inch size is 120. A check made on a certain date 
showed stock on hand as 36. The amount ordered was 
the difference between 120 and 36. A check was made 
again ten days later, which showed stock on hand at 
that time was 12. Consequently, an order was placed for 
108. Twelve days later, the balance on hand was 48, so 
that 72 had to be ordered. The stock man made counts 
at the same periods of 9/64, 5/32, 11/64 and 3/16-inch 
sizes. 

As a general rule, quotas are set about exery six 
months. One month’s sales give no accurate gauge of 
demand, as there may have been unusually large or 
small seasonal demand for an item, so it is considered 
better to average the demand over a period of six months. 








For instance, the salesman calling on the oil fields got 
wind of the fact that it was planned to drill into the 
deeper sands at the Santa Fe oil fields. Acting on his 
advice, the company stocked up on drilling tools, so that 
it was able to meet the demand at the right time. 

On his daily report, the salesman lists items for which 
there is a demand by his customers, the various items 
being arranged in ten classifications. The customers’ 
names are listed in the first column, and the items in 
which they are interested are checkd in the ten columns 
ruled off on the report sheet. These reports are studied 
by the sales manager, and this study leads to a deter- 
mination as to how the house should stock up on certain 
items for which there is consistent demand in the field. 

In the last column on the report sheet the salesman 
enters any complaints voiced by customers. These are 
immediately taken up by the sales department, thus re- 
lieving the salesman of worry and unnecessary detail. 
The company feels it is desirable that the salesman de- 
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The Very Complete Order Entry Form Used by the Machinists’ Tool & Supplu Co. 


Movement of new items is carefully watched, stock being 
taken at considerable frequency before a quota is finally 
assigned. When this stock-taking system was first intro- 
duced, quotas were changed frequently, but the process 
has gradually become stabilized, so that the six-months 
reapportionment is found to be quite dependable. 

Without the full co-operation of stock room employes, 
salesmen and the office staff, the quota system, effective 
as it is, would hardly apply under certain conditions. 
For instance, one customer may buy out practically the 
entire quantity of one item. There may be a sudden, 
unanticipated demand for a tool, and there are many 
other contingencies that must be taken into account. It 
is a standing rule at the Machinists’ Tool & Supply Co. 
that when one order takes practically the entire stock of 
an item, this must be immediately reported to the buyer 
by the stock room clerk who handled the order. No time 
is then lost in replenishing the stock. 


SALESMEN KEEP CLOSE WATCH 
Salesmen keep close watch on the industries they serve. 
They try to get first wind of unusual activity in an in- 
dustry, and endeavor to learn in advance just what tools 
and supplies are likely to be ordered in the near future. 


vote all his time to selling, and not be bothered with the 
details of adjusting complaints. 

Another help to salesmen is a special form on which 
they can make price quotations to their customers. This 
form is ruled off so that the quantity, description of 
material, price and extension for each item may be 
entered on one line. This business-like arrangement 
does away with unnecessary clerical work in connection 
with a quotation, and makes a good impression on the 
customer, the company believes. 


HOW STOCK IS ARRANGED IN SECTIONS 

The stock-keeping problem of the Machinists’ Tool & 
Supply Co. has been intensified because the company has 
outgrown its quarters. Practically the entire wall space 
in the store is built in with wooden shelving arranged 
in pigeon hole fashion. The entire stock has been ar- 
ranged in twenty-six classifications. These major ac- 
count sales are departmentalized according to manu- 
facturers. Each major classification is stocked in a 
section, and the various sizes are kept in separate pigeon 
holes. 

Each section is marked plainly with the name of the 
major classification, in big, black letters. As a further 
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Vogt Forged Steel Union 
Bonnet Globe Valves 
OSE Y type under 3500 
pounds Hydrostatic test. 
24 hours duration. 


A pressure test three 

or four times greater 
than actual operating 
conditions require is applied to every Vogt forged 
steel valve before shipment. 
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convenience to the stock clerks, the divisions are desig- 
nated by black lines drawn perpendicularly. Each 
pigeon hole is marked with the size of the item occupy- 
ing it. Formerly it was not considered necessary to 
designate the size on the shelf, as the carton in which 
the item was packed provided that information. Con- 
siderable difficulty was experienced, however, when the 
stock of an item had been exhausted, and the carton re- 
moved, as there was nothing to indicate what size was 
to be stocked in the space. Marking the specification on 
the shelf has solved the problem. 

The sections run upward, instead of spreading out. 
This is to prevent crowding. Furthermore, under this 
plan the stock clerk can easily reach the several sections 
to gather up the allied items necessary to fill an order. 
Were the sections spread out, he would consume a great 
deal of time shifting his ladder from section to section. 

FILLING OF ORDERS FACILITATED 

High speed and carbon steel tools are kept in opposite 
sections of the stock room to prevent confusion. Fast 
moving items are kept on the shelves downstairs. Slower 
moving stock and service parts for tools are usually to 
be found elsewhere. 

Each order is double-checked. When the clerk has 
filled the order, the blank goes to one of the office men 
to be checked up. 

“This system of double-check has practically elimi- 
nated errors in filling orders,’ Mr. Almquist explained. 
“The man who re-checks the order has had considerable 
experience, and has expert knowledge of stock specifica- 
tions. It would be very easy for errors to creep in if 
orders were not re-checked. For instance, our customers 
usually order right taps. Once in a while a customer 
may specify left taps, and the stock man may procure 
right taps instead. The trained eye of the office man 
catches the error in time.” 

When the order has been re-checked, a duplicate copy 
goes to the sales manager. These duplicates show him 
what items have been ordered every day. With this in- 
formation as a basis, he can suggest sales possibilities 
to the salesmen. In addition, monthly records of sales 
in the twenty-six stock classifications are shown, and this 
information is given by the sales manager to the staff of 
salesmen. 

The third copy of the order blank goes to the customer 
as his receipt. The firm’s slogan, “The House of High 
Speed,” is printed across the blank, and the following 
message, “To Our Customers,” is conveyed on the reverse 
side: 

A MESSAGE TO CUSTOMERS 

“The most efficient service, the greatest worth in our 
merchandise, and satisfaction to patrons are three under- 
lying principles that govern the policy of this store. 

“Any expression or report that will aid us in improv- 
ing our service, rectifying any unsatisfactory condition 
in quality of merchandise or store service or system will 
be given instant attention and is requested by Machin- 
ists’ Tool & Supply Co.” 

To most customers the company’s slogan implies high 
speed in delivery service. They expect quick delivery 
under all circumstances. The firm ships its merchandise to 
outlying communities by the United Parcel Service, an 
independently owned delivery service which is used by 
many stores and wholesale houses in California, Oregon 
and Washington. Local deliveries are made by the com- 
pany’s truck. Packages requiring special delivery are 
rushed by its motorcycle delivery man. 

A great many orders are received by mail. The firm 
puts out an elaborately printed catalogue of more than 





500 pages, profusely illustrated and attractively bound. 
The catalogue is properly indexed, and two pages are 
devoted to the names of the leading manufacturers whose 
products are distributed. Much valuable shop and tool 
information is incorporated in the book in order to make 
it a handy guide book to the shop man. The firm’s mer- 
chandising policy is outlined in the catalogue in part as 
follows: 
COMPANY OUTLINES MERCHANDISING POLICY 

“We do not carry so-called competitive price lines, but 
only merchandise of proven merit—tools that are their 
own best salesmen. 

“All tools are sold under our guarantee of no charge 
for replacement if proven defective either in material or 
workmanship, the customer to be the judge whenever 
there is any question as to whether the tool is defective 
or not. 

“To merit the confidence of the trade by right selec- 
tion of the things offered for sale, to provide the best 
possible convenience and service for our customers, that 
we may be deserving of their patronage, are the logical 
standards of responsibility that we maintain. 

“The interests of both this company and its patrons 
‘an be furthered through the frequent use of this pub- 
lication (the catalogue) and our desire is that you be- 
come better acquainted with us. 

“Therefore we ask that you accept this volume as an 
invitation to call upon us whenever we can be of service.” 

N. Lansing DeLong, president and sales manager of 
the company, is a veteran mill supply man. He was 
connected with The Fairbanks Co. for thirty-three years 
as manager of the Chicago and Albany branches. Carl 
L. Almquist, secretary-treasurer and manager, was form- 
erly manager of the tool supply department of the Berger 
& Carter Company, which was absorbed by the present 
company. C. Gilbert Almquist, vice-president, has had 
extensive experience with several leading business houses 
in Los Angeles. D. L. Hatch is the assistant manager 
and buyer. The company was established in 1923 as the 
De Long-Almquist Co. 


NEW TRUCK ORGANIZATION 
Industrial Truck Association Formed by Industrial 
Truck, Battery and Accessory Makers 

Eight manufacturers of industrial trucks, three bat- 
tery manufacturers and three accessory makers have 
organized the Industrial Truck Association, with head- 
quarters at 52 Vanderbilt avenue, New York. Most of 
the members of the new organization were formerly 
in the industrial trucking group of the Society for 
Electrical Development. 

Officers of the association are: M. 8S. Towson, The 
Elwell-Parker Electric Co., Cleveland, president; E. J. 
3artlett, The Baker-Raulang Company, Cleveland, and 
W. C. Allen, The Yale & Towne Mfg. Co., Stamford, 
Conn., vice-presidents; C. B. Crockett, secretary, and 
C. A. Freeman, Automatic Transportation Co., Cleve- 
land, treasurer. 

Other companies which are members of the association 
are Crescent Truck Co., Lebanon, Ohio; Lakewood En- 
gineering Co., Lakewood, Ohio; Mercury Mfg. Co., Chi- 
cago; Wright-Hibbard Industrial Electric Truck Co., 
Inc., Phelps, N. Y.; Edison Storage Battery Co., Orange, 
N. J.; Electric Storage Battery Co., Philadelphia; Gould 
Storage Battery Co., Depew, N. Y.; Electric Products 
Co., Cleveland; Hertner Electric Co., Cleveland, and San- 
gamo Electric Co., Springfield, Ill. 
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ADVERTISING TO HELP 
THE DISTRIBUTOR 





Consistent with our policy of giving the Distributor a complete line 
of mill products that he can handle profitably, we can now furnish quality 
woven textile mill specialties including Lug Straps, Box Pickers, and 
Lug Holdups. 


To supplement the work of our salesmen and further help the 
Distributor sell these products along with our leather and rubber belting, 
leather specialties, and mechanical rubber goods, we are carrying on an 
extensive advertising campaign to the textile industry, through trade 
publications and direct mail advertising. 


This advertising is effectively tied in with our general plan of adver- 
tising to all industries so that all Distributors of our products will derive 
the most possible benefit from it. 


We have an attractive proposition for high-grade Distributors of 
mill supplies and will be glad to hear from any who are interested. 








Graton & Knight Company 


WORCESTER, MASS. 
Tanners 
Leather Products 
Leather and Rubber Belting 
Cy 
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R. D. Van Dyke, Jr. 


The Lewis-Brown Company, Inc., Helena, Ark., has sold 
its Memphis branch to Industrial Supplies, Inc., a new 
corporation, organized under a Tennessee charter with 
a capitalization of $100,000, and the Lewis-Brown Com- 
pany has changed the name of its Helena business to the 
Lewis Supply Company. 

Industrial Supplies, Inc., commenced business January 
Ist in the old Lewis-Brown quarters, at Poplar avenue 
and River Front, Memphis, and is carrying a complete 
line of mill and steam supplies, machinery and heavy 
hardware. Officers of the new corporation are: T. H. 
Baker, president; L. P. Brown, Jr., vice-president, and 
R. D. Van Dyke, Jr., secretary-treasurer. The board of 
directors is composed of the officers and A. E. Bolton and 
Walter B. Armstrong. 

Mr. Van Dyke, who has taken active charge of the new 
company, entered the hardware field in Memphis in 1909, 
and in 1919 moved to Helena, Ark., to become associated 
with what was then the Lewis Mill Supply Company. He 
returned to Memphis in 1926 to manage the Memphis 
branch of the Lewis-Brown Company, in which capacity 
he served until the recent change. 

FORMERLY OFFICERS OF LEWIS-BROWN COMPANY 

L. P. Brown, Jr., and T. H. Baker organized the L. P. 
Brown Company, a mill supply house, in 1923, and the 
business was sold to the Lewis-Brown Company in 
November, 1924. At that time Messrs. Brown and Baker 
became vice-presidents of the Lewis-Brown Company. 
Mr. Brown is president and Mr. Baker vice-president of 
the International Vegetable Oil Company, with general 
offices in Memphis, and mills in Tennessee, Texas, Georgia 
and Mississippi. Messrs. Brown and Baker are also 
members of the firm, Baker, Brown & Bolton, wholesale 
bagging and tie dealers. Mr. Baker was formerly assist- 
ant manager of the Memphis branch of the American 
Cotton Oil Company, and is vice-president of the Trenton 
Cotton Oil Company, and a director of the Manhattan 
Savings Bank of Memphis. Mr. Brown is president of 
the Trenton Cotton Oil Company, and president and 
general manager of the International Vegetable Oil Mills. 
He has also been connected with the American Cotton 
Oil Company for the last twenty-five years, and has been 
division manager of that company for the last five years. 

“In line with the general tendency of the South to 
provide industrial plants with the most modern equip- 
ment possible, the new company will render efficient 
service,” states Mr. Van Dyke. 


Announcement Made of 


Changes in 


Firms 


Industrial Supplies, Inc., New Organization, 
Buys Memphis Branch of Lewis-Brown 
Company, Inc.—-Latter Changes Name to 
Lewis Supply Company and Will Confine 
Efforts to Helena, Ark., Trade Territory 


T. W. Lewis, who was president of the Lewis-Brown 
Company, Inc., continues as president and general man- 
ager of the Lewis Supply Company. W. H. Howe is the 
new vice-president, and W. C. French continues as secre- 
tary-treasurer. The company is doing business under an 
Arkansas charter. 

“We decided to dispose of our Memphis store and de- 
vote our entire time and effort to the Helena store and 
territory,” states Mr. Lewis. “We are not going to try 
to reach out too far, but will devote our time very closely 
to the Helena trade territory, which is.southeast Arkan- 
sas, northeast Louisiana, and the Mississippi Delta as 
far south as Greenwood, Miss., carrying a $300,000 stock 
of merchandise, and traveling four salesmen in this 
territory.” 

Mr. Lewis organized the Lewis Mill Supply Company 
in Helena, in May, 1919, and operated the business under 
that name until Noyember, 1924, when the L. P. Brown 
Company, which was doing a mill supply business in 
Memphis at the time, was purchased, and the name of 
the company changed to the Lewis-Brown Company, Inc. 
From that time until January 1st last, the company 
operated with Helena as the head office and Memphis 
as the branch. 

H. E. MCRAE JOINS THE ORGANIZATION 

The Lewis Supply Company will continue to occupy the 
location it has always had in Helena. This four-story 
structure was built by Mr. Lewis and is especially con- 
structed for the company’s type of business. The com- 
pany will continue to carry a complete line of mill and 
steam supplies, machinery and heavy hardware, and is 
adding a complete line of staple hardware. It is not 
going into shelf hardware, but will carry everything in 
staple goods and heavier material. The company is add- 
ing to its organization H. E. McRae, who was formerly 
president and general manager of the McRae Bros. 
Wholesale Hardware Company. Mr. McRae has had 
twenty-five years’ experience in the wholesale hardware 
business, and is expected to make a valuable addition to 
the Lewis organization as head of the hardware end of 
the business. 

“We have one of the newest and most up-to-date river 
terminals on the entire Mississippi river, and are the 
only terminal on the west bank of the Mississippi, which 
gives us the Mississippi Warrior Service, carrying a 20 
percent lower rate than all rail. We are also considered 
an east side point when rail rates are figured, so we are 
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in a strong position as regards competitive rates with 
Memphis and other cities. 

“We have arranged to bring in by private barge lines 
an 800-ton barge of nails and wire products from the 
American Steel & Wire Company, as well as a 300-ton 
barge of galvanized and black sheets. This will put us 
in a strong position to take care of this immediate terri- 
tory on this class of material, which we figure will also 
lead to other similar lines to be handled under the same 
conditions.” 





INDUSTRIAL MACHINERY EXPORTS 


Figures for First Eleven Months Indicate Totals for 
1928 Will Equal Those of 1921 

United States exports of industrial machinery, aided 
by a gain of 28 percent during November, reached a total 
value of $190,820,000 in the first eleven months of 1928, 
representing a gain of 14 percent over the shipments of 
the corresponding period of 1927, according to the bu- 
reau of foreign and domestic commerce of the United 
States Department of Commerce. Indeed, the shipments 
of the first eleven months of 1928 surpassed those of the 
entire year 1927 by approximately $8,000,000, and 
far exceed the exports fcr any complete year since 1921, 
the last year of the post-war boom period. It now ap- 
pears that exports for the entire year will for the first 
time equal those of 1921. 

Metal-working machinery continued to be a consistent 
trade gainer and both for the month and for the eleven 
month periods made noteworthy increases. The gain for 
the month in this class of machinery was 45 percent and 
for the eleven months 37 percent. Exports of lathes rose 
from $2,989,000 to $4,085,000 for the eleven months, 
milling mills from $1,233,000 to $2,080,000, and drilling 
machines from $845,000 to $1,499,000. Exports of sheet 
and plate metal working machines increased from 
$1,268,000 to $2,567,000, or more than 100 percent. 

Shipments of construction and conveying machinery 
showed little change for the month, but for the longer 
period made a gain of 22 percent. Exports of oil-well 
and oil-refinery machinery, which were declining sharply 
during the first half of the year, have since August been 
as rapidly increasing. Foreign shipments for November 
increased 64 percent, but for the 11 months this trade 
is still 10 percent below that of the 1927 period. 

Among the items to show trade increases over the 
eleven months of 1927 were ball and roller bearings and 
parts, which increased from $1,703,000 in 1927 to 
$2,125,000. The trade in woodworking machinery showed 
no noteworthy change. 
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EXPOSITION THIS MONTH 


Chicago Power Show, to Be Held in Coliseum, Will 
Have a Large Variety of Exhibits 

The Fourth Midwestern Power & Engineering Expo- 
sition, to be held in the Coliseum, Chicago, February 
12th to 16th, inclusive, will have approximately 300 
booths, and the show space of 88,000 square feet will be 
completely filled, according to officials of the exposition. 

While a majority of the exhibits will be devoted to ma- 
chinery and equipment used in the generation, distribu- 
tion and utilization of power, there will be other attrac- 
tive features in the new fields which are fast moving 
forward. There will be a large number of exhibits de- 
voted to pumping, heating, ventilating and refrigeration 
equipment. 

A large number of companies will be showing fuel 
burning equipment, and methods of operation to insure 





best results. Fuel oil burners and refractories will com- 
mand much attention. There will be several exhibits of 
tools and metal working equipment, while the latest elec- 
trical transmission devices and accessories used in the 
industrial field will be on display. 

The Midwestern Power Engineering Conference will 
be in session in Chicago, February 12th, 13th, 14th and 
15th, during the same week in which the Chicago Power 
Show is in progress. The conference this year will con- 
sist of six general sessions, three luncheon meetings and 
a grand banquet and dance. All meetings will be held 
at the Palmer House, where the entire fourth floor has 
been reserved. The programme for the conference was 
recently announced. 





Babbitt Metal Consumption 

The total apparent consumption of babbitt metal in 
November, based on reports received by the department 
of commerce from thirty-one firms, was 5,659,937 pounds, 
compared with 5,796,419 pounds in October, and 4,505,954 
pounds in November, 1927. This consumption is calcu- 
lated from sales by manufacturers, and consumption by 
those firms which consume their own production. Of the 
November, 1928, production, 4,386,190 pounds were in 
sales by manufacturers, compared with 3,320,205 pounds 
in November, 1927. A total of 1,273,747 pounds were 
consumed by producers in November, 1928, compared 
with 1,185,749 pounds in November, 1927. Total apparent 
consumption of babbitt metal during the first eleven 
months of 1928 was 54,720,343 pounds, compared with 
55,646,056 pounds during the same period in 1927. 
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W. E. CROSS HEADS ASSOCIATION 


Elected President of Hack Saw Association of America 
at Annual Meeting in New York 
William E. Cross, treasurer, directing sales of the 
Victor Saw Works, Inc., Middletown, N. Y., was elected 
president of the Hack 
Saw Association of 
America at the annual 
meeting held in the 
Roosevelt hotel, New 
York, in December. Mr. 
Cross served as vice- 
president of the asso- 
ciation during 1928. 
Other officers of the 
association for 1929 
are: Carl Davis, Amer- 
ican Saw & Mfg. Co., 
Springfield, Mass., first 
vice-president; Edward 
S. Norvell, E. C. At- 
kins & Company, Inc., 
Indianapolis, second 
vice-president ; William 
P. Jeffery, 14 Wall 
street, New York, sec- 
retary, and Philip Rog- 
ers, Millers Falls Com- 
WILLIAM E. CROSS pany, Millers Falls, 
Mass., treasurer. The board of directors is composed 
of Messrs. Cross, Davis, Norvell, Jeffery and Rogers, and 
Daniel W. Northrup, The Henry G. Thompson & Son Co., 
New Haven, Conn.; S. Horace Disston, Henry Disston & 
Sons, Inc., Tacony, Philadelphia, and William O. Barnes, 
W. O. Barnes Co., Inc., Detroit. William P. Jeffery is 
also counsel and managing director of the association. 
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Your Customers Will Like 


This Handy Carrying Kit 


O more loose dies or heads, no more reason for 





not being able to find just the dies wanted. The 


ab” aa” gf new Oster Chip Chaser fits together in the handy, 
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Neat, compact, easy convenient form illustrated. 
head always where 
you want it. 
It’s all together, five die-heads with dies, "to %", 
the reversible ratchet handle, and the carrying kit. 
) One set of dies is all ready to use and the die heads 
can be instantly changed when required. 1 
-* m t 
: . ° . : £ 
on It is the only small ratchet die stock with full chip ; 
a clearance and that is easy to oil. I 
Notice the way the die 
head is built—how the I 
be dies are exposed to let ie . ° k 
peg priya No more efficient, more convenient small ratchet die 
stock is built. It’s just what your customers have wanted 8 
. , ee 0 
Ma " for years. Get all the information today by writing . 
= 
ail 7 THE OSTER MANUFACTURING COMPANY s 
~S 2087 EAST 61STPLACE ::-> CLEVELAND, OHIO a 
wee om | ° 
A flip of the finger and the Manufacturers of the most complete line of pipe threading equipment in the world i 
ratchet is reversed for backing 
off—another flip and it’s 2 
ready for the next thread. nN 
} 
d 
THE OSTER MFG. COMPANY h 
2087 East 61st Place . Cleveland, O. t 
Gentlemen: Please send full infor- 
mation on the Chip Chaser. 
h 
Name p 
Address h 
ee t) 
ti 
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Valuable Ideas Sometimes Come from 


People Outside the Field 


The Man on the Sidelines May See Ways of Improving 
Methods Which the Insider Does Not Observe 


Among my friends is a college football player, who a 
few years ago was rated the best man in the country in 
He was given a place on Walter Camp’s 
all-American team during his senior year. 


his position. 


no question as to this player’s abil- 
ity. A year after he left college he 
was called back to his alma mater 
to help in the coaching. The strange 
thing was that, although he could 
still go out on the field and put up 
a good game himself, he could not 
teach others how to do it. As a 
coach he was an utter failure. 

On the other hand, some coaches 
develop wonderful teams because of 
their ability to teach other men to 
do things they themselves never 
could do. Two of last year’s foot- 
ball coaches in different colleges 
were brothers. One was a first-class 
player when in college and the other 
a second-class player. The second- 
class player became a first-class 
coach and excelled his brother, who, 
as a coach, rated only second class. 

One of the best sales managers 
within my knowledge is a man who 
failed as a salesman. He knew the 
things he ought to do in selling 
goods. He had the procedure well 
established in his mind, but he never 
reached the point of being able to 
put it into practice successfully. I 
believe he would have become suc- 
cessful in time, for he was a per- 
sistent chap, but an unusual chain 
of circumstances gave him an op- 
portunity to act as sales manager 
temporarily, and he handled the job 
so well that he was continued in it, 
and he has been more than ordinar- 
ily successful. A man who cannot 
get out and sell goods successfully 
may know how it ought to be done. 
His inability to actually sell may be 
due to insufficient experience or to 
handicaps he might overcome in 
time. 


FRED COUNTERMAN 


There was 


INSTANCES YOU HAVE 
OBSERVED 
You undoubtedly know of 


| instances where physicians, 


| lawyers, 


dentists and other 
professional men have given 


| up careers in the fields for 


which they were educated, 


| and in which they have en- 


joyed considerable experience, 
to become successful business 
executives. You also may have 
heard the remark made that 
such and such a clergyman 


would have made ‘‘some busi- | 


ness man.”’ 

Some men make a hobby of 
the other fellow’s business. 
Through acquaintance with 


| individuals in a foreign line or 


through reading or other con- 
tacts, they become interested 


| in that line, and their interest | 
| often leads to study and analy- 


sis. 
who 
and analytical, no matter what 
he is doing. 

These facts bear out the con- 
tention of Mr. Counterman 
that there are times when the 
suggestions of people outside 
your business may be deserv- 
ing of your serious considera- 
tion. He states that out of a 


| hundred suggestions received 
| from outsiders, not more than 
| two or three may be worth | 


trying, but that it is wiser to 


Then there is the man | 
is naturally observant | 


| seek to find better methods | 
| than to try to avoid them, as 


some business men seem to do. 


sales manager will have one difficult bit of selling that 
he must put over, whether he can sell mill supplies or 
not; he must sell his sales force on the idea that he knows 
his stuff and that what he says must go absolutely. 


Referring again to football: One 
of the most radical changes in style 
of play that has ever been intro- 
duced was that of the flying wedge, 
which, while it lasted, was a strik- 
ing feature of play. The flying 
wedge idea was, I believe, evolved 
and presented by Lorin F. Deland, 
who was not a football player at 
all, although an enthusiastic Har- 
vard fan. Incidentally, Mr. Deland 
wrote a book that is well worth 
reading by anyone interested in sell- 
ing, “Imagination in Business,” pub- 
lished by Harper & Bros. 

Instances might be multiplied 
wherein an outsider has seen things 
in a game or in a business that have 
been overlooked by those more 
closely interested, and has suggested 
improvements that have proven 
highly advantageous. Many a val- 
uable invention has been stumbled 
upon by someone who knew noth- 
ing of the technical phases involved. 

The man on the side lines is often 
best able to determine what is wrong 
with the play and how it might be 
improved. Men have acquired for- 
tunes through their ability to see 
what was wrong with somebody 
else’s business. Men have also ac- 
quired fortunes because they were 
willing enough and wise enough to 
seek and to make use of the ideas 
of outsiders. 

OUTSIDERS’ IDEAS OFTEN REBUFFED 

Many of the ideas for the im- 
provement of a business in the mill 
supply field, as well as in other 
fields, have come from men who saw 
opportunities in their friends’ work 
and called attention to it. It must 
be admitted, however, that such 








The most obvious objection to a sales manager who 
has not made a success of selling is that his men will 
probably know of that fact and sometimes will not accept 
his ideas as practical. When his ideas conflict with 
their own, they will think he does not know what he is 
talking about, and they will have more faith in their 
own methods than in those he wants them to adopt. That 


ideas have often been met with the declaration, “It can’t 
be done.” The first thing some business men seem to 
think of when some friend outside of the business asks, 
“Why don’t you do thus and so?” is that the suggestion 
is foolish because it comes from someone who is not sup- 
posed to know the inside workings of their business. 
Many executives who have built success by their will- 








The Modern 
Mill Supply 


A Service Station 


Keeps Plants Running 
by Supplying Their 
Daily Needs 


The Connecting Link Between 
Manufacturers and Users 


House 


jor 
Industries 


Our Supply House is a 
made-to-order in- 
stitution. It was built 
from the day of its open- 
ing upon the needs of 
the industrial plants and 
other buyers of supplies 
and equipment in this 
section. 

We are particularly well 
organized, therefore, to 
supply your daily needs 
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for practically everything 
in tools, supplies and 
equipment. If an item 
is not in stock, our close 
connection with manu- 
facturers enables us to 
get it for you promptly. 
Let us relieve you of the 
annoying details of mis- 
cellaneous purchasing. 
We can and will save 
you time and money. 
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Just as you put your 
car in the hands of a 


good service station for 
necessary attention, put 
the purchasing for your 
plant in the hands of 
experienced buyers of 
supplies and equipment. 
Our stock, plus our serv- 
ice, will keep your plant 
running. 


Progressive Mill Supply Co. 


Enterprise City, Ohio 











__ This is the seventh inthe MILL SUPPLIES series of Distributors’ advertisements. Mill Supply Houses are urged to make use of these advertisements by 
mailing them to their local industries. Reprints will be supplied printed in two colors on India tint enamel stock carrying the name and address of the distributor 
placing the order. The minimum order accepted is for 500 copies. Prices, f. 0. b. Chicago: 500 reprints, $8.20; 750, $10; 1000, $11.45; 1500, $14.60; 2000, $20.85. 
Address Mill Supplies, 537 South Dearborn St., Chicago. 
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ingness to accept suggestions from others, and their 
habits of open-mindedness, have failed in the end be- 
cause they have eventually become more and more satis- 
fied with their own ideas and with the success already 
achieved. They have gradually hedged themselves about 
with restrictions until no outside ideas could reach them. 

Some men long in authority incline to the opinion that 
they need no outside advice, that they know their busi- 
ness better than anyone else. They forget that knowing 
all about the best business methods of today does not 
mean a complete knowledge of tomorrow’s methods. To- 
day’s best methods will be only the second best tomor- 
row. Just as soon as an executive reaches the point 
where he thinks he knows his business so well that no 
one can tell him anything worth listening to about it, 
that executive has reached the limit of his growth, and 
from that point it will be all down hill for him, and for 
the business, if he controls it. 

I happened to be having lunch with a gray and grizzled 
executive. He had asked another man to join the party, 
and the other man was a professional man, a physician. 
Presumably that physician knew nothing whatever about 
the distribution of manufactured products through a 
wholesale house. He was not expected to be familiar 
with trade practices, and, in a sense, was not, but he was 
a keen observer of men and affairs. He had something 
of the scientist’s curiosity to know how things were done. 
He had been through his host’s plants and warehouses, 
and his eyes had missed nothing of the visible evidences 
of methods and practices. At the luncheon table he be- 
gan to ask questions. He wanted to know why this and 
that were done thus and so. He was ready to assume 
that, as an inexperienced outsider, he must be mistaken 
in thinking certain methods were roundabout or unnec- 
essary, and he wanted the inside explanation or excuse 
for these seemingly unnecessary methods. 

The experienced executive began to explain, but his 
explanations, somehow, did not seem convincing. They 
smacked too much of, “We’re doing this because we al- 
ways have done it,’ or, “I decided long ago that this 
was the best way and we’ve stuck to it.” 

Before we got through it was evident that this busi- 
ness man was sticking to certain old practices without 
having investigated to see whether new methods would 
be better. As an example, he was using no mechanical 
conveyor equipment, and his explanations to the doctor 
of the advantages of moving all stock by hand were not 
convincing. 

“Tt seems to me,” said the doctor, “that you could speed 
up the handling and shipment of orders considerably if 
you would have some clerk, when each order comes, split 
that order up into sections, sending each to the depart- 
ment where it belongs. He would put the same number 
on all the different orders and they would come together 
in the shipping room and be assembled in a bin having 
that number on it. All the different departments would 
be working on an order at the same time instead of each 
taking it in turn, and the order would be ready to ship 
in a very short time. I’ve seen them handle orders in 
about that way in one large house. They have a twenty- 
four-hour schedule on all orders, and usually the orders 
go out in much less time. And then, if you had some 
kind of mechanical conveyors to take stock from where it 
is stored to the shipping room, what a saving in time 
and labor there would be. Wouldn’t it pay you in that 
you would please your customers with quick service?” 

“Well, you see,” said the business executive in reply— 
and he launched into an extensive explanation of what 
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he deemed sufficient reasons for not adopting the sug- 
gested method, the gist of which seemed to be that the 
cost of the change would be heavy and the force would 
have to alter their habits and learn a new system. 

We are not concerned with the reasons a man gives 
for not taking up improved methods, but are a little con- 
cerned with the tendency of men, who, when they reach 
an age where they ought to be most highly efficient, cease 
to search for methods for increasing efficiency, and set- 
tle down to finish their days following the routine they 
established when conditions were not what they have 
since become. 

Out of a hundred suggestions received from outsiders, 
not more than two or three may be worth trying, but it 
would seem wiser to seek to find better methods than to 
try to avoid them. Wouldn’t it be better business to 
look for the advantages of a new method first, rather 
than to try to find enough faults to condemn it without 
even considering its advantages? 

Valuable ideas sometimes come from outside the busi- 
ness, and they usually are to be had for their accept- 
ance. It is a mistaken policy that passes up such ideas 
without analyzing them, assuming that they are imprac- 
tical because they come from an onlooker rather than 
from a participant. 
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SIMONDS CONTEST WINNERS 
Prof. H. F. Walradt Receives First Prize, and W. J. 
Shultz Second in Essay Competition 

The sixth annual Alvan T. Simonds economic essay 
contest aroused marked interest, and a large number of 
excellent essays were submitted. Mr. Simonds is presi-« 
dent of the Simonds Saw and Steel Co., Fitchburg, Mass. 

The subject of this contest was, “Who Ultimately Pays 
the Taxes?” The judges awarded the first prize of $1,000 











ALVAN T. SIMONDS 
to Prof. Henry F. Walradt, Ohio State University, Co- 
lumbus; the second prize of $500 to William J. Shultz, 
financial economist of the National Industrial Conference 
Board, New York, and honorable mention to Harold Cun- 
ningham, Montreal, Canada. 

The judges were Channing H. Cox, former governor 
of Massachusetts, and now vice-president of the First 
National Bank of Boston, and John G. Thompson, assist: 
ant to the president of the Simonds Saw and Steel Co. 
Both are graduates of Dartmouth College, and have spe- 
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ATLAS distributors 
have the goods for the 
MEN from MISSOURI 


Yes sir! When it’s a case of 
‘Show me,” the Atlas distributor 
has plenty to show because the 
ATLAS is ‘‘the goods.’’ 

Above all, it’s POWER that most 
users want—-power to move any 
car under all kinds of circum- 
stances—power that makes one 
man master over any car moving 
situation. 

But if they want more distance per 
stroke, easier operation, and wear 
resisting qualities in addition to 
power,—it just opens more solid 
ground for the ATLAS 
distributor. He has 
facts on all these 
points. He has proof. 
He can show pictures 
of actual cases, and 
cite names and _inci- 
dents galore. The AT- 
LAS distributor has 
the goods for the Men 
from Missouri. 










Here is a cutaway 
view which shows 
the source of greater 
power in the 
ATLAS—the fam- 
ous compound lev- 
erage principle. 
Only ATLAS has 
this developed to 
the nth degree. 
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ol i move the Earth” 


Trade Mark Reg. 








By the way, if you’re a distributor from Missouri, 
give us an early chance to show you. Why not 
write us today. 


APPLETON CAR MOVER Co. 
APPLETON, WISCONSIN 











It started out to safeguard lives— 
and broadened out to safeguard 
profits at operating machines. 


It handled easily and held securely 
in tight places where projecting 
screws balked; where they lost 
their heads or squirmed from the 
wrench’s grip. 


From Allen cold-drawing the 
Hollow Screw got strength for the 
harder strains. It made its way 
into big new fields. After 19 
years, it’s still being “‘discovered”’ 
for new uses. 


With all confidence you can tell 
the prospect this: That the 
“ALLEN” may have been 19 years 
in getting to him, but roughly 
speaking it will give him more real 
help in one year than he got from 
set screws the previous nineteen. 


The Allen Mfg. Co. 


139 Sheldon St. Hartford, Conn. 


BRANCH OFFICES: 


W. C. Stauble R. E. Gregory W. J. McRae 
3360 Pasadena Ave. 816 Mulford St. 320 Market St. 


Detroit, Mich. Evanston, Ill. San Francisco, Cal, 
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cialized in economics. As governor of the state of Mas- 
sachusetts for two years, Mr. Cox was obliged to meet 
pressing problems in regard to taxation, and he has given 
the subject a very thorough study. 
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REDUCTION IN ACCIDENTS 


Number of Mishaps in The Ohio Brass Co. Plant 
Dropped from 156 in 1927 to 20 in 1928 


What can be done in the way of reduction of indus- | 


trial accidents is demonstrated in the experience of The 
Ohio Brass Co., Mansfield, Ohio. By careful attention 
to the very important element of safety in plant opera- 
tion, accidents in that company’s plant were reduced from 
279 in 1926 to 156 in 1927, and to 20 in 1928. This 
good record is due to the co-operation of the manage- 
ment, safety supervisors, safety committee and individual 
employes. 

“Our own experience is sufficient proof to all of us that 
an active interest on the part of all our workers in safety 
will reduce accidents,” wrote A. D. Lynch in a recent 


issue of The O-B Observer, the employes’ magazine of 


The Ohio Brass Co. “The ultimate reduction that may be 
secured by a proper interest, and co-operation on the 
part of each and every worker, would result in an entire 
elimination of accidents, and this is actually what can 
be done, and is being done in many plants today. And 
this is exactly what we expect to do at The Ohio Brass 
Co. in 1929. 

“To reach this goal we must have not only our safety 


supervisors and safety committees interested in and 


striving for absolute safety, but we must have our manu- | 


facturing superintendent and his staff, every foreman | 


and every worker on the job all the time, alert to see and 
remove any hazard before an accident occurs. New men 
must be carefully instructed, shown all the hazards of 
their work and the safe way to do the job. Failure to 
work carefully and safely on the part of any individual 
worker cannot be tolerated if we are to reach our goal.” 


An Unique Exhibit 
The Monarch Metal Co., of Chicago, is planning an 
unique demonstration of its metals at the Power Show 


that is to be held in Chicago, February 12-16. A gas 





furnace will be installed in the booth and bearings will | 


be poured from the molten metal. There will also be 
an exhibition of bearings made from the company’s 
metals. George H. Babcock will be in charge of the 
exhibit. 
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SECOND STEP IN SURVEY 


Progress in National’s Survey to Determine Reasons | 


for Lack of Adequate Net Profits 

George A. Fernley, secretary-treasurer of The National 
Supply and Machinery Distributors’ Association, an- 
nounces that a second request for information is about 
to be forwarded to members of the association in con- 
nection with the special survey to determine the reasons 
for the lack of adequate net profits. 

This survey is being conducted under the supervision 
of Robert L. Hobart of the Wharton School of Commerce 
and Finance, University of Pennsylvania, and will cover 


factors of an internal character, those resulting from re- | 


lations with manufacturers and those resulting from re- 
lations with buyers, that tend to minimize profits. 
The first inquiry forwarded members some time ago 


by Mr. Hobart was of a general character, but the second | 














Grinding Cutters? 























Abrasive Grinding :Wheels 





USE 


of 
S. B. Borolon 


You'll notice the difference in their 


grinding action. 


Abrasive wheels of S. B. Borolon grind 
fast and cool, producing a keen cutting 
edge. They will not burn or draw the 
temper. 


Try one in your own shop, and check its 
action and life with those you are now 
using. 

S. B. Borolon wheels are made especially 
for tocl and cutter grinding. Their 
structure is open and porous—so essen- 
tial to cool operation. 


DIVISION OF SIMONDS SAW AND STEEL COMPANY 
Tacony and Fraley Sts. 
PHILADELPHIA, PA. 
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“FAIRBANKS” 
Hand Trucks 


ALL KINDS’ ALL SIZES 





Truck Casters 





Rigid and Swivel—All Styles 


Wheelbarrows 





For Every Purpose 


The FAIRBANKS Company 
New York 


Factory: Rome, Georgia 


Boston Pittsburgh 


Distribution in All Principal Cities 


WRITE FOR COMPLETE CATALOG 
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ARMSTRONG 
TOOL HOLDERS 














We would hate to run a machine shop without 

ARMSTRONG Tool Holders 
Pau T. Jones, Vice-President, Corinth 
Machinery Co., Corinth, Miss. 


Mr. Jones recently wrote, “We. have been using ARMSTRONG 
Tool Holders for over 20 years and find that they not only do the 
work well, but last. We would hate to run a machine shop, doing 
our general class of work, without these holders.” 

Among your customers you will find that preference for 
ARMSTRONG Tool Holders is almost universal for they are used 
in over 96% of the machine shops and tool rooms. They are staple 
products that enjoy a steady repeat business. You can make large 
profits by pushing the entire ARMSTRONG Tool Holder System 

—by selling cach shop ARMSTRONG Tool Holders for every 
operation on lathe, planer, slotter and shaper. 


There are over 100 sizes and shapes of ARM- 
STRONG Tool Holders pictured and described 
in our catalog B-27. Write for a catalog today. 


ARMSTRONG BROS. TOOL CO. 


‘*The Tool Holder People’’ 
305 N. Francisco Ave. Chicago, U. S. A. 
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will be more specific and seek to obtain definite facts 
regarding conditions surrounding the distribution of 
seventeen different lines. Members of the association 
will be requested for their views regarding the margin 
of profit obtained, whether it is considered satisfactory, 
to what extent they encounter manufacturers’ competi- 
tion, ete. 





Occupies New Plant 
H. M. Harper Co., manufacturer of brass, bronze and 
monel cap screws, nuts, washers, etc., moved into new 
quarters at 2622 Fletcher street, Chicago, January Ist. 
This company was formerly iocated in Evanston, Ill. It 
was found necessary to construct the new and larger 
quarters to take care of expanding requirements. 





New Members of National 

The National Supply and Machinery Distributors’ As- 
sociation announces that the following five companies 
have recently been admitted to membership in that asso- 
ciation: Chandler & Farquhar Co., Boston; Couch & 
Heyle, Inc., Peoria, Ill.; Kendall Hardware-Mill Supply 
Co., Battle Creek, Mich.; Barrett Hardware Co., Joliet, 
Ill., and the Iowa Machinery & Supply Co., Des Moines, 
Iowa. 
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WELDING SAVED THE DAY 


An Interesting and Successful Application of Bronze 
Welding on a Condenser Head 

An interesting application of the oxy-acetylene process, 
recently completed at the plant of a starch refining com- 
pany, convinced the superintendent of that establish- 
ment of the value of a welder and oxy-acetylene welding 
equipment. The head of a condenser used in the refin- 
ing process suffered an 18-inch break and it looked as 
though a serious loss would result. This condenser head 
was an intricate casting and would have been very 
costly to replace. 

The plant welder was called in, and decided it would 
be best to preheat and bronze-weld. Under ordinary 
conditions, preheating cperations are not necessary in 
bronze welding. Owing to the size and design of this 
job, however, the extra precaution was taken. Conse- 
quently, a furnace of loose fire brick was built. The con- 
denser head was placed in the center of this temporary 
preheater, the base of the piece resting on two six-inch 
pipes. The next steps were to clean the crack thoroughly 
with a stiff wire brush and prepare and light a charcoal 
fire under the casting. An asbestos paper covering was 
placed over the job, and the entire casting allowed to 
come to an even temperature. Bronze welding was then 
begun. A standard, high-grade bronze rod was chosen 
and a good quality of flux used to float off impurities. 

After the weld had been completed, the casting was 
allowed to remain in the furnace in a dying fire so that 
cooling would be gradual and uniform. The repair was 
a complete success. 





LARGE GEAR REDUCTION DRIVE 
Unit Placed in Timken Plant by Gears & Forgings, 
Inc., Equipped with Roller Bearings 

Gears and Forgings, Inc., has recently installed a new 
Herringbone gear reduction drive in the plant of the 
Timken Roller Bearing Company, Canton, Ohio. This 
unit demonstrates the practicability of roller bearings 
on equipment of this type. It is completely equipped 


with Timken tapered roller bearings on both pinion and 
gear shafts. 

It was designed and built by Gears and Forgings, Inc., 
to transmit power from a 1,500 horse power (4,000 horse 
power peak loads) A. C. motor at 360 r. p. m. to two 















Bearing Gear Reduction Drive 





Roller 


stands of 28-inch bar mills. It is interesting to note 
that two eight-foot fly wheels, each weighing 16,000 
pounds, are mounted on the pinion shaft to take care of 
the peak loads resulting from the mills. Gears and 
Forgings, Inc., is at present building a 1,000 horse power 
Herringbone reduction unit for a seamless tube piercing 
mill for Timken’s new tube mill, and a Herringbone gear 
tandem sheet mill drive for the new tin mill of The Co- 
lumbia Steel Mill, Pittsburg, California. 
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Leather Belt Club Party 


The annual party of the Leather Belting Club of Chi- 
cago, held in the Bal Tabarin, Hotel Sherman, Tuesday 
evening, January 22nd, was largely attended and very 
enjoyable. Officials and employes of firms which are 
members of the club, their ladies and guests, enjoyed a 
fine dinner, cabaret entertainment, a costume cotillion 
and general dancing. Numerous favors were given. The 
club went to great effort and considerable expense to 
make the affair a success. Members of the committee 
in charge of the party were T. R. Claffy, W. H. Salisbury 
& Co., Inc.; Charles A. Steele, Page Belting Co., and 
Stuart E. Ullmann, Chicago Rawhide Mfg. Co. 


HO 


Business for Blacksmiths 


In spite of automobile competition, the horse still sur- 
vives on Chicago streets and the city’s blacksmiths do 
a total business of $1,400,000 annually, Robert Falconer, 
editor of the official organ of the Blacksmiths’ National 
Protective Association, declared at a recent meeting of 
the association. “There are still 18,932 draught horses 
in Chicago,” he said. 





New Structural Steel Suggested 


““A new structural steel has been suggested by a Ger- 
man metallurgist,” states The Iron Age. “It is a copper- 
chromium alloy steel. According to Dr. E. H. Schulz in 
a recent issue of Stahl und Eisen, a steel containing 0.50 
to 0.80 percent copper, about 0.40 percent chromium, 
0.15 percent carbon, 0.25 percent silicon and 0.80 percent 
manganese possesses all the valuable properties of a 1 
percent silicon steel for structural purposes, even if 
rolled into the heaviest shapes or widest universal flats. 
The author mentions that its preparation is unattended 
by the difficulties met with in casting and rolling the 
silicon steel * * * The steel is easily welded and resists 
corrosion far more than copper-bearing carbon steel.” 
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Strength 


Accuracy 


Finish 


Complete 
Line of 
Cap & Set 
Screws, Nuts 
: and Milled 

Studs Shipped 

Promptly from 

a Stock That’s 
Always 


20,000,000 
or More— 
1020 S.A.E. Steel 


‘ONLY A JOBBER CAN 
GET JOBBER DISCOUNT”’ 


“The Cleveland 
Wrought 
Products 

Co. 


West 58th St. at Denison Ave. 


Cleveland, Ohio 











DIXON’S 
BELT 
DRESSING 


Leather, rubber, and fabric belts all grip 
better when treated with Dixon’s Belt 
Dressing—and, this aid to longer belt life 
and better operation ‘‘goes on’”’ without 
the slightest danger of ‘‘clogging’”’ or 
harming the finest belt. 


Its handy stick form permits belt dressing 
without the stopping of machinery. To 
use, simply tear off part of the paper 
around the stock, grip firmly in the hand 
and hold it on to the moving belt. No 
loss of time—no dirt—no slipping belts— 
and, in addition Dixon’s ‘‘food for belts”’ 
will keep belts in perfect condition. If 
belts are exposed to steam, spattering 
water, chemicals, or heavy dust condi- 
tion, recommend 


Dixon’s Traction Belt Dressing 


A special paste dressing made especially 
for this type of service. 


Dealers should stock these _ well- 
known Dixon Belt Dressings. They 
are quick sellers and are well adver- 
tised. Write for further information 
as to prices and discounts to Dept. 
71-0. 


JOSEPH DIXON CRUCIBLE COMPANY 
Jersey City Xt New Jersey 


Established 1827 
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Relations With Representatives Of 
The Manufacturer 


Several Distributors, Replying to National Association Query, 
Discuss Their Experiences and Methods 


The National Supply and Machinery Distributors’ 
Association recently communicated with a number of its 
members who are prominent distributors in various sec- 
tions, in order to ascertain their methods of co-operating 
with manufacturers’ representatives. This survey was 
conducted because a number of members had experienced 
difficulty in arranging to take advantage of the co-opera- 
tion offered by manufacturers’ special representatives 
without interfering with the efficiency of their own 
salesmen, according to George A. Fernley, secretary of 
the association. 

Following completion of the survey, Secretary Fern- 
ley sent to members a composite report of the replies 
received from those to whom the query was sent. The 
various statements are reproduced as follows: 

% x *% 

“Our method has always been to make use of the 
manufacturers’ representatives as much as we can. There 
are times when there will be quite a rush of these men 
at one time, and it is a little awkward, but, as a rule, we 
are able to so portion out the time of our men to go 
with them that it does not interfere with their regular 
trips, and we believe the result is beneficial both to us 
and to the manufacturers. 

“Some of these manufacturers’ representatives are ex- 
ceedingly capable, and, as a rule, know their own lines 
thoroughly, so our men get a great deal of assistance 
from them in calling on the trade with them.” 

* % % 

“Co-operating with manufacturers’ representatives is 
a question that causes considerable embarrassment at 
times. Our method is as follows: 

“We have a sales meeting once a month, at which we 
have a manufacturer’s representative present, who talks 
to our salesmen on his particular line. The next month, 
we specialize on the commodity discussed, and each sales- 
man arranges his time so he can take the special sales- 
man with him for a couple of days. By this means 
the manufacturers’ representatives bring their particular 
lines to the attention of prospects, and also obtain sales 
information which is of value in discussing the line at 
future times. After we have thoroughly covered the 
line, and the manufacturer’s specialty salesman becomes 
familiar with the territory, we ask him, so far as pos- 
sible, to work by himself. In other words, if we do not 
have any special inquiries or subjects to follow up, we 
give him a list of customers whom we think might be 
interested in the line and can be best interviewed by a 
specialty man. 

“We endeavor to have all specialty salesmen advise, 
prior to the time of their calls, when they will be in our 
territory. We then inform our salesmen, and in most 
instances we find that each has one or two prospects 
where he can use the specialty man’s service. Of course, 
these remarks apply to the specialty salesmen who repre- 
sent the major lines in which we are interested. We do 
have quite a few specialty men representing the minor 


lines who wish to take the time of our own salesmen, but 
we discourage their actual calls with our men so far as 
possible, and try to make them solicit the trade them- 
selves.” 

* * * 

“Relative to our method of co-operating with the manu- 
facturers’ special representatives, we have adopted a plan 
which works out reasonably well. When a factory repre- 
sentative comes to our city, and is unacquainted with 
the customers or territory, we ask our salesmen to intro- 
duce him to their trade. On his subsequent trips he 
works out of our office, but does not work with our sales- 
men. 

“We were obliged to adopt this policy, otherwise our 
salesmen would be introducing special representatives 
practically all of the time. When a factory man calls 
and is familiar with the territory, we give him a list of 
the factories on which he is to call, together with the 
names of the buyers. He then introduces himself, and 
of course makes known the fact that we represent his 
company in this territory and carry a stock sufficiently 
large for their normal requirements.” 

*% * * 

“The writer believes this is a very important subject. 
It has always been our policy to try to co-operate with 
the manufacturers we represent 100 percent. We have 
always welcomed any help they could render us through 
their representatives. Something over a year or so ago, 
however, we awakened to the fact that our men were 
spending entirely too much time with these representa- 
tives. In one case, one of our salesmen did not have an 
opportunity to cover his territory alone for several weeks. 
We therefore began to watch the situation, and have 
gradually worked with the thought in mind of reducing 
the amount of special representation to a reasonable de- 
gree. 

“This has been accomplished by instituting the rule that 
none of our salesmen are to work with any manufacturer’s 
special salesman without the sales manager’s permis- 
sion. It is up to the sales manager to schedule the work 
for all manufacturers’ representatives. We request the 
manufacturers to advise us as far ahead as convenient 
as to the time they expect their representatives to be 
with us. If we find several manufacturers expect to 
work with us about the same time, and believe we would 
be inconvenienced, the writer may advise one or two of 
the manufacturers to postpone their representatives’ trips 
until it will be more convenient for us. We believe manu- 
facturers’ representatives can do a lot of good, and wel- 
come their work up to a certain point, but good judg- 
ment and careful thinking should govern the amount of 
time they spend with a distributor’s salesman.” 

* *% * 

“Regarding manufacturers’ representatives working in 
conjunction with our own organization, we have now 
adopted a plan of making it very plain to the manufac- 
turer of any specialty we may take on, that we will co- 
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Centrifugal Force 


Takes Up the Wear 


What this means in an air pump can 
best be realized when the work that 
these machines will do is compared 
with other old style air pumps. 


LEIMAN Pressure | 
ae" AIR SSS PUMPS | 
ROTARY & Gas 


NEW SERIES 


are noted throughout the industrial world for 
this exclusive feature which means long life, 
efficiency, power and dollar value. 





They scoop up the air and take up their own wear. 


nem efi Direction of rotation Every factory can use this 





NOISELESS— EFFICIENT — POWERFUL 


air pump for any one of hundreds of purposes 





For operating many kinds of AUTO- Fuel oil burning outfits Feeding paper in printing 

MATIC MACHINES and DEVICES. Operating gas furnaces presses | 
AGITATING PLATING  SOLU- Testing gas meters Feeding labeling machines | 
TIONS means quicker and more dur- Raising gas pressure All sorts of testing and ex- | 


able plate. SAND BLASTING can Gasoline service pumps 
be done only with a POSITIVE Cleaning dust from intricate 
PRESSURE BLOWER — no other _ ™achinery parts 


Sand blasting machines 


perimental work | 
All sorts of automatic ma- | 
chines and devices | 


~0 gives satisfaction like Leiman Vacuums sheanian Priming pumps | 
ein ; Agitating liquids Banding machines | 

Pisig hee WITH — pet OIL rs forg- Blowing chips and stampings Wrapping machines | 
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pre-heating, glass bending, not to mention a from machine tools : Blowing balloons 

host of other uses. Filling bottles and containers Singeing cloth 


Gar utoins L E { M A N B R O S. . oni ™ | 
MAKERS OF GOOD MACHINERY FOR 40 YEARS 
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Made of refined malleable iron with brass seat inserted 
in place by powerful pressure so that it cannot become 
detached. 


Approved by Underwriters Laboratories 


ILLINOIS MALLEABLE IRON CO. 


CHICAGO, ILL. 
Manufacturers Full Line Iron Pipe Fittings 


When writing to Advertisers please mention Mitt Suppiies 


Pe 


Se BAL! 








EE 





February, 1929 


PIPILLES tot 





operate with him and his representatives up to a certain 
point, but that we cannot have representatives working 
continually with our salesmen. We have found that by 
giving manufacturers’ representatives a list of the names 
of permanent users of the line their company manu- 
factures, they are very often able to accomplish better 
results by working alone.” 

“As to how we co-operate with manufacturers’ special 
representatives, it is true that we do distribute ex- 
clusively a number of lines, and manufacturers send their 
salesmen to work with us to properly introduce these 
lines. In some cases, the salesmen who represent the 
manufacturers know the line, and in other cases we find 
that some of them are not very well posted, which, of 
course, is detrimental to both companies. 

“On any of our exclusive lines, if a manufacturer sends 
a representative into our territory, we always ask the 
latter to advise us a week or ten days before he calls so 
that we will not have too many manufacturers’ repre- 
sentatives on hand Monday morning. On his arrival we 
use our best judgment in sending him around with our 
salesmen, for the reason that so many manufacturers 
have salesmen calling and wanting to work with us that 
too numerous calls sometimes become obnoxious to the 
customer, consequently good judgment should be used.” 

% oo % 

“We strive at all times to co-operate with manufac- 
turers’ representatives, whether they are permanently 
located here, or put in their appearance three or four 
times a year. Sometimes we do have a little difficulty 
in keeping them busy, particularly when they come in 
numbers in excess of our sales people. This, however, 
does not happen very often. It just so happens that there 
is a factory representative coming to our store tomor- 
row. He has notified us in advance, and we have ar- 
ranged with our salesmen to keep him busy for the bal- 
ance of the week. 

“Tt is rather difficult for us to give any advice to the 
members experiencing difficulty other than that they 
should try to impress upon manufacturers’ representa- 
tives that they should notify the distributor a week in 
advance of their arrival, so he may make proper arrange- 
ments with his salesmen to keep the representatives’ 
time occupied during their stay. 

* % * 

“We do not use representatives from the manufacturers 
any more than is absolutely necessary. When new goods 
are being introduced, it is often desirable to have a 
representative from the manufacturer, but, generally 
speaking, we want our own men to be able to demonstrate 
the goods and not rely upon representatives from the 
manufacturers.” 

* * * 

“The problem of taking care of manufacturers’ repre- 
sentatives who call on us with a view to assisting our 
salesmen, is often difficult. These calls sometimes become 
so numerous as to greatly interfere with the regular pro- 
gramme of our men. We recently have had to make it 
a rule that our men proceed on their regular programmes. 
When a special representative is to be taken care of, he 
goes out with a salesman, and gives his talk after our 
man is finished.” 

% 

“Our company, like many others, meets many manu- 
facturers’ special representatives. Discrimination is 
necessary. Some we are very glad to have, and give them 
all possible co-operation. Others we invite to speak at 


our salesmen’s meetings, and the remainder we do not 
consider, as some of these latter representatives do not 
render any beneficial service.” 
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HUSKY IN ITS NEW HOME 


Wrench Manufacturer Now Occupies Plant in Ke- 
nosha, Wis., on Shores of Lake Michigan 

Husky Corporation, formerly the Husky Wrench Com- 
pany, has moved into its new home in -Kenosha, Wis. 
The company, which was formerly located in Milwaukee, 
changed its name on January Ist. 

The new plant is situated on a beautifully laid-out 
: eleven acre tract on 
the shores of Lake 
Michigan. The fac- 
tory building con- 
tains 40,000 square 
feet of floor space. 
It was constructed 
of brick, concrete 
— ; and steel, is well 
——, ad lighted and _ venti- 

The New Husky Plant — pe 
chinery for use in manufacturing Husky socket wrenches 
and other products of the company. 

In front of the factory building is a large, attractive 
office building. Just inside the entrance to this building 
is a large room, set aside for customers and others visit- 
ing the plant to see how the company’s products are 
made, and for other purposes. In this room is a perma- 
nent display of all Husky products. 

According to the company, the enlarged facilities 
enable it to produce other lines it has desired to manu- 
facture for some time. 











RANDOM NOTES OF INTEREST 


Quotations from Other Publications on Lubrication 
and Window Lighting 

“The importance of good lubrication is shown by tests 
run in automobile cylinder blocks with irons of various 
hardness,” states an item in American Machinist. “The 
softest iron, well lubricated, stood up much longer with- 
out undue wear, than did very hard iron inadequately 
lubricated. Strong, close-grained iron is very desirable 
in most machining. But good lubrication is even more 
necessary. Without an oil film constantly between the 
bearing surfaces, undue wear is bound to occur.” 

“The application of efficient and artistic lighting ef- 
fects to show window displays will increase the number 
of people who will stop and look by nearly one hundred 
percent for ordinary white lighting and by about 155 
percent for colored lighting effect,” said George L. Hall 
at a recent meeting of the National Business Conference, 
according to an abstract of his address published in Jn- 
dustry. ‘People, like moths, are attracted by light. Col- 
ored light has an even greater attraction value. Until 
recently, there has been but little advantage taken of 
the greater drawing power of colored lighting, due partly 
to a lack of understanding of the effects possible to at- 
tain and the methods used in obtaining them, and partly 
to a lack of equipment particularly applicable to show 
window lighting conditions. With the development in 
recent years of lighting equipment which has been de- 
signed to produce not only efficient but artistic lighting 
effects in store windows, we are now able to duplicate 
in them the attention compelling effects obtained on the 
theatre stage.” 
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Vietor 
ligin Speed Steel 
Blades A 


Head - Shoulders Above the Rest 


These new Victor Blades have so completely answered every 
possible cutting requirement in machine shops throughout 
the country, that mechanics are pushing VICTOR by their 
increasing demand for these blades. 


VICTOR HIGH SPEED STEEL HACK SAW BLADES 
when used for power work, will exceed your highest expecta- 
tions for fast cutting and enduring qualities. They are head 
and shoulders above the field by comparison. 


Write us about your cutting problems 


VICTOR SAW WORKS, Inc. 
Middletown, N. Y. 











A NAME THAT 
HELPS THE JOBBER 


New 








Because 


Users are quick to recognize the NEW 
BADGER—and the fact that because 
of the compact design of the NEW 
BADGER, it stays on the rail, and 
follows up the wheel quickly and easily. 
No time is wasted in getting the Mover 
in position for the next stroke. 





This is just another feature of NEW 
BADGER construction that helps you 


sell more of them. 








THE ADVANCE SAFETY CAR WRENCH— 
a safety device for opening hopper bottom cars. 
Well constructed—durable—safe and easy to 


handle. 


Write for catalog and jobbers’ discount sheet. 


ADVANCE —_ _— COMPANY 


Appleton Wisconsin 

















New Badger 





Car movers 


** SLIP PROOF” 


When writing to Advertisers please mention Mitt Supp.tes 
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Chips 
Here lies a young salesman named 
Phipps, 
Who married on one of his trips 
A widow named Block, 
Then died of the shock 
When he saw there were six little chips. 


* * Kk 
Can What They Can 

English Tourist — “Pardon, sir, but 
what do you do with all that corn?” 

American Farmer—‘Well, we eat 
what we can, and what we can’t we 
can.” 

Englishman’s Wife 
say, John?” 

Englishman—‘He said, they ate what 
they could, and what they couldn’t they 
could.”—-The Live Wire. 


* * * 


“What did he 





Go You One Better 
There never was a product made 

(The truth you must confess) 

But what some bird can make it worse 

And sell his junk for less. 

* * * 
A New Slogan 

You have undoubtedly heard the 
slogan, “Milk from Contented Cows.” 
Well, the South goes this one better 
with an ad that reads: 

“Fresh Sausage from Pleased Pigs 
that Made Perfect Hogs of Them- 
selves.”—Painter and Decorator. 

Show This To Your Wife 

A harrassed and weary-looking man, 
the personification of genteel poverty, 
paused before the window which had 
been hired by the humane society. In the 
center was a picture of a large, furry 
animal, with a woebegone expression on 
its face. Underneath was a placard: “I 
was skinned to provide a woman with 
fashionable furs.” 

For a moment the tired expression 
gave way to one of sympathy, as the 
man muttered: 

“T know how you feel, poor chap. So 
was I.” e ‘ a 

Uncontrovertible Evidence 

The preacher was at ease after serv- 
ice Sunday night. 

“Many folks in church?” said his 
wife. 

“Yes, good attendance—and a 
stranger was present but I did not see 
him.” 

“But how do you know?” 

“There was a dollar bill in the con- 
tribution box.” 





Ain't It a Grand and Glorious Feelin’? 


By BRIGGS 














THEN You ARE HANDED 
TELEGRAM FROM YOUR FIRM 
ER AND SEE 
CLAY TON VILLE 


WHEN wiTH A LIGHT AND HAPPY AND 
HEART You PAY YoUR HOTTER Bit 
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“DISREGARD ALL PREVIOUS 
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And the Mistress Swooned 
“Now you understand, Bridget, the 
jelly’s to be served next to the last.” 
“But faith, missus, ye told me the 
bloomin’ stuff was moulded, so I 
throwed it out.” 


Indeed! 

“They tell me Smith had quite a 
scrap with his wife last night.” 

“What was wrong with him?” 
“T didn’t hear.” 

“Liquor, do you suppose?” 
“No, she licked him.” 
No Pleasure Either Way 

Two old Scotsmen sat by the road- 
side, talking and puffing away merrily 
at their pipes. 

“There’s no muckle pleasure in smok- 
in’, Sandy,” said Donald. 

“Hoo dae ye mak’ that oot?” ques- 
tioned Sandy. 

“Weel,” said Donald; “ye see, if ye’re 
smokin’ yer ain bacca ye’re thinkin’ 0’ 
the awfu’ expense, an if ye’re smokin’ 
some ither body’s, yer pipe’s ramm’t 
sae tight it won’t draw.” 





Very Much Alike 
“T am a woman of few words,’ 
nounced the haughty mistress to the 
new maid. “If I beckon with my finger, 


’ 


an- 


+ 2] 


that means ‘Come. 

“Suits me, mum,” replied the girl 
cheerfully. “I’m a woman of few words, 
too. If I shake the head, that means ‘I 
ain’t comin’.” 

The Dead Come to Life 

Bellhop (after guest has rung for ten 
minutes): 

“Did you ring, sir?” 

Guest: “Hell, no! I was tolling; I 
thought you were dead!” 

Good Reason for Stopping 

Betty was milking the cow when a 
mad bull tore over the meadow. To the 
astonishment of others who had fled to 
safety, the bull stopped within a few 
yards of the milking maid, turned and 
ran away. 

“Weren’t you afraid? 
run away?” they asked. 

“He got scared,” returned Betty. 
“This cow is his mother-in-law.” 


Why did he 
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It takes es outright and intentional abuse to 
break this improved type of Hack Saw Blade 


\ THAT happens to 60°% of the Hack Saws in use? 

They break before they deliver a fraction of theit 
possible use. That’s why we developed TRIPLE-IFE 
a Hack Saw Blade that positively can’t be broken by the 
most severe service. 

We guarantee them by the broadest guarantee ever 
put behind a Hack Saw . . . we will replace every TRIPLE- 
IFE free of charge that breaks in service. 

“TRIPLE-IFE” Hack Saw blades are made of the 
highest grade alloy steel and are uniformly heat-treated 
to deliver gruelling service. They will materially decrease 
your hack saw bills by eliminating the chief source of 
waste—BREAKAGE. 

Naturally they cost slightly more—not any more, 
however, than the interest on the amount of money they 
save. 


JOBBERS ... Your 
territory may still be 
open. Ask us about 


pid aca sales TRIPLE = IFE 


' BHACK SAW 
The Arion Steel Co. Boston, Mass., U.S.A.| | BLADES 
































Industries Buy 
this Handle 


because 


It Saves Time 
and Labor 


CLASS B 









Class B—1 to 20 Ibs. 


atented 
} Apr. 24, 
A trial of the SHUR-GRIP Solder Iron Handle 1923 
usually leads to its adoption as standard equip- No. 
ment, and profitable sales for the dealer. That’s 1453082 


the secret of making this specialty pay good 
profits. A simple demonstration is all that is 
necessary. It screws on—is rigid--and stays on until unscrewed, Order 
a dozen samples for your salesmen. 

Class C—20 to 70 Ibs. 


Study This 


Picture 





The hardened steel die cuts a thread on stem of solder iron. Nothing but 
unscrewing can loosen it. Arrows indicate opening through which heat 
escapes. Made in three sizes for 1% to 12-lb. irons. 


ACO< VC uUmmnx 
> Teas Spmawn 


Fotpers SENT ON REQUEST 


Sidelug—40 to 150 Ibe. Hyro Mfg.Co.,Inc., 205 VarickSt., NewYork 


Genuine Nason Steam Trap (Also Manufacturers of Shur-Grip File Handles) 


or several of them 
Best Since 1841. Write Us 


NASON MANUFACTURING CO. & Is | U ik = & R I Pp 


Steam Specialty Specialists 


71 Fulton St., New York SOLDER IRON HANDLE 
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A Successful Man’s Maxims 


Establish your dependability and your credit. 


ticular but not critical. Maintain poise. Avoid the 
negative. Remember thoughts are things. Be content 
but not satisfied. Hold your temper and your tongue. 


teliability rates ahead of ability. Divide liberally with 
your associates. Master details, but never let details 
master you. Happiness is largely a state of mind.— 
Hardware World. 


Distributing Catalogues Effectively 

“Getting out a catalogue is only half the battle,” states 
Harry L. Bird in Class & Industrial Marketing. ‘Unless 
the new book lands on the desk of the purchasing agents 
and engineers and executives whose fountain pens you 
want to coax to the dotted line, all your efforts are in 
vain. Securing distribution is just as big a problem in 
connection with a catalogue as it is with a product. If 
your catalogue is soundly planned—if it sells as well as 
tells—then the more of them you place in the hands of 
logical prospects, the lower the catalogue cost per sale 
will be.” 

A Tiny Electric Motor 

“The smallest electric motor ever built is one-third 
of an inch high, weighs about a quarter of an ounce and 
operates at 400 revolutions a minute,” states an item in 
Southern Power Journal. 

“This Lilliputian machine, which stands as tall as a 
housefly, is made of gold, silver, and iron, and consists 
of fifty-eight parts, most of which were made with the 
use of a jeweler’s magnifying glass. Drills for the tiny 
screw holes were made from small darning needles. 
Fourteen carat gold was used for the binding posts, pul- 
leys, brush holders and the yoke; silver for the base and 
iron for the armature and field pieces.” 


It Fits Us All 

An advertising manager recently said some pointed 
things that are worth repeating. 

“Successful advertising writers today,” he said, “are 
rewarded for their ability to boil and parboil news and 
ideas down to their very essence. The successful ad- 
vertiser has learned that it is sounder psychology to 
snatch the one dominant idea about a subject and to 
concentrate attention on that idea, rather than to pile 
up a mass of ideas in a top-heavy, confused and easily 
forgotten message.” 

Doesn’t that apply to salesmen, letter writers, win- 
dow trimmers, editors and public speakers just as much 
as it does to advertisers ?—Hardware Dealers’ Magazine. 


Electric Blower of Great Value 

Another electric tool that is of great value is the 
blower. For cleaning around any wood-working ma- 
chine, this little “whirlwind” can get more dust out of 
crevices and hidden cavities than a score of the old hand 
bellows could do, working simultaneously. These electric 
blowers are a good thing around motors. If a motor can 
be kept free from the dust of machine rooms, that natur- 
ally draws in, its life between shut-downs will be greatly 
lengthened. This dust gradually coats over the wind- 
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ings, causing them to heat and the insulation to burn; 
and this dust will collect between the windings and the 
rotor where it acts exactly like a powerful brake in 
lowering the speed.—James Reed in “The Wood-Worker.” 
Order for Steel Railway Ties 

A new use for steel is seen in a recent report from 
London to the effect that an initial order for 70,000 steel 
railway ties, constructed from 5,000 tons of steel, had 
been placed by the Southern Railway Company with a 


3ritish firm. A ton of steel costs $55 and builds four- 
teen ties. 


Concerning Bronze Welding 


A distinct advance in metal working has been made 
by the Simplex Flux & Solder Company, Cleveland, in the 
development of a combination powder and flux. Two dis- 
similar metals are joined with a metal filler that is 
foreign to both, without destroying the base structure of 
any of the three. The process, as reported by the Iron 
Trade Review, is known as bronze welding, as the filler 
rod used in the welding process is of bronze. By using 
the new materials it is said that cast iron can be success- 
fully welded to steel. 


Breaking the Rules to Win 

“In business many of our unfair practices are blamed 
on the buyer,” states Charles F. Abbott, executive direc- 
tor, American Institute of Steel Construction, in an ar- 
ticle, “Selling Code is Prime Need,” which appeared in 
Hardware Age. “But we must not forget that most of 
the unfair tactics used by the buyer were taught him 
by the over-anxious seller, who is now being confounded 
by tricks of his own creation. 

“Who can deny that it is unfair for a seller to submit 
a second and lower price when the order rightfully be- 
longs to a competitor? Or that it is improper for a 
manufacturer to solicit business from jobbers and then 
go directly to the jobbers’ customers with prices as low 
or lower than those established for the jobbing trade? 

“The acceptance of a standard selling code is essential. 
Eventually this need will be recognized. Little men 
think themselves wise when they take an hour to figure 
out how they can beat out a competitor. Big men are 
continuously searching for ideas that will build up their 
business. Herbert Casson once stated that in business 
as in golf it is only the unskilled amateurs who have to 
break the rules to win; and in both golf and business 
they are soon found out.” 


The Profit System 

If your goods are acceptable, or your services useful, 
you will receive a profit. If, on the other hand, your 
fellow-creatures decide (wisely or unwisely, it makes no 
matter) that they do not want your goods, or that they 
will get on better without your services, then you will 
make a loss. The profit-making system is the only one 
under which the consumer can be perfectly sure of ob- 
taining the article he wants—any other scheme can only 
mean that he will have forced upon him the article which 
somebody else thinks he ought to want. 

Working for a profit on an individualistic system also 
ensures that the people who receive the goods are the 
same as those who pay for them—a very important point. 
Based upon the interests of the consumer, it is the only 
system under which the consumer can ever stand a 
chance. We can make no money, we can do no good, 
unless we can persuade others to accept our services at 
the value that we and they jointly place upon them.— 
Ernest J. P. Benn, “The Confessions of a Capitalist.” 
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See Our 


Demonstration 
At the Chicago Power Show 


ISITORS at the Chicago Power 
Show, to be held February 12-16, 


will see a practical demonstration of the 
pouring of Monarch Bearing Metals, in 
our Booth No. 302. Finished bearings 


will also be exhibited. You are invited. 


DISTRIBUTORS: Write for Sales Proposition. 


MONARCH METAL COMPANY 


Established 1895 
119 South Lincoln Street Chicago 


Manufacturers of MONARCH BALL, the ‘Steel Process Babbitt,” 
and QUAKER METAL, the *‘Ladle Bronze.” 
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The Valve with the Reversible Disc & Seat 


Seat and disc of Nicu- 
lanium—a hard, tough, close- 
grained nickel alloy—resists 
effectively the cutting, wear- 
ing action of high tempera- 
tures and pressures, that is 
one factor in the economy of 
Reverso Valves. 


To this is added the re- 
versible feature. When one 
side wears both disc and seat 
reverse and you have the life 
of another valve with no 
extra expense. 
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But this is not all of Reverso’s 
vitality as disc and seat are easily 
regrindable. 


Reverso is a valve unexcelled 
on steam, water, oil, air or gas. 
For other features, types, sizes 
and prices, ask for new bulletin 


No. 17. 

en atte REVERSO:—Bronze body for 
HAIL P {| | 200 Ibs. pressure. Total tempera- 
' a III ture 550 deg. F. 

; IROVERSO:—Iron body for 


150 lbs. pressure. Total tempera- 
ture 450 deg. F. 


THE D. T. WILLIAMS VALVE CO. 
CINCINNATI, OHIO 














A Size for Every Need! 


A good tool grinder is needed every day wherever edge tools 
are used. Sell them to Carpenters, Plumbers, Pattern- 
makers, Mechanics, in shops and garages, and for home use. 


The oldest and largest makers of tool grinders offer you a 
complete line to choose from. Fully guaranteed, attractively 
finished, carefully packed. Write for catalog and prices on 
the grinders that will increase your sales and profits. 


LUTHER GRINDER MFG. COMPANY 
283 South Water Street, Milwaukee, Wisconsin 

















LEATHER 
SEWING MACHINE BELTING 


MADE 


FOR THE 


JOBBING TRADE 


WRITE FOR 
SAMPLES AND 
PRICES 





Western Rawhide “Belting (o. 


MILWAUKEE: - WIS- 
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A NEW WRENCH SET 

J. H. Williams & Co., 400 Vulcan 
street, Buffalo, have designed and 
brought out “Superrench” Set No. 
1950 for automotive brake adjustment. 
A variety of wrench shapes and open- 
ings are required in the adjustment of 
Lockheed Hydraulic, and Bendix, Steel- 





draulic and other mechanical brakes, 
and the ten open-end and four socket 
wrenches in this new set are designed 
to cover all requirements in all popular 
cars, including 1929 models. All 
“Superrenches” are made from chrome- 
molybdenum steel, heat-treated and 
chrome-finished. Every “Superrench” 
is guaranteed against breakage by the 
manufacturer. 
LIGHT DUTY ELECTRIC DRILL 

Van Dorn Electric Tool Co., 2978 
Woodhill road, Cleveland, announces a 
new Van 
Dorn Yy- 
inch, light 
duty elec- 
tric drill. 
This new 
drill is de- 
signed for 
use by auto- 
motive shops, plumbers, 
carpenters, mechanics, and a_ great 
variety of other users. It is not in- 
tended for continuous production drill- 


electricians, 


ing, being designed for intermittent 
work. The drill is light and compact 
and the handle design and reduced 


length adapt it to use in close corners. 
The new drill is equipped with a uni- 
versal motor, operating on either direct 
or alternating current; hardened alloy 
steel gears, chuck, cable and attach- 
ment plug. 
NEW UNION ANNOUNCED 

Walworth Company, Statler build- 
ing, Boston, is offering a new union, 
the Walworth 600-2000, designed to 
withstand the high pressures and tem- 
peratures of modern power and indus- 
trial steam and oil refinery lines. The 
three parts of the Walworth 600-2000 
union are forged from bars of forging 
steel, and the all-forged steel parts 
permit high pressure and temperature 
ratings. Contact made by pressure 
of the forged steel thread-end upon the 
forged steel bottom provides a tight 
joint. The design includes a _ long 





thread connection between thread-end 
and forged steel ring. Long thread 
chambers are provided for pipe con- 
nections, giving added resistance to vi- 
brational shocks and strains. Working 
pressure ratings for the Walworth 600- 
2000 are as follows: Steam, 600 pounds 
at 750 degrees, Fahrenheit; hot oil or 
vapor, 600 pounds at 750 degrees, 
Fahrenheit, and 500 pounds at 900 de- 
grees, Fahrenheit, and cold oil, water 


1 





or gas (non-shock), 2,000 pounds. Serv- 
ice for which the new union is de- 
signed is widely varied. It includes 
service in steam, water, gas, air or oil 
lines where pressures and temperatures 
are high, especially where shock, vibra- 
tion and unusual strains are present, 
as in locomotive service. 
NEW DIE AND TOOL TRUCK 

Pollard Bros. Mfg. Co., Inc., Irving 
Park station, 4034-36 North Tripp ave- 
nue, Chicago, has brought out a new 
truck for moving heavy dies or tools 
about the shop. The truck was de- 
signed to have a height of 35 inches be- 





cause of the fact that the average 
height from the floor to the bolster 
plate of punch presses is approximately 


107 
35 inches. Trays have — sufficient 
strength to carry loads up to 800 


pounds. They are fastened to the posts 
by means of two rivets. Casters are 
made of steel, and have three rows of 
ball bearings in the swivel, and a take- 
up for wear. Wheels, which are semi- 
steel, are turned and mounted on roller 
bearings. The forks are of heavy plate, 
and the diameter of the wheels is 5 
inches. 


REAMER GRINDING ATTACHMENT 


The Black & Decker Mfg. Co., Tow- 
announces 
attachment 


son, Md., 
grinding 


a new reamer 
which grinds 





straight or spiral reamers up to 5-inch 
diameter, 14-inch overall length and 7- 
inch length of blade. This attachment 
provides another use for the %-inch, 
l-inch or 1%%-inch valve refacers, 
namely, that of keeping reamers in 
good cutting condition. The new at- 
tachment is rigid when mounted on the 
refacer. Lever feed provides steady, 
even operation of the carriage. A 
graduated micrometer taper attach- 
ment permits grinding tapered reamers. 
The tapered entering cutter found on 
many reamers can also be ground on 
this attachment. The attachment is 
complete with tool rest, gauge for set- 
ting tooth rest to the correct height, 
and diamond holder for dressing the 
grinding wheel. This attachment fits 
5g-inch, 1-inch and 11-inch valve re- 
facers only. 
NEW REDUCING GEAR 

Winfield H. Smith, Inc., Springville, 
N. Y., has added to its line of speed 
reducing gears the new WHS No. 4D 
reducing gear, with ratios of reduction 
100-1 to 2500-1. This is a double worm 
gear drive having driving and driven 





shafts 


parallel, 
adapted for light conveyor installations 
where a large reduction is required. 
There are ball thrust bearings at each 


and is particularly 


end of the two worm shafts. The gears 
are made of gear bronze, and the 
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‘VERITAS’ 


The 









WHEEL 
DRESSER 
Made in 


Sweden 


SAFE 
SIMPLE 
EFFECTIVE 
EASILY 
RENEWABLE | 
MOST ECONOMICAL | 


The ‘‘VERITAS’’ Grinding Wheel Dresser meets all the 
requirements of a tool for the general dressing and truing 

up of emery, carborundum and other grinding wheels. 
The rol Iconsists of hardened steel plates with ‘‘U”’ shaped 
teeth which keep their sharpness until they are completely | 
worn out. The spindle is provided with a lubricating 
cap. 


We carry a full line of circular files and torches 


Write for catalogue 


SCANDINAVIAN WESTERN IMPORTING CO., Ltd. 
107-109 Lafayette St., New York, N. Y. 


Minneapolis, Minn. Seattle, Wash Montreal, Can. 








1—Group or Individual Drives 
2—Mechanical or Direct Electrical Driven 
3—Belt, Rope, Chains or Gears 


Every Industrial Engineer, Machine Builder and 
Designer must decide these questions for every 
drive in the plant. 


The many advantages of using reliable 
Friction Clutches are well known. 


Moore & White engineers have kept abreast of 
the times by manufacturing a complete line of 
Friction Clutches for every type of power trans- 
mission application being used today. 

Friction Clutches—light or heavy loads. 

Cutoff Couplings—high or low speed ; 
Friction Clutch Pulleys—frequent starting and 


stopping machinery ; 
Friction Clutches for hard-to-start machines. 


THE MOORE & WHITE CO. 
Philadelphia, Pa. 


“Friction Clutch Manufacturers for 44 Years’’ 


Sold by leading dealers in Mill, Mine and Factory Supplies 











What Distributors Should Know About 
‘‘FRICTIONLESS”’ METAL 





On the market for over thirty years. 

Used throughout the mechanical world, in the bearings 
of every class of machinery. 

Made from highly refined metals, amalgamated under 
our special process. 

Lead base, toughened with tin and hardened with 
copper. 

Has a low coefficient o! friction. 

Unexcelled for general railroad and machine shop use, 
and almost universal in its application 

Stands high speeds and severe service. 


Carries our guarantee of satisfaction. 
Write for sample and Distributors’ terms 


Frictionless Metal Company 


1458-60 Collins Street SAINT LOUIS, MO. 








“CHASE” 





Trailers 
for every 
purpose 





THE CHASE FOUNDRY & MFG. CO. 
Columbus, O. 
Ask for Catalogue No. 300 
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worms are of steel, hardened and 
polished. The new reducing gear 
weighs 48 pounds, and because of the 
large ratio of reduction, the actual 
horsepower ratio of this unit is very 
small. 








Trade Literature 
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Leiman Bros., 23 Walker street, New 
York, manufacturers of air, gas and oil 
pumps, sand blasts and machinery, 
tools and work benches for jewelers, 
silversmiths, dentists, artisan metal 
workers, colleges, schools and labora- 
tories, have issued a new catalogue, No. 
28. The catalogue, which consists of 
40 pages and cover, contains descrip- 
tions, specifications, prices and other 
information, and is completely illus- 
trated. The inside front cover contains 
two maps, one of a part of New York, 
which indicates the company’s sales 
rooms there, and one of a part of 
Newark, showing the location of the 
factory. On the inside back cover is a 
map of Lower Manhattan, in which the 
location of the New York sales rooms is 
indicated. This page also presents a 
method for the stranger to find his way 
around New York. 


Bearium Bearings, Inec., 261 Frank- 
lin street, Boston, is issuing a little 
booklet entitled, “Common Sense About 
Bearings,” to engineers throughout the 
country. The booklet is divided into 
six sections, namely: “Bearium Metals,” 


“The Bearing Problem,” ‘Practical 
Application,” “Bearium Policies,” 
“Bearium Products,” and a list of 


typical installations. 
pages and cover, and 
inches in dimensions. 


is 64 by 3% 
William E. Frick 


William E. Frick, president of the 
Frick-Reid Supply Corporation and its 
subsidiary, the new Frick & Lindsay 
Company, both of Pittsburgh, died of 
pneumonia Tuesday morning, January 
8th, in his home in Sewickley, Pa., fol- 
lowing an illness of one week. 

In his early manhood, Mr. Frick was 
associated with The Whitehead Bros. 
Rubber Co., Trenton, N. J., manufac- 
turer of mechanical rubber goods. After 
leaving Whitehead Bros., he joined the 
John A. Roebling’s Sons Co., also of 
Trenton, manufacturer of wire rope, in 
the employ of which he remained until 
1893, when he organized the old Frick 
& Lindsay Company in Pittsburgh. In 
1905 Mr. Frick organized the Frick- 
Reid Supply Company, and continued as 
executive head of both companies until 
June 26th, 1928, when these two com- 
panies were merged under the name 
of the Frick-Reid Supply Corporation. 
He continued as president and execu- 
tive head of the Frick-Reid Supply Cor- 
poration and its subsidiary, the new 
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Frick & Lindsay Company, until his 
death. 

Mr. Frick was always regarded as a 
high type of citizen and an outstanding 
character in his community and his 
field of business activity. He was a 
member and trustee of the Sewickley 
Presbyterian church, a director of the 
Dixmont hospital, Garland Manufactur- 
ing Company and the Bank of Pitts- 


burgh, N. A., and a member of the 
Allegheny Country club, Edgeworth, 


Duquesne and Pittsburgh clubs. 
Mr. Frick is survived by his widow, 


Mrs. Elizabeth Ward Frick; a _ son, 
Richard T. Frick, treasurer of the 
Frick-Reid Supply Corporation, and 


three grandchildren. His elder son, 
William Ward Frick, died in 1918 while 
serving with the American Expedition- 
ary Forces in France. 


Charles H. Doermann 

Charles H. Doermann, president of 
The Doermann-Roehrer Co., Cincinnati, 
died in his home in Covington, Ky., 
Sunday, December 30th. He became ill 
on the Wednesday preceding his death 
with influenza, which developed into 
pneumonia. Mr. Doermann was born 
in Miamiville, Ohio, forty-one years 
ago. His first connection with the mill 
supply business was in 1904, as stock 
boy for the Bell-Smith Supply Com- 
pany, Cincinnati. In 1908 he took 
charge of the quotation department of 
the Acme Supply Company, also of Cin- 
cinnati. 

On February 13th, 1911, Mr. Doer- 
mann started in business with Michael 
Roehrer in a small store at 316 East 
Third street, where The Doermann- 
Roehrer Co. was organized. From this 
small beginning, and under his leader- 
ship, the company has grown to the 
point where it now occupies its own 
building at 450-456 East Pearl street. 
Mr. Doermann was a member of the 
Chamber of Commerce of Cincinnati, 
and the Cincinnati and Gyro clubs, was 
prominent in Masonic circles and was 
an elder in the Madison Avenue Pres- 
byterian church, Covington. He was 
also a director of the People’s-Liberty 
Bank & Trust Company, Covington. 
Mr. Doermann is survived by his 
widow, his mother, and two brothers, 
Albert of Chicago and William of New 
York City. aes 
Charles A. Daniel 

Charles A. Daniel, president of the 
Quaker City Rubber Company, Phila- 
delphia, died at his home in Phila- 
delphia, Monday, December 24th, after 
a brief illness. 

Mr. Daniel spent most of his life in 
Philadelphia. He originally intended 
to make pharmacy and chemistry his 
profession, and, after being graduated 
from the Philadelphia College of Phar- 
macy, started upon a pharmaceutical 
career, but in a short time felt that the 
rubber industry offered a wider field 
of activity. Later, he established the 
Quaker City Rubber Company, manu- 
facturer of mechanical rubber goods. 
He was also successful in originating 
and marketing a number of rubber spe- 


cialties, including Daniel’s P.P.P. rod 
and Ebonite sheet packing. 

Mr. Daniel had a great interest in 
financial affairs and was a director of 
the Philadelphia National Bank. 

Keenly interested in everything per- 
taining to the development of Philadel- 
phia as a manufacturing city, he was 
among the original trustees appointed 
to develop the work of the Philadelphia 
Commercial Museum. He was also a 
member of the Philadelphia Chamber 
of Commerce, the Pennsylvania Cham- 
ber of Commerce, the National Chamber 
of Commerce and the International 
Chamber of Commerce. 

Mr. Daniel was for some time a 
trustee and member of the Grace Bap- 
tist church, Philadelphia, and at the 
time of his death was a member of 
Chelsea Baptist church, Atlantic City, 
in which city he maintained his sum- 
mer residence. He was a member of 
the Pennsylvania Society of the Sons 
of the American Revolution, the Union 
League, the Manufacturers’ club, Union 
Lodge, Number 21, Free and Accepted 
Masons, and Corinthian Royal Arch 
Chapter, Number 250, all of Philadel- 
phia. He is survived by his widow and 
two married daughters. 


William G. Allen 

William G. Allen, one of the found- 
ers of The Allen Mfg. Co., Inc., Hart- 
ford, Conn., and inventor of the Allen 
safety set screw, died in St. Francis’ 
hospital, Hartford, December 28th, at 
the age of sixty-seven years, following 
a long illness. Mr. Allen was born in 
Rockville, Conn., in 1861, and was asso- 
ciated with the Henry & Wright Mfg. 
Co., Hartford, for many years. In 
1920, following the death of D. M. 
Wright, Mr. Allen perfected the Wright 
die machine, and when the company 
was reorganized, he rejoined it as sales 
manager, which position he held until 
the time of his death. He also was 
formerly president of the American 
Specialty Co., and had acted as pur- 
chasing agent for a number of foreign 
machine companies. 


Charles J. Richards 

Charles J. Richards, president and 
treasurer of the Badger-Packard Ma- 
chinery Co., Milwaukee, died December 
17th, following an illness of three weeks 
duration. Mr. Richards was born in 
Manitowoc, Wis., in 1876. He was also 
president of a manufacturing organiza- 
tion, the Richards Machinery Co., which 
he established in 1906. Mr. Richards 
became interested in the Badger- 
Packard Machinery Co. in 1922. 


Charles A. Rassmann 
Charles A. Rassmann, vice-president 
of the Vonnegut Machinery Co., In- 
dianapolis, died recently in his home in 
Indianapolis. Mr. Rassmann, who was 
fifty-three years of age, had been ill for 
a long time. He attended the Indian- 
apolis public schools, and started his 
business career when fifteen years of 
age. In 1910 he became associated with 
the Vonnegut Machinery Co. as vice- 

president and sales manager. 
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507—Stucco or Wall 
Brush. Black China 
Bristle, leather bound, 
natural varnished 
handle—vulcanized 
in hard rubber. Sizes 
3" to 4%" wide. 


405 — Flat Varnish 
Brush. Extra Quality 
Black China Bristle, 
seamless nickeled fer- 
rules, natural polished 
handle—vulcanized 
in hard rubber. Ex- 
cellent brush for all- 
around use. Sizes® 
1%* to 3%" wide. 


441—Oval Paint or 
Varnish Brush. Black 
China Bristle, vulcan- 
ized in hard rubber— 
chiseled. Nickeled 
ferrules. Sizes 154" 
to 2%" diameter. 


456— Oval Sash Tool. 
Black China Bristle, 
chiseled, vulcanized 
in hard rubber, seam- 
less nickeled ferrules, 
natural varnished 
handles. Sizes 4" to 
1%" wide. 


(RIGHT) 

435— Wall Paint Brush. Long 
Black China Bristle, heavily 
filled and vulcanized in 
hard rubber — nickeled fer- 
rules. Sizes 3" to §" wide. 































Good Customers 


Bay Good Brashes 


T usually follows that “repeat 

business” in paint and varnish 
brushes comes from customers who 
place quality first and price next. 
Theydon’t forget where they bought 
“those good Osborn Brushes.” 


In making brushes, Osborn design- 
ers analyze the particular require- 
ments of each type of job. Materials 
are rigidly inspected and each brush 
designed to accurately meet each 
requirement. Osborn Brushes are 
in reality fine tools and because of 
this fact they produce better work 
and stay on the job long after “just 
brushes” have been cast aside. 


Build up a steady “repeat” business 
with good “Osborn Brushes.” 
Complete information will be sent 
promptly upon request. 


ThE OS80RN MANUFACTURING COMPANY 


5401 Hamilton Avenue - Cleveland, Ohio 
Branch Offices: New York + Detroit - Chicago 
an Francisco + Los Angeles 


A BETTER WEARING BRUSH FOR EVERY USE 
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Tue Mitt Suppty SaresMAN Was Founded by Ernest H. Smith in 1922, and Dedicated to the Practical Application of Correct Sales Principles in the 


Distribution of Mill Supplies. 








Information About Files From a User 


This Article Should Interest Not Only Mill Supply Salesmen, 
but the Executives of Their Companies as Well 


I have been using files for a good 
many years and have used nearly all 
kinds, shapes, and cuts, but I never 
gave the file question much thought un- 
til lately. I had my preference of 
makes, of course, but knew very little 
about files in general. 

In the purchase of any commodity, 
exact specifications should be laid 
down. Failure to order what one wants 
through any mistake, oversight, or 
omission makes a lot of bother. Files 
are no exception to the rule. I have 
gathered some information concerning 
files. This information is not intended 
to be exhaustive or complete, but just 
interesting to file users. I have an idea 
this article will look to a file maker 
about like a file maker’s article on saw 
filing would look to a saw filer, but the 
file makers may write a complete file 
article if they choose so to do. 

FILES KNOWN IN BIBLICAL TIMES 

Files, in a certain crude form, are 
ancient. They were known in Biblical 
times, and, perhaps, antedate written 
history. It is mentioned in First Sam- 
uel, 13:21, that the Israelites had their 
mattocks, picks, forks, axes, etc., filed. 
Some of the wild, uncivilized people 
recognize the value of filing to a cer- 
tain extent. It is common practice for 
them to polish and sharpen their 
weapons and ornaments with rough 
stone, shark skin, and fishes’ teeth. On 
that basis we may conclude that the 
art of filing and abrading rose before 
men stopped chasing each other around 
stumps with knotted clubs. Files have 
been dug out of the ruins of neolithic 
Seandinavian mounds, together with a 
high form of stone and metal work. 

The file is a bar of hardened steel 
having sharp teeth on its surface, and 
used for cutting, abrading, or smooth- 
ing hard surfaces. The rasp is a half 
brother to the file, and is chiefly used 
in working soft metals, wood, horn, 
marble, bone, etc. It differs from the 
file in the arrangement and cutting 
of the teeth. The file teeth extend 
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clear across the surface of the bar, 
while the rasp teeth are formed by 
solitary identations. The teeth of both 
the rasp and file are cut at an angle 
with the direction of the bar. 

Files, for many years, have been of 
all shapes, sizes, and cuts. Accord- 
ing to the cut of the teeth, they may 
be single or double cut. The single 
cut file has one set of parallel teeth 
cut at an angle with the length. The 
double cut has a second set cut at an 
angle to the first set, the second set 
usually being of finer cut or closer 
spacing than the first set. The single 
cut files are generally used for saw 
work and filing of a similar nature, 
and both single and double cuts are 
used for shop work. 

Files are classified as to the fineness 
of the teeth and the shape of the bar. 
According to the latter, they may be of 
almost any shape. Regular standard 
shape files are often modified to suit 


a special need. According to the 
former classification, files may be 
rough, middle, bastard, second cut, 


smooth, or dead smooth. Not all files 
are to be had in all of these cuts. 

One of the most important or most 
used files is the mill file. Used for gen- 
eral all-around filing, it is slightly 
tapered, and is also made blunt and 
blunt heavy; mostly bastard, second 
cut and smooth. ‘The bastard cut is 
most used, and seems to be just about 
right for saw work. The edges may 
be square, or the mill file may have 
one or two round edges. These files are 
from three to sixteen inches long. 

Taper files are made of three-square 
sections. The corners are not unduly 
sharp, so they are used a great deal 
for saw work. Some are double cut, 
some single cut. They come slim taper, 
extra slim taper, or blunt, and are 
three to twelve inches long. 

Pit-saw or frame saw files are sin- 
gle cut, four to eight inches long. They 
are made for filing pit saws. 

Cant-saw, cross-cut and hook-tooth 


files are three varieties of shapes for 
filing cross-cut saws, where the filer is 
hard to suit or the saw teeth are of 
peculiar form. All are single cut. The 
cant-saw file is six to ten inches long; 
the others are eight to ten inches. 

Flat files are for shop work and gen- 
eral all-around filing. They are double 
cut, heavy taper, mostly bastard cut, 
some second cut, smooth, and dead 
smooth. They are from four to twenty 
inches long. 

Hand files, intended for shop work, 
have one safe edge, double cut; tapered 
in thickness, but not in width; mostly 
bastard cut. They can be had in sec- 
ond cut, smooth, or dead smooth, and 
are three to sixteen inches long. 

The pillar file is about the same as 
the hand file, but is not so wide and is 
somewhat thicker. It is six to sixteen 
inches long. 

Square files may be tapered or blunt 
and are double cut, bastard. The 
tapered are four to twenty inches long; 
blunt, ten to twenty inches. 

Three-square files are tapered and 
made of three-square sections. They 
differ from the taper files in the shape 
or sharpness of the corners, which are 
too sharp for saw work. They are 
double cut, mostly bastard, and are 
used for sharp angle filing around 
shops. These files are four to twenty 
inches long. 

HALF-ROUND FILES TAPERED 

Half-round files are tapered, double 
cut, mostly bastard, but may be had in 
second cut, smooth, or dead smooth. 
They are for shop use. If finer cut 
than bastard, they are single cut on 
the convex side. They are from four 
to twenty inches long. 

Round files are tapered or blunt and 
are ordinarily double cut. Four to 
twenty inches long, they may be had 
single cut for saw work. These single 
cut round files come blunt and are six 
to ten inches long. 

Crossing files are made for en- 
gineers’ use, and are of double oval 
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section, double cut, bastard, smooth, 
and dead smooth, twelve to sixteen 
inches long. 

Warding files are for jewelers, lock- 
smiths, and machinists. They are 
tapered a great deal in width, but none 
in thickness. They are double cut, bas- 
tard, and four to ten inches long. The 
watchmaker’s file comes as small as a 
quarter of an inch in length. 

PRINCIPAL RASP SHAPES 

I have skipped some of the files as 
needing no comment. The _ principal 
rasp shapes are flat, half round, and 
cabinet, for woodworkers. For other 
work, flat shoe rasps and half round 
shoe and horse rasps can be had. The 
shoe and horse rasps may be one-quar- 
ter or one-half file, tanged or not 
tanged. All lengths of files, from those 
three feet long for engineers’ use, down 
to the tiny watchmaker’s file, are meas- 
ured for length exclusive of the tang. 

Files are made of steel, containing 
usually from 1.25 percent to 1.50 per- 
cent carbon, which is a high percent- 
age, but as files have little demanded 
of them but to bite hard and stay 
sharp, they can contain this amount 
all right. Less carbon would bring the 
steel down to about the level of tool 
steel, and more would increase the brit- 
tleness to such an extent as to make 
the finished file too hard for use. 

The tenacity or tensile strength of 
the steel rises very rapidly as the car- 
bon content is increased until the car- 
bon content gets up to about 1.25 per- 
cent, after which point the tenacity 
falls off very rapidly. As the carbon 
content rises and the tensile strength 
increases, the malleableness and duc- 
tility go down even more rapidly. This 
fact accounts for the extreme brittle- 
ness of files. 

CONCERNING FILE MANUFACTURE 

In manufacturing files, the steel is 
rolled and sheared into neat bars as 
nearly the right size as possible. Then 
the bars or blanks are forged, an- 
nealed, straightened, and made clean 
and accurate by grinding or filing off 
any irregularities. 

It was not until in the nineteenth 
century that file-cutting machines were 
made. Before that files were cut by 
hand. The hand cutter held the chisel 
(which was slightly wider at the point 
than the width of the blank) at a slight 
inclination from the perpendicular—- 
about 14 degrees, as a rule. The blank 
was laid tang and toward the cutter, 
and the chiseling was begun at the far- 
ther end, the blow being struck to- 
ward the operator. After the first cut 
was made, the chisel was lifted to the 
uncut surface and slid away from the 
operator all in the same movement, 
until the side of the chisel touched the 
ridge just made, when another blow 
was struck, and so on. The cutters 
became very dextrous and could strike 
from seventy to eighty blows a min- 
ute, 
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After cutting one side, the file was 
turned over and laid on a piece of soft 
metal or pewter to avoid injuring the 
teeth while the other side was being 
cut. Irregularly shaped files were laid 
in grooves of pewter fitting their 
shapes while being cut. The round and 
half round files required turning from 
ten to twenty times in making each 
tooth. 

FILE-CUTTING MACHINES 

Very little success was had with file- 
cutting machines until the latter part 
of the nineteenth century, although men 
had been trying for a hundred years to 
solve the problem. They had been mak- 
ing the machines in imitation of the 


hand and arm of the human cutter. 
The general principle of the success- 
ful machines is that the blanks are 
laid on a moving table or conveyor and 
passed slowly under a rapidly recipro- 
cating chisel or cutter, which strikes 
measured, accurate blows. 

After cutting comes the hardening, 
and then we have one of the most 
successful tools man has ever evolved. 

Due to the similarity of spelling and 
pronunciation of the word “file” in so 
many languages, the common root be- 
ing supposedly traced back to Indo- 
European, we may conclude that mod- 
ern files were introduced to all the 
world from a common source. 


John Rosey Talks Out 


The Sales Supervisor Speaks His Piece to a Buyer 
Who Was Prepared to Buy on Price Alone 


“Well, what’s on your chest, Billy?” 
asked Old John Rosey, as one of the 
younger members of the sales force of 
the Milner Supply Co. came into the 
sales supervisor’s office one morning. 

One of the reasons for John’s success 
in handling salesmen was his faculty 
for not only detecting the fact immedi- 
ately when one of his men was in the 
doldrums, but also for bringing him out 
of that condition. He immediately di- 
vined the fact that young Billy was 
worrying, and his natural reaction to 
that knowledge was to immediately dis- 
play a cheerfulness that would put the 
young fellow at his ease. 

“Mr. Rosey, this price proposition 
has gotten on my nerves,” Billy replied. 

“Well, let’s sit down, and, by talking 
things over, seek to steady those old 
nerves,” was John’s rejoinder. ‘Now, 
let’s have it. Tell me just what’s the 
matter.” 

“Tt seems that during the last several 
days I have run into more buyers 
who have been bringing in the ques- 
tion of prices than ever before,” said 
Billy. “Only yesterday I was out to 
Carson’s to try to sell them some new 
transmission equipment, as they are 
planning considerable remodeling out 
there. The buyer admitted we carry 
good lines, but claimed our prices are 
much higher than those of two other 
companies attempting to sell him. I 
mustered every argument at my com- 
mand. He apparently remained uncon- 
vinced, but finally he told me to come 
out to see him this morning. 

“Did he set any time for this morn- 
ing’s call?” asked old John. 

“No, he said any time would do.’ 

“Well, then, let’s go out.” 

Billy was somewhat surprised by 
John’s quick decision, but felt rather 
relieved that he could pass the buck to 
the more experienced man, so the two 
got into Billy’s car and rode out to the 
Carson plant, 


’ 


Henry Burden, the buyer at Carson’s, 
broke the ice, so to speak, as soon as 
cld John and Billy entered his office. 

“T’ve decided not to give you that 
order,” he said rather gruffly. 

“Because our prices are higher than 
the other fellows’?” asked Billy. 

“Absolutely,” replied the buyer. “T’ll 
admit your lines are good, but you’re 
just charging too much, that’s all.” 

“T beg your pardon, Mr. Burden,” 
said old John quietly. “But may I 
have a word?” 

“It won’t do any good; I’ve already 
made up my mind on this proposition,” 
the buyer snapped. 

“Well, I’m not going to try to force 
you to buy from us,” replied John, “‘but 
I’d like to call your attention to one or 
two facts that might be of interest to 
you.” 

“Well, go ahead,” said the buyer, 
somewhat mollified. 

“It would be foolish for us to insist 
that we have only one reason for being 
in business, namely, to give customers 
the best possible values they can secure 
for their money,” said John. “Our 
primary reason for being in business 
is that we want to make money—not 
an exorbitant profit, understand, but 
a reasonable profit. And that, Mr. Bur- 
den, is exactly the primary reason why 
your company is in business. 

“T know your company does not be- 
lieve in its dealers cutting the prices 
on its goods. In fact, I have positive 
knowledge that certain dealers who 
formerly handled your line’ were 
dropped because of their propensity to 
slashing prices.” 

JOHN GETS A RISE 

“That’s very true,” interrupted Bur- 
den, “but it has nothing to do with the 
case in point. Here is a situation where 
I can get just as good material for a 
much smaller price, and I see no reason 
for not taking advantage of the oppor- 

(Continued on Page 114) 
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Keep Up-to-Date on Selling Methods 


Veteran Salesmen Must Not Become too Set on Once Successful 
Plans but Must Be Alert to Desirable Changes 


Twenty years ago, thirty-seven days 
were required to paint an automobile 
properly; today twenty-seven hours are 
enough. During the same period the 
automobile speed record has sprinted 
ahead from sixty miles per hour to 
203.8 miles per hour. In 1905 ninety 
million telegrams filed in the 
United States. Last year the number 
was about two hundred million. Some- 
one must have heeded that slogan, 
“Don’t write; telegraph.” Four million 
telephone instruments in 1905 have be- 
come seventeen million, and five and 
one-half million miles of wire have 
become fifty-eight million miles. Only 
six years ago the fastest time on New 
York to San Francisco mail was six 
days. Now it is thirty-six hours. 

Technical operations have been 
greatly accelerated. The mechanism 
of business has increased its speed in 
all directions. Has salesmanship kept 
pace with other operations? Can it 
keep pace with the more mechanical 
operations? Can salesmen sell all that 
machinery can make? 

SELLING METHODS CHANGE 

Salesmen can try to sell the entire 
output. They may succeed and they 
may not, but if they do all they can, 
the rest is up to somebody else. It may 
become a matter of economics, but it 
ceases to be a responsibility of sales- 
manship. But how many salesmen do 
their best? And how many are taking 
notice of the fact that methods in 
selling change along with methods in 
other things? 

We see salesmen retire when they 
do not seem to have reached an age 
or physical condition that should make 
it necessary. They seem to be retiring 
too soon, while still able to handle their 
business and make themselves valuable. 
What we perhaps fail to see is that, 
although they still seem to have plenty 
of energy and mental power, they are 
not keeping up with changing condi- 
tions in selling. 

It is one thing for a salesman to do 
his best to make sales by the methods 
he was taught when he started out on 
the road, and it is another for him 
to do his best to learn all the newest 
methods, and bring his selling system 
up to date. 

It takes a salesman a good many 
years to secure proficiency, and when 
he reaches a point where he feels he 
is going good, he may think he has 
developed a method that cannot be 
much improved. He may stick to that 
method through his “thirties” and into 
his “forties,” and, if so, by that time 
he is getting somewhat set in his ways, 
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and does not welcome suggestions as 
he once did. He may think he knows 
more than anyone else about how his 
work should be done. He may have 
the idea that certain suggested methods 
are only the untried plans of an arm- 
chair theorist. He may even decide 
his sales manager is too far back of 
the firing line to know what the smoke 
of battle in the buyers’ offices smells 
like. 


SALESMANSHIP CANNOT BE A DRAG 

When a salesman begins to develop 
that attitude, he has ceased to advance. 
sticking to old 


He is methods while 





He Keeps Up-to-Date 
the coming generation is 
new methods. He is in the position 
of an automobile manufacturer stick- 
ing to the model that brought him his 
first success while other makers are 
going ahead to improve their products. 
Methods in successful salesmanship 
may not change and improve as fast 
as automobile models do, but they must 
improve, for no branch of business 
operation can stand still while all 
others go ahead, without acting as a 
drag on business. Salesmanship, above 
almost anything else, must not be a 
drag. It should be leading and pulling, 
not waiting to be pulled. 

The salesman who has reached mid- 
dle age needs to make a little survey 
of selling methods. He needs to watch 
the methods of the younger men, par- 
ticularly those who are coming up 
with noticeable speed. He needs to 
contrast their methods to his own. He 
must be willing to admit the truth 
when he sees others getting better 
results than he is securing. If he is 
the kind to persist in declaring that 
the way he works (based on the experi- 
ence and instruction that developed 
that method twenty years ago) is the 
best way, he must be suspected of hav- 
ing fallen into a rut. 

Not even in salesmanship can it be 
possible that the methods of twenty 
years ago are susceptible of no im- 
provement. There is no such thing as 
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any other profession or trade standing 
still. Why should salesmanship be the 
one exception to the general rule of 
progress? 

It is important that a salesman put 
off as long as he can the day when 
he shall say to himself that he is too 
old to change his methods. There are 
some salesmen who begin too early to 
declare they can no longer adopt im- 
provements in method. They settle 
into the groove too young and begin 
to complain that you cannot teach an 
old dog new tricks. 

As a matter of fact, you can teach 
an old dog new tricks if he will try 
to learn them, and you cannot teach 
even a young dog new tricks if he 
will not try to learn them. It is said 
that Noah was six hundred years old 
before he learned how to build an ark, 
and by all accounts he then built a 
pretty fair ark. 

TOO OLD TO CHANGE? 

“I’m too old to change my system 
all around and begin to travel by auto- 
mobile,” an elderly salesman told me. 
“T’ll stick to the railroads as long as 
I stay on the road.” 

That salesman has a perfect right to 
stick to the railroads, although it 
slows down his trips and wastes his 
time as compared with the way his 
younger competitors get over their ter- 
ritory. He can cling to any back number 
system he likes, but he must be willing 
to accept the resultant loss of sales, and 
prestige, and probably the loss of his 


job. He cannot expect to be paid on 
an up-to-date basis for out-of-date 
methods. 


A company may be able to afford 
some kind of pension or retirement 
compensation for its old salesmen, but 
it cannot afford to pay salesmen not 
retired for work they do not do. When 
a salesman reaches the point where he 
asks for consideration because of his 
infirmities, he is asking for something 
that cannot be computed on a strictly 
business basis. 

I do not want to give the impression 
that there should be no such thing as 
sentiment in business, or that a com- 
pany should not show a willingness 
to reward men who have given it their 
best service for years. It is a fine 
thing for a company to go just as 
far as it can possibly afford to go in 
rewarding continued faithful service. 
But for a salesman to take the posi- 
tion that he has a right to ask that 
kind of thing, that the company owes 
it to him, is wrong. 

It may not be an easy thing for a 
salesman to undertake changes in his 
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methods when he has followed them 
for years, but it was not an easy thing 
to learn those methods in the first 
place. The trouble now is that he is 
not as willing to make the bigger ef- 
forts. He thinks he has learned his 
profession and now needs only to prac- 
tice it. He wants to let up a little, 
take it a little easier. That is natural 
enough, and it is a condition that comes 
with added years, but the returns a 
company must have from its salesmen 
take no account of how hard it is for 
those salesmen to maintain the pace. 
A salesman’s value to the company is 
based on what he sells, not on the 
fact that it is getting to be harder 
work for him to sell. Business may be 
philanthropic in what it gives, but it 
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must be hard hearted in what it pays. 
If more salesmen would take the ut- 
most pains to keep physically fit, they 
would feel up to the adoption of new 
methods after they have passed the 
fifty-year mark. Lack of energy to 
keep on learning and changing at fifty 
is sometimes due to nothing more than 
too much food and a lazy colon. 
Selling methods may change but little 
in a year. The change is gradual and 
scarcely noticeable as it progresses, but 
it is steady and inevitable. The best 
evidence that a middle-aged salesman 
is, as he claims, just as good a man 
today as he ever was, is his willingness 
to accept and to put into effect new 
methods, methods different from those 
he had previously accepted as the best. 


e & 
Contact Between Visits 
It Will Pay the Salesman to Keep in Touch with 
His Customers by Writing Between Calls 


RUSSELL J. WALDO 


The salesman who writes a letter to 
a customer between calls will fully ap- 
preciate its importance as a good will 
and business builder for his house. The 
writer does not refer to a letter sent 
as the advance notice of a salesman’s 
call, but to a specific letter answering 
a buyer’s question, calling attention to 
some new merchandise, or on a more 
general or personal subject. 

When a salesman thanks a buyer for 
the business he has given him upon a 
certain call, he should never be guilty 
of dismissing that buyer from his mind 
until he calls again. That is one of 
the most serious mistakes he can make. 

The buyer in a certain organization 
asked for prices upon a given article 
and requested the salesman to look 
them up and advise him promptly. The 
salesman was in his home office three 
days afterwards and obtained the in- 
formation. He made a note of it, with 
the intention of advising the buyer 
upon his next visit. In the meantime. 
a salesman for another house visited 
the same buyer, and he, knowing the 
price, received the order, which 
amounted to six hundred dollars. When 
the first salesman returned and quoted 
his price, he was advised that the mer- 
chandise had been delivered by another 
company and was in use. 

The writer is sure no good _ busi- 
ness house approves of such _ service 
on the part of its salesmen, and while 
the average reader will immediately 
say that this instance is rather unu- 
sual, the writer wishes to state that 
the first time he heard the report he 
would have said the same _ thing 
willingly, but the same kind of reports 
have been received during the last four 
years from at least forty buyers con- 
cerning salesmen representing as many 
companies, 


One unusual buyer asked me why 
I did not discuss this question in a 
future paper, with a hope of awaken- 
ing salesmen to the carrying out of 
their duty. Buyers generally do not 
care whom they buy from if prices, 
quality of goods and conditions gener- 
ally are the same. 

REMEMBERED HIS CUSTOMERS 

When traveling in Montana a few 
years ago I engaged in an interesting 





Letters Go a Long Way 


discussion with one of the shrewdest 
salesmen I ever met. During the con- 
versation he pulled a diary from his 
bag and turned the pages day by day, 
showing me entries concerning cus- 
tomers with whom he dealt. These 
days were reminders of certain cus- 
tomers’ birthdays, anniversary days of 
their businesses, births of children and 
many other personal facts pertaining 
to his clientele. This book reminded 
him of many occasions which he used 
to advantage. He sent birthday cards, 
greetings on business anniversaries, 
and the like. 

In a loose leaf note book, with a 
page for every customer, he had noted 
the things in which those customers 
were especially interested. When in his 


newspaper and magazine reading he 
found some clipping he believed of in- 
terest to a certain individual, he 
clipped it and placed it where he would 
remember to send it in his next letter. 

In commenting upon this he told me 
that the whole plan did not require 
much time, and he was sure he was 
well repaid for the little remembrances 
he sent to his customers in the field. 
He added that he was welcome in their 
homes evenings when he was compelled 
to remain over night in the smaller 
western towns. He made his visits 
once every four months, and the inter- 
vening time was well cared for by let- 
ters and cards. 

The letter, or even a line, from a 
salesman will do more to hold the 
good will of the buyer than any other 
form of remembrance to which he could 
resort. My train acquaintance ex- 
plained that a salesman cannot always 
carry on strictly sales talk with a cus- 
tomer. It would in time become 
monotonous, and a customer would dis- 
like to see him come in. 

At Christmas, New Years and 
Thanksgiving, greetings are mailed by 
his company to arrive at the proper 
time. This personal touch between the 
salesman and the customer causes the 
company and its representative to be 
remembered even when the salesman 
does not actually send the greetings. 
He was permitted to acknowledge all 
orders coming in by mail, as the letter 
with a copy of the shipping order was 
forwarded to him for answering. This 
gave him opportunity to tie up his 
good will campaign tighter. 

This salesman found ample time 
while traveling about to do all these 
bits of business. While his train sped 
across the prairies he would write let- 
ters which would cover several days’ 
visits. 

The salesman who is really inter- 
ested in his customers as assets of his 
house will always find time to at least 
write an occasional line in his absence 
from the customer, and in this way 
hold the good will his house has a 
right to expect. 

John Rosey Talks Out 
(Continued from Page 112) 


tunity. I have asked no one to cut 
prices.” 

This was just the break for which 
John was looking. 

“Can you buy just as good material 
at a much smaller price?” he asked— 
and stopped. 

There was a pause. Burden looked 
up as if to speak, but hesitated and an 
unmistakable flush spread over his face. 
Then John continued: 

“Mr. Burden, if the Milner Supply 
Co. did not believe it carried some of 
the best lines of transmission equip- 
ment on the market, it would have 
dropped these lines long ago. You can’t 
serve a community as long as we have 
served it, and get away with inferior 
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lines. You know as well as I do that 
there are no better lines to be procured 
than those we handle. Now, I am very 
surprised that you can get just as good 
material for a much smaller price be- 
cause I have always felt sure none of the 
supply houses here carrying lines which 
might be considered competitors of ours 
would be guilty of price cutting, and, 
furthermore, I know, that the manufac- 
turers of those lines do not compete 
with their distributors, at least not in 
this territory. 
DISCUSSES SERVICE AND PROFITS 

“Mr. Burden, you know a house can’t 

consistently give the best of service un- 
less it is making money. And remem- 
ber, further, that the house which in- 
sists on a fair profit on its lines is much 
more willing to go out of its way to 
satisfy its customers than is the house 
that sells goods at prices that do not 
bring a profit. The latter type of house 
might give A No. 1 service for a time, 
but somewhere along the line it must 
make money, or go out of business. 
Occasionally a house, in order to secure 
an order, or a few orders—in order to 
‘break in’ with a new customer—may 
make price concessions, but is it going 
to continue to serve that customer effi- 
ciently day in and day out, year in and 
year out, without making a reasonable 
profit on transactions with him? 

“When I went to get my marriage 
license years ago, I was surprised at 
the small fee, and spoke of it to the 
county clerk, who was an old friend of 
mine. 

“He laughed and said, ‘It isn’t the 
first cost, John; it’s the upkeep.’ 

“Now, you, as an experienced buyer, 
know that first cost isn’t all that counts 
in buying equipment, tools and sup- 
plies. You know you want goods that 
will perform efficiently over reasonable 
periods of time. You know, further- 
more, that you want to buy your goods 
from sources that will serve you; that 
will be, so to speak, at your very beck 
and call. You know that the Milner 
Supply Co. carries only the highest 
grade lines. You know it carries com- 
plete stocks. You know it serves its 
customers promptly, efficiently and con- 
sistently. In fact, you know you 
couldn’t have a better source of sup- 
ply.” 

Then John laughed. 

“Well, I’ve had my little say, so we'll 
trot along,” he said. “Thanks, Mr. 
Burden, for listening to me.” 

JOHN PUTS IT OVER 

“Just a minute,” said the buyer, still 
somewhat gruffly. “I’ll think over what 
you said. You’ve given me a little food 
for thought.” 

When John and Billy were back in 
the automobile, the latter spoke. 

“Think we sold him, Mr. Rosey?” he 
asked. 

“T know it,” replied John. “I’ll bet 
you a good dinner that that order is 
in our office before tomorrow night.” 


“You sure spoke up and said a 
mouthful,” replied the younger man. 

“Certainly,” said John. “Sometimes 
you have to do just that. It doesn’t 
pay to get angry with buyers or to 
risk arousing their wrath, but gen- 
erally it is a good thing, when you’re 
sure of your ground, to speak out can- 
didly.” 


Getting Things Done 
Examples of What the Will to Do and 
System Will Accomplish 
There is a man of the writer’s ac- 
quaintance who is somewhat of an 
enigma. He is notoriously slow in some 
of his actions. His morning shave is a 
long, drawn-out affair. When he takes 
a snapshot with a camera he has his 
subjects restless because of the time 

he uses in so doing. 

Yet this man accomplishes things. 
He is a success at his work. He finds 
time to do helpful things for other em- 
ployes of the company for which he 
works and for outside friends. He has 
a beautiful lawn and garden, on which 
he does most of the work himself. The 
basement of his home is always spick 
and span. Repairs about the house are 
taken care of immediately. His car is 
generally in fine running condition and 
cleaned and polished. He gets in a 
greater amount of golf during the sum- 
mer than does the average golf en- 
thusiast. He bowls a great deal during 
the colder months. He is always 
familiar with the news of the day, and 
reads his trade and hobby magazines. 

It is noticeable, too, that whatever 
this man goes in for, he goes in for 
hard. He takes his golf and his bowl- 
ing as seriously as the average man 
takes his business. It is noteworthy, 
as well, that whatever he does is done 
well. 

Apparently he does all these things 
because he makes up his mind he is go- 
ing to do them, concentrates upon what 
he is doing at a given time, and ar- 
ranges his time properly. 

Now, the only reason for telling of 
this man’s achievements is that it 
serves to illustrate what a man can do, 
if he will do it, whether he be a mill 
supply house executive, a mill supply 
salesman, or in some entirely different 
line of work. 








Thawing Out Well 

On a bitter cold day the salesman 
should avoid “blowing” quickly into 
the buyer’s office. In so doing he can- 
not concentrate effectively on his sales 
efforts because his ears and fingers are 
tingling, causing him physical discom- 
fort. Furthermore, his condition serves 
to remind the buyer of the unpleasant 
weather conditions outside. A few 
minutes spent in the hallway or the 
reception room thawing out the cold 
will enable the salesman to enter the 
buyer’s office fit to “do his stuff.” 
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A Man Can Do 


More Work With 
A SIMONDS FILE 


Most salesmen prefer to 
sell quality tools because 
customer satisfaction means 
greater possibilities for fut- 
ure sales. 


In most cases the sales- 
man, knowing the high 
quality of SIMONDS prod- 
ucts, concentrates on SI- 
MONDS FILES and gets 
a larger volume of file 
business. He knows he can 
recommend SIMONDS be- 
cause of their cutting and 
lasting qualities. 


When you sell Simonds 
you sell File satisfaction. 


Mention them and 
you sell them. 


Simonds Sawand SteelCo. 


Established 1832—Fitchburg, Mass. 


Chicago, Ill. 
Boston, Mass. 
Detroit, Mich. 
New York City 
New Orleans, La. 
Lockport, N. Y. 
Memphis, Tenn. 
Atlanta, Ga. 
London, England 


Portland, Ore. 
SanFrancisco,Cal. 
Los Angeles, Cal. 
Seattle, Wash. 
Montreal, Que. _ 
Toronto, Ont. 
Vancouver, B. C. 
St. Jobn, N. B. 


SIMONDS 


FILES 


ES 














































































116 





WALL L QUPPI UBS February, 1929 














ATLANTIC Bar Belt Dressing 


ch 20 Years on the market without a Complaint 


A high grade lubricant and preserver. It will put a surface on 
your belts and make them carry the load. Does not make 
belts soft and spongy. Made in three grades, for leather, 
rubber and canvas belts. Also made in liquid form. 


ATLANTIC MANUFACTURING CO. 


Wilmington, Delaware 






















Repeat Orders Prove Quality of Quaker Belts 


The mill owner’s confidence in a product that does all that is required of it, is the 
reason why Quaker Pelts have kept their lead for so many years. 


Quaker Rubber Belts are noted for their ability to transmit engine power without 
wasting energy by slip or stretch. 


This kind of dependable belting service holds customers and creates a steady 
demand for belting which insures good sales to dealers. 


Let us give you full details of our complete line and dealer’s proposition. 
Prompt delivery to all points 


QUAKER CITY RUBBER COMPANY 


Manufacturers of mechanical rubber goods 


WISSINOMING, PHILADELPHIA 














THE COLUMBUS 
ANVIL & FORGING CO. 











Popular items carried in 
stock for immediate shipment 





WE MANUFACTURE Brass and 66 99 
Bronze Cap Screws, U. S. S. and Arm & Hammer 

S. A. E. Nuts, Washers, Cap Nuts, 
Threaded Rod, Set Screws, Studs, Ma- 
chine Bolts, Carriage Bolts, etc. Also 
Turnbuckles, Eye Bolts and Screen Door 
Braces. 


Genuine Forged Anvil 


Crucible Steel Face 


Prompt Shipments Made From Stock 








New York 





2622 Fletcher Street 
Chicago, Illinois 
St. Louis 


Mai dP s - 
The H. M. Harper Company ain Office an lant, 115-129 Frankfort Street 


Columbus, Ohio, U. S. A. 


General Forgings of Wrought Iron and Steel 
Los Angeles 











When writing to Advertisers please mention Mitt Suprrres 
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Personals 





F. B. Davis, Jr., was recently elected 
president and chairman of the board 
of the United States Rubber Co., New 
York, succeeding Charles B. Segar. 
Mr. Segar will continue as a director 
and member of the finance committee. 
Mr. Davis is also president of the Du 
Pont-Visco-Loid Company, a subsidiary 
of the E. I. Du Pont De Nemours Com- 
pany. 

Edward P. Welles, president of 
Charles H. Besly and Company, Chi- 
cago, and Mrs. Welles, will sail on 
February 7th on the steamship Rotter- 
dam for a mediterranean trip, which 
will include stops at Funchal, Madeira 
Islands, Casablanca, Cadiz, Seville, Al- 
hambra, Algiers; a motor trip up the 
desert, and visits to Naples, Tunis, 
Athens, Constantinople, Haifa, the Holy 
Land, the Dead Sea, Alexandria, Cairo, 
and Luxor. Mr. and Mrs. Welles will 
also take a four days’ trip down the 
Nile to the second cataract at Assuan 
from Alexandria to Ragusa. They will 
then go over to Venice, then back to 
Naples, with a side trip to Sicily, then 
to Nice and Monte Carlo. From Monte 
Carlo they will take the train to Paris 
where they will spend about three 
weeks. They will enjoy an eight-day 
motor trip through Normandy and Brit- 
tany. Mr. and Mrs. Welles will sail 
from Boulogne-sur-Mer on the Rotter- 
dam April 25th, arriving in New York 
on or about May 5th. 

R. J. Seanlan, formerly chief of the 
materials inspection and testing depart- 
ment of the T. E. Murray Company, 
Inc., New York, is now associated with 
the general sales department of the 
Walworth Company, Boston, as sales 


engineer, with headquarters in New 
York. 
E. G. Weed, for the past six years 


president and general manager of the 
Pyrene Manufacturing Co. of Canada, 
Limited, recently joined the Pyrene 
Manufacturing Co., Newark, N. J., in 
the capacity of vice president in charge 
of sales and advertising. Mr. Weed 
will be remembered through his more 
than twenty years’ connection with the 
American Ever Ready Works and the 
National Carbon Company, Inc. In 
the years immediately prior to joining 
Pyrene of Canada, he served as western 
manager in charge of The National 
Carbon Company’s Chicago offices. 


John Jepson, for the past four years 
representing Clipper Belt Lacer Com- 
pany, Grand Rapids, Mich., in Vermont, 





JOHN JEPSON 


western Massachusetts, 
and northeastern New 
handling the territory consisting of 
metropolitan New York, Long Island, 
northern New Jersey and the State of 
Connecticut. Mr. Jepson’s first position 


Connecticut 
York, is now 





C. DANA DISNEY 


was with the Bethlehem Shipbuilding 
Corporation, Quincy, Mass., as a buyer, 
with which company he remained for 
two years. During the next five years, 


he was with the S. H. Davis Company, 
Boston, in the capacity of an outside 
salesman. He then accepted a similar 
position with the E. S. Stacy Supply 
Co., Springfield, Mass., and two years 
later went with the Clipper Belt Lacer 
Company. C. Dana Disney, who covers 
Maine, New Hampshire, eastern Massa- 
chusetts and Rhode Island for the Clip- 
per company, has taken over the addi- 
tional territory formerly covered by 
Mr. Jepson, with the exception of 
Connecticut. Prior to becoming identi- 
fied with the Clipper Belt Lacer Com- 
pany, Mr. Disney was with the Graton 
& Knight Co., Worcester, Mass. Hav- 
ing become associated with that com- 
pany in 1914. In 1916 he was trans- 
ferred to the company’s Atlanta office, 
from which he traveled as a sales rep- 
resentative, covering Atlanta, northern 
Georgia and South Carolina. When the 
war broke out in 1917 he enlisted in 
the 17th Engineers, and sailed over seas 
July 23rd, 1917, serving twenty-three 
months in France. After returning to 
the United States in 1919 he was again 
employed by Graton & Knight Co., trav- 
eling out of the Philadelphia branch 
until 1922, when he became affiliated 
with the Clipper Belt Lacer Co. 

J. H. Bernsee, formerly with the Na- 
tional Acme Co., Cleveland, has joined 
the sales force .of the Gisholt Machine 
Co., Madison, Wis., and will cover the 
Illinois and Iowa territory from the 
Chicago office of the company. 

P. N. Guthrie, Jr., has been appointed 
vice president of the Reading Iron Com- 
pany, Reading, Pa., in charge of sales, 
and will have headquarters at the gen- 
eral sales offices of the company which 
have been transferred from Reading, to 
30 Church street, New York City. Mr. 
H. F. Mattern will continue as general 
sales manager. In 1892 Mr. Guthrie 
took a position with Park Brother and 
Co., Black Diamond Steel Works, and 
served until March 1894 in several 
minor capacities. From March 1894 to 
February 1, 1900, he was with the 
Philadelphia Company of Pittsburgh as 
an inspector of pipe made by mills in 
the Pittsburgh district and was super- 
intendent of the pipe line and drilling 
work done by contractors for the com- 
pany in West Virginia, Ohio, Kentucky, 
Tennessee and Pennsylvania. During 
his services with the Philadelphia Com- 
pany, Mr. Guthrie studied civil engi- 
neering. On February 1, 1900, he be- 
came general manager of the Hornell 
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SAA 
To Get the Right Start—Equip with »M4EDART-«: 


Get the 








Wood Split 
PULLEY 
from Stock! 


"What are the sizes, 
regardless of what 
quantities, you want 
shipped TODAY? 


{Wire them—’phone them—they’ll go off our ware- 
house racks and on the cars in a jiffy. 
"You can always get them from stock and for a fair 


= price, at ‘““Medart’s’’. 
QMR. SUPPLY DEALER—We have been engaged in the Pulley 
business for 45 years, and we know a great deal more about making 
good pulleys than many other concerns. 
{OUR POLICY in building Wood Split Pulleys is: Cheapness 
is suicidal: products must be the best in their class. We wouldn't 
think of running the slightest risk of impairing the value of our 
most valued asset—Our Good Will. 
Get the “MEDART’” WOOD SPLIT PULLEY from 
| stock! 
= 
3 


THE MEDART COMPANY 


(Formerly Medari Patent Pulley Co.) 


General Offices and Works: St. Louis, U. S. A. 
Office and Warehouse: CINCINNATI 


= 
= Offices 
= CHICAGO, PHILADEPHIA, NEW YORK, SEATTLE, PITTSBURGH 





Shafting, Couplings, Collars, Hangers, Bearings, Bearing Supports, Friction 
= Clutches, Iron Pulleys, Steel Rim Pulleys, Gearing, Sprockets, Chain, Rope 
2 Sheaves, Rope Drives, Belt Tighteners, etc. 
i 
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MYER DEEP WELL 


POWER PUMPS 


Deep well power pumps for either inside or 
exposed installations—The Myers Line of Deep 
Well Power Pumps affords an opportunity 
for individual selection. 6, 9, 12, 18 and 
24 inch stroke—engine or motor— 
belt or chain drive—your water re- 
quirements can be filled satisfactorily 
from this remarkable line of deep 
well power pumps. 













p on 
J SELF-OILING 
BULLDOZER’ 


POWER HEAD | 











Other important Myers 
products include Hand and 
Windmill, Well, House and 
Cistern Pumps, Tank Pumps, 
Pumping Jacks, Spray Pumps, 
Cylinders and Well Accessor- 
les. Your inquiry will receive 
prompt attention. Write or 
wire. 


ASHLAND 
OHIO 


Pumps — Water Systems — Hay Tools — Door” Hangers 


THE F. E. MYERS & BRO. CO., 
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The Wolves of Lenox ’ 
» can make you money & 


Strong — rugged — long-lasting — the fame 
of the Lenox blade is sweeping the country as the 
reputation of the famous Wolves of Lenox swept 
through the clans of old Scotland. Attractively 
packaged well advertised priced for quick 
sale and good profit — they are backed by a sales 
plan that has already rolled up hack saw profits 
for hundreds of dealers. 

To-day—get the details of our sales help and a 
copy of ‘The Story of the Wolves of Lenox.” 


“The Toots in the Plaid Bor” 
AMERICAN SAW & MFG. COMPANY 


Springfield, Mass. 
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Sold on 10 Days’ Trial 


No Stock to Carry—Liberal Dealers’ Discount 






Every In- 
dustrial 
Plant Isa 
Good Pros- 
pect for 
This Port- 
able Blower 


OVER 4000 IN USE 


Think of the manufacturing plants you are calling on regularly that have 
motors, generators, switchboards, wood-working machinery, looms, knit- 
ting machines, and other equipment where dirt, dust and lint quickly 
injure the delicate working parts. You can’t remove this dust efficiently 
by using rags, a broom or a duster. 


The ‘‘Marvel’’ Portable Blower 


forces DRY air into every nook and corner. 
Dust and dirt cannot accumulate if you 
use ‘The Marvel.” It will keep your cus- 
tomers’ machinery free from dust. Manu- 
facturers immediately recognize the value 
of this equipment. It is easy to sell for we 
will ship a “‘Marvel” Portable Blower on 
10 days’ Free Trial. Simply demonstrate 
it. The machine sells itself. You have no 
stock to carry. 


Write at Once for Discount 
This is a SELLING proposition, NOT an 
ORD taking one. YOU won’t get the 
business UNLESS YOUR salesmen put 
this 10 DAY TRIAL offer up to the 
plant superintendent. 


ELECTRIC BLOWER CO. 


352 Atlantic Avenue 
Boston 9, Mass., U. S. A. 


Fastest selling portable blower 
on the market. Operates from 
light socket. Cuts motor troubles 
and the Fire Hazard. 


When writing to Advertisers please mention Mitt Suppiies 











February, 1929 


MLL QUPPLUES 


119 





Gas Light Company, Hornellsville, N. 
Y., and served in that capacity until 
February 1902, when he became gen- 
eral manager of the Chemung County 
Gas Company, Elmira, N. Y., which po- 
sition he held until February 1, 1906. 
During this period he designed, built 
and subsequently operated the natural 
gas system at Elmira. On February 
1, 1906, Mr. Guthrie returned to Pitts- 
burgh and became representative of 
Iongmead Iron Company, manufac- 
turer of wrought iron pipe, and in 1907 
was transferred to Philadelphia as gen- 
eral sales manager of that company. 
In December 1909 he resigned to be- 
come New York representative of the 
South Chester Tube Company, with 
which company he has served continu- 
ously to date, except during the war 
period, when he was assistant director 
of the Bureau of Oil Well Supplies. 

J. F. Gaffney has recently resigned 
as foundry and pattern shop manager 
of The Toledo Machine & Tool Co., To- 
ledo, Ohio. 

Horace Ross, for many years assist- 
ant purchasing agent for Henry Disston 
& Sons, Inec., Philadelphia, has been 
made assistant manager of steel sales. 

A. M. Oliver, for six years in the 
advertising department of the Goodyear 
Tire & Rubber Co., Inc., Akron, has 
recently become advertising manager 
of the Pangborn Corp., Hagerstown, 
Md., manufacturer of sand blast and 
dust collecting machinery. Mr. Oliver 
is a graduate in engineering. 

Harold G. Dickey succeeds George F. 
Williams, resigned, as_ vice-president 
and sales manager of the Moore Drop 
Forging Co., Springfield, Mass. 

Judd W. Spray has been appointed 
vice-president and general sales man- 
ager of the Timken Roller Bearing Co., 
Canton, Ohio. He has been general 
sales manager of the company since 
1926, and prior to that he had been 
sales manager of the automotive divi- 
sion of the company in Detroit. 


R. W. Ott, who has been associated 
for the last six years with Kearney & 
Trecker Corporation, Milwaukee, was 
recently appointed sales manager of 
The Oesterlein Machine Co., Cincin- 
nati. Mr. Ott served an apprenticeship 
in a machine tool plant, and before 
entering upon executive duties, served 
as a toolmaker for many years. 

Arthur F. Moul has been elected a 
director and secretary of Samuel C. 
Rogers & Co., Buffalo, maker of ma- 
chine knife and saw grinders. Mr. Moul 
joined the Rogers organization in June, 
1924, and has been manager for the 
past three years. 

W. C. Stettinius has resigned as pres- 
ident and general manager of The 
American Hammered Piston Ring Co., 
Baltimore, and Allen W. Morton, who 
has been connected with the company 
in various capacities for the past ten 
years, and vice president for the last 
three years, has succeeded him. Mr. 
Stettinius will remain on the board of 


directors of the company and will be 
vice-chairman of the board. 


G. L. Reeves, president of the Reeves 
Pulley Company, Columbus, Ind., has 
been elected president of the Columbus 
Chamber of Commerce. 


M. A. Gordy has been made district 
manager at Atlanta for the U. S. Elec- 
trical Tool Co., Cincinnati. He was 
previously a manufacturer’s agent and 
handled a number of lines, including 








M. A. GORDY 


“U.S.” products. Now Mr. Gordy will 
give his time exclusively to the sale 
of the “U. S.” Line. Mr. Gordy’s head- 
quarters will remain at Atlanta, Ga., 
in the Norris building. This office is 
one of several new ones established in 
the United States and Canada during 
the last few months by the U. S. Elec- 
trical Tool Co. 


John W. Hubbard, formerly president 
of Hubbard & Co., Pittsburgh, is now 
chairman of the board. Carl L. Pierce, 
who has been vice-president, succeeds 
Mr. Hubbard as president. Joseph V. 
Smith, general manager of the electrical 
department, has been elected a vice- 
president. William H. Remmel has been 
re-elected vice-president, and William 
J. Price secretary and treasurer. 

Ashley P. Peck was recently ap- 
pointed Chicago district sales repre- 
sentative for the Palmer-Bee Co., De- 
troit, manufacturer of speed reducers, 
flexible couplings and conveying equip- 
ment. Mr. Peck is a graduate of Pur- 
due University and has been active in 
machinery merchandising for many 
years. His headquarters will be at 937 
Monadnock Block. 


Edwin H. Peirce has resigned as vice- 
president and general manager of the 
Niles Tool Works Co., Hamilton, Ohio. 
This is coincident with the merger of 
the Niles Tool Works Co., the Hooven, 
Owens, Rentschler Co., and the Ham- 
ilton Press Co., all of Hamilton, Ohio, 
to form the General Machinery Corp. 
Mr. Peirce will remain a director of the 


Niles Tool Works Co. Prior to his 
affiliation with this company, Mr. Peirce 
was identified with the United States 
Steel Corp. for nineteen years as super- 
intendent of the New Haven, Conn., 
works, and the South works at Wor- 
cester, Mass., of the American Steel & 
Wire Co. Mr. Peirce has made no an- 
nouncement in regard to his future 
plans. 


J. G. Schroeder, until recently with 
A. Y. MacDonald Mfg.:Co., Dubuque, 
Iowa, has joined the sales force of the 
M. B. Skinner Co., South Bend, Ind., 
manufacturer of pipe repairs and valve 
reseating tools, for sales work in the 
territory east of Denver, calling on mill 
and plumbing supply and wholesale 
hardware houses. 


Harry W. Jones has retired from the 
presidency as well as from active par- 
ticipation in the affairs of the Marshall 
& Huschart Machinery Co., Chicago, 
distributor of machine tools. He will 
be succeeded by J. R. Porter as presi- 
dent and general manager. Frank 
Seese continues as secretary and treas- 
urer. 

C. A. Dutton, formerly with The Car- 
borundum Company, Niagara Falls, 
N. Y., has become associated with the 
furnace department of the Ferro 
Enamel Supply Co., Cleveland. 

Stanley M. Mercier was recently ap- 
pointed manager of the Boston office 


of the Jeffrey Mfg. Co., Columbus, 
Ohio. 





Field Notes 





Duff Mfg. Co., Pittsburgh, manufac- 
turer of industrial and railroad jacks 
and drop forgings, has taken over the 
business of A. O. Norton, Inc., and has 
changed the name to the Duff-Norton 
Mfg. Co. The capital stock of A. O. 
Norton, Ltd. of Canada has also been 
obtained. Management of the Duff 
company will be unchanged. The offi- 
cers are T. A. McGinley, president; A. 
L. Humphrey and E. M. Webb, vice- 
presidents, and F. O. Graham, secre- 
tary. Mr. Humphrey is also president 
of the Westinghouse Air Brake Co. 

The Scioto Valley Supply Co., doing 
business in Columbus and Canton, Ohio, 
for the past twenty-five years, has be- 
come a part of the Crane organization. 
Operations for the present will be con- 
tinued under the name of Scioto Valley 
Supply Co., although as Crane branches. 

The Machine Products Co., East 
179th street and St. Clair avenue, 
Cleveland, has changed its name to the 
Ohio Gear Co. No change in adminis- 
tration or personnel accompanies the 
change in name. 

The capital stock of the Rhode Island 
Fittings Co., Providence, has been re- 
cently acquired by Rhode Island 
Malleable Iron Works, Hillgrove, R. I. 
The fittings company will be operated 
as a separate unit. The officers will be 
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That Never Weaken 


Pollard steel bench legs are strong 
and serviceable. Just the thing for 
the modern plant where efficiency 
counts. Cost less because there is 
practically no depreciation. Sup- 
plied in different sizes and weights. 
Get our latest catalog giving com- 
plete information and prices, and 
illustrating our line of steel tables, 
stools, bar stock racks, trucks, 
stands and other steel factory 
furniture. 


POLLAR 


POLLARD BROTHERS MFG. CO. 
4037 NO. TRIPP AVE., CHICAGO, ILL. 
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WOOD WORKING 
MACHINES 


The first sale of a Crescent 
Wood Working Machine is 
always the hardest; for 
after a user becomes tho- 
roughly acquainted with 
the wonderful in-built Cres- 
cent quality, he naturally 
favors Crescent machines 
when next in the market. 





















You can build a sub- 
stantial business on the 
manifest values offered 
by the Crescent line. 


hee 


The CRESCENT MACHINE Co. 
96 COLUMBIA ST. LEETONIA, OHIO 














Here’s an Opportunity 


to Sell the Largest Industries 
in Your Territory an Article 


They Need and Want 


te fp BABBITRITE is a plastic 
era retaining material to use in- 
ea, 
ae AS 


stead of clay and putty in pouring 






babbitt metal. A few of the larger indus- 


trics using it are: 


Allis-Chalmers Mfg. Co. 
American Sheet & Tin Plate Co. 
American Steel Foundries 
Burroughs Adding Machine Co. 
Bucyrus Company 

Continental Motors Corporation 
Chicago North Shore & Milwaukee Ry. 
Endicott-Johnson Corp. 

Gisholt Machine Co. 

The B. F. Goodrich Co. 
International Harvester Co. 
Timken Detroit Axle Co. 


BABBITRITE takes the danger out of re-babbit- 
ting. There’s a 5-pound pail for small users and 
15, 30 and 50-pound pails for larger users. It gives 
distributors a new line of profits and peps up the 


sale of babbitt. Write us for distributor's sales plan. 


PRODUCTS MANUFACTURING CO. 
MILWAUKEE, WISCONSIN 


























PRICED 
RIGHT 


A dollar’s worth for every 
dollar you spend. That's 
what you get in Swart- 
wout Steam Products. 
Ask for complete catalog. 
THE SWARTWOUT COMPANY 


18511 Euclid Avenue 
Cleveland, Ohio 


Swartwout 


Steam Products 





When writing to Advertisers please mention Mitt SuppLies 
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Charles Brown, president; C. P. Clough, 
vice-president; H. L. Steeves, treasurer 
and general manager, and F. E. Grin- 
nell, secretary. 

L. U. Noland, president of The 
Noland Co., Newport News, Va., re- 
cently announced the purchase by his 
company of the real estate and stock 
of the General Supply Co., 272 Garnett 
street, Atlanta, Ga. No changes in 
management or personnel are contem- 
plated for the present. The Atlanta 
branch will cover a radius of 150 miles. 
Other branches of the Noland Co. are 
located at Washington, D. C., Roanoke, 
Va., Lynchburg, Va., Bristol, Tenn., 
Spartanburg, S. C., Winston-Salem, 
N. C., High Point, N. C., Raleigh, N. C.. 
Durham, N. C. 

Jeffrey Mfg. Co., Columbus, Ohio, 
manufacturer of elevating and convey- 
ing machinery, has purchased control- 
ling interest in Galion Iron Works & 
Mfg. Co., Galion, Ohio, manufacturer 
of kindred equipment. Jeffrey Mfg. 
Co. will continue to operate the Galion 
plant as a division of its company, and 
plans expansion in production. 

Veeder-Root, Incorporated, has con- 
solidated its purchasing under J. M. 
Brown, purchasing agent at the Hart- 
ford plant. B. W. Asperlin, formerly 
purchasing agent at the Bristol plant, 
has accepted a position as purchasing 
agent for the Hartford Machine Screw 
Company. 

E. M. Herr, president of the Westing- 
house Electric & Mfg. Co., Pittsburgh, 
announces that his company has taken 
over the assets of the R. D. Nuttall 
Co., Pittsburgh, and will carry on the 
operations of the Nuttall company as 
a branch of the Westinghouse Electric 
& Manufacturing Company. The Nut- 
tall plant will be known as the Nuttall 
Works of the Westinghouse Electric & 
Mfg. Co. 

A new Prest-O-Lite Acetylene plant, 
at 1241 North McLean Boulevard, 
Memphis, Tenn., commenced operations 
December 19, 1928. This plant, which 
is the thirty-sixth of the Prest-O-Lite 
chain, will supply nearby industries 
with dissolved acetylene for oxy-acety- 
lene welding and cutting. J. Brown is 
superintendent of the Memphis plant, 
and C. A. Anderson, whose headquar- 
ters are at Birmingham, is district 
superintendent. 

Announcement has been made of a 
change in the name of The Cutler- 
Hammer Mfg. Co., Milwaukee, Wis., 
manufacturer of electric motor control, 
wiring devices and allied lines. The 
new name will be Cutler-Hammer, Inc. 
The officers of the new company, which 
has been organized as a Delaware cor- 
poration, are F. R. Bacon, chairman; 
B. L. Worden, president, F. L. Pierce 
and J. C. Wilson, vice presidents; H. F. 
Vogt, treasurer, and W. C. Stevens, 
secretary. In the change from a Wis- 
consin to a Delaware corporation, The 
Cutler-Hammer Mfg. Co., Milwaukee, 
the Cream City Foundry Co., Mil- 


waukee, and Cutler-Hammer 
facturing Company, New 
united under one name. 

The Atlas Mfg. Co., New Haven, 
Conn., and The Ansonia Novelty Co., 
Ansonia, Conn., have been merged and 
will be known hereafter as The Atlas- 
Ansonia Company. The combined com- 
panies will occupy a thoroughly modern 
and up-to-date plant at 54-62 Grant 
street, New Haven, Conn. 


Manu- 
York, are 


Gears and Forgings, Inc., is now 
completing a three story addition to 
its Cleveland plant. This addition, 
which provides approximately twenty 
thousand square feet of additional man- 
ufacturing space, is primarily in the in- 
terest of the company’s production of 
speed reducers. A very much enlarged 
program of the application of speed 
reducers to all the varied industrial 
uses, is planned for the future. 

The Hill Clutch Machine & Foundry 
Co., Cleveland, Ohio, has recently made 
the following appointments in connec- 
tion with its dealer sales organization: 
Lombard Iron Works & Supply Co., 
Augusta, Ga.; The Murray Co., Dallas, 
Tex.; D. de Treville, Savannah, Ga.; 
J. G. Iller, Charlotte, N. C.; The Cam- 
eron & Barkley Co., Charleston, S. C.; 
Wm. G. Moorman, Buffalo, N. Y. 


Hunter Pressed Steel Co., Lansdale, 
Pa., manufacturer of grease and oil 
cups, has completed an addition which 
will double output of coil wire springs. 

J. E. Martin Co. and Portland Ma- 
chinery Co., Portland, Ore., have been 
consolidated under the name of the lat- 
ter, and will maintain plant at 62 First 
street. 

Bullard Machine Tool Co., Bridge- 
port, Conn., has changed firm name to 
Bullard Co. 


B. F. Sturtevant Co., Boston, manu- 
facturer of blowers, engines, etc., has 
moved its downtown office to 89 Broad 
street. 

Atlas-Chicago Co., Chicago, has been 
purchased by Grolan Mfg. Co., Dayton, 
Ohio, and hereafter will be known as 
Atlas Duo-Rail Co., division of Grolan 
Mfg. Co. 





New Factories and Additions 





Johnson Bronze Co., New Castle, Pa., 
has begun an expansion program which 
will include a new foundry unit, to cost 
more than $75,000 with equipment. 


Oakley Pattern & Foundry Co., 4423 
Verne avenue, Oakley, Cincinnati, is 
building a one-story addition, which 
will cost about $40,000. 


M. H. Elder Machinery Co., 655 
Whitehall street, Atlanta, Ga., will 


build a one-story unit for storage and 


distribution, to cost approximately 
$24,000. 
Meaker Co., 1249 Fulton Market, 


Chicago, manufacturer of galvanizing 
equipment, electro-plating machines, 


ete., has acquired property, 200x257 
feet, for a new one and two-story plant, 
which will cost, more than $65,000 with 
equipment. 


Belden Mfg. Co., 2300 South Western 
avenue, Chicago, manufacturer of in- 
sulated wire and cables, will build a 
second unit at Richmond, Ind., two- 
stories, 100x150 feet, at an estimated 
cost of $150,000. 


Independent Pneumatic Tool Co., 600 
West Jackson boulevard, Chicago, is 
planning a two-story addition to plant 
at Aurora, IIll., which will cost more 
than $45,000 with equipment. 

Cartwright Die & Tool Co., 2962 Hart 
avenue, Detroit, plans to build a one- 
story addition, at a cost of $40,000 
with equipment. 

All-Metal Products Co., Wyandotte, 
Mich., is planning the erection of a one- 
story addition, 125x500 feet, which will 
cost about $175,000 with equipment. 


International Harvester Co., 2905 
North Sixteenth street, Philadelphia, 


with headquarters in Chicago, will build 
a two-story service, repair and sales 
building for motor truck division, 110x 
225 feet, to cost about $140,000 with 
equipment. 

Goodyear Tire & Rubber Co., Akron, 
Ohio, has asked bids on general con- 
tract for initial unit of branch mill on 
275 acre tract at Gadsden, Ala., re- 
cently acquired, which will be four 
stories high, 400x800 feet, and cost 
more than $2,500,000 with machinery. 
Other units will be built later, making 
entire investment about $6,000,000. 

Bridgeport Hardware Mfg. Co., 461 
Iranistan avenue, Bridgeport, Conn., 
will build a one-story addition, 100x100 
feet. 


Schneider-Bowman Co., 1612 Van 
Dyke street, Philadelphia, manufac- 
turer of iron castings, has awarded 


contract for rebuilding two-story foun- 
dry recently destroyed by fire, which 
will cost about $75,000 with equipment. 

National Foundry Co., New York, 10 
Sanford street, Brooklyn, will build a 
one-story foundry, 60x200 feet, at a 
cost of about $60,000 with equipment. 

Suburban Bronze & Iron Corporation, 
107th street, Queens Village, L. I., plans 
to build a new two-story plant, 100x140 
feet, at Richmond Hill, at a cost of 
more than $80,000. 


G. E. Prentice Mfg. Co., manufac- 
turer of metal trimmings, automatic 
fasteners, ete., has awarded general 
contract for a two-story addition, which 
will cost about $45,000. 

Mason Regulator Co., Dorchester, 
Mass., manufacturer of recording in- 
struments, will build a two-story addi- 
tion, 80x130 feet, which will cost about 
$50,000 with equipment. 

Wallace Barnes Co., Bristol, Conn., 
manufacturer of springs and other wire 
and steel specialties, has awarded con- 
tract for two of three proposed addi- 
tions, one-story, 65x130 feet, and one- 
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The world could 
not live without 
Coppersmiths 


Food is cooked in copper kettles; milk is evaporated 
in copper vacuum pans; materials are heated and 
cooled by copper coils in non-corrosive copper tanks; 
liquid levels are controlled by copper floats; steam 
lines are protected by copper expansion joints, and 
so on through hundreds of industries. 











The market for copper equipment is everywhere. 
We specialize in industrial copper equipment, in 
which engineering design and expert workmanship 
are essential. Our experience covers 44 years. 


Much of this business can be handled through mill 
supply houses. We welcome inquiries and are glad 
to submit estimates. You have the satisfaction of 
knowing that Harris work is always dependable. 


READY TO SHIP Write for illustrated folder. 


. 4 
Arthur Harris & Co. 
Established 1884 
Engineers, Coppersmiths, Brass Founders and Finishers 
210-218 N.CURTIS ST. . ° . - CHICAGO. ILL. 
Visit our Exhibit at the Chicago Power Show, Feb. 12-16. 
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All Capacities 
The sectional steel rocker hinge pin, rocks on 


its two oval faces. Easily removable when ten- mat — H an d or P Ow er = 


sion is released. Outlasts any other type of pin. 











~ A 2 
Reg. U.S. Pat. Off.and 
throughout the world. 


'Strength—Service 


NE joint of Alligator Steel Belt 





/ Lacing lasts many belts their full 
life. The belt ends are clinched in a 
powerful uniform grip of steei. This great sur- 


of REG. mark 
pius of strength is seldom called upon, but FF exes 
with it, the lacing carries on in long efficient 
service. Alligator Steel Belt Lacing saves 


Fig. 120 





belting and operating costs. Made in 11 sizes 
for all belts from #s to 54 inch thickness 


Alligator Steel Belt Lacing sales are profit sales 


FLEXIBLE STEEL LACING CO, f° AGUS OAT OFg 
4633 Lexington St., Chicago, U. S. A. 


In England at 135 Finsbury Pavement, London, E, C. 2 


PUMPS 


The type shown above is for general water supply and 
circulating purposes in factories, public buildings, packing 
plants, chemical plants, laundries, etc., for handling hot 
or cold liquids. Has a capacity of 12 to 35 gallons per 
minute at 100 R.P.M. Will lift vertically 25 feet and force 
to an elevation of 100 feet. It will handle many of your 
pumping jobs. 





Send for catalog 50 


GEO. D. ROPER CORP. rerrxtys 




















When writing to Advertisers please mention Mitt SUPPLIES 
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story, 85x192 feet, at Forestville. The 
entire project to cost about $400,000. 


John Deere Plow Co., Third avenue, 
Moline, Ill., manufacturer of agricul- 
tural implements, is building a four- 
story factory branch and distributing 
plant at Fort Wayne, Ind., 100x100 
feet, which will cost approximately 
$140,000 with equipment. 

Federal Pipe & Supply Co., 900 
South Campbell avenue, Chicago, will 
build a new three-story pipe fabri- 
cating plant and power house, to cost 
about $250,000. 

Springfield Aluminum Plate & Cast- 
ing Co., Springfield, Ohio, is planning 
the erection of a one-story addition, 


which will cost about $40,000 with 
equipment. 
J. I. Case Threshing Machine Co., 


700 State street, Racine, Wis., plans 
to build a one-story addition, 100x200 
feet, to its branch factory and ware- 
house at Winnipeg, Man. Contracts 
will be placed about February 15th. 
It will cost about $90,000. 


Menasha Products Co., Menasha, 
Wis., formerly Menasha Printing & 
Carton Co., is taking bids for a two- 
story addition, 130 feet square, to cost 
about $150,000 with equipment. 

New Process Casting Co., Baltimore, 
is reported planning to erect a local 
foundry to manufacture metal castings, 


which will cost about $25,000 with 
equipment. 
Landis Machine Co., Waynesboro, 


Pa., manufacturer of pipe cutting and 
threading machines, will build a one- 
story addition to cost about $40,000 
with equipment. 

Universal Metal Mfg. Co., Martin 
building, Birmingham, manufacturer of 
metal cabinets and lockers, sheet metal 
specialties, etc., is considering exten- 
sions and improvements, which will cost 
more than $35,000 with equipment. 

Titusville Iron Works, Titusville, Pa., 
is said to be planning expansion to 
include new foundry units, which will 
cost more than $50,000 with equip- 
ment. 

Almont Mfg. Co., Almont, Mich., 
manufacturer of metal castings, will 
build a one-story foundry addition to 
branch plant at Imlay City, at a cost 
of about $30,000. 

United States Sanitary Mfg. Co., Ar- 
rott building, Pittsburgh, will build a 
one-story addition to plant at Monaca, 
Pa., 75x130 feet, to cost approximately 
$50,000 with equipment. 


South Boston Machine & Foundry 
Co., South Boston, Va., plans to build 
a one-story foundry to cost about $25,- 
000. 

Imperial Machine Co., 1611 Central 
avenue, Minneapolis, Minn., has 
awarded contract for a one-story addi- 
tion, which will cost about $30,000. 

Lamson & Sessions Co., Cleveland, 
has awarded contract for a four-story 
building, 83x185 feet, for heat treating 


and plating departments. It will be 
equipped for cadmium, chromium and 
brass plating. 

Sterling Brass Co., 9600 St. Cather- 
ine avenue, Cleveland, is enlarging its 
plant by the erection of a two-story 
and basement building, 44x144 feet. 

Eller Mfg. Co., Canton, Ohio, manu- 
facturer of metal stampings, etc., will 
build a one-story addition which will 
cost about $70,000 with machinery. 

B. F. Goodrich Rubber Co., Akron, 
Ohio, according to report, will soon ask 
bids for a three-story addition to fabric 
mill at Thomaston, Ga., including two 
story and basement wings, to cost about 
$450,000 with machinery. 

Kittle Mfg. Co., 638-40 Santa Fe 
avenue, Los Angeles, will build a one- 
story addition, 70x120 feet, to cost 
about $28,000 with equipment. 

Federal Mogul Corporation, 11031 
Shoemaker avenue, Detroit, manufac- 
turer of metal bearings, has awarded 
contract for a one-story addition, 125x 
175 feet, which will cost about $70,000. 

Harrison Radiator Corporation, Wal- 
nut street, Lockport, N. Y., will build 
a three-story addition to cost about 
$130,000 with equipment. 

J. P. Devine Co., 13872 Clinton street, 
Buffalo, manufacturer of vacuum dry- 
ing apparatus, chemical machinery, 
etc., recently acquired by Mount Ver- 
non Car Mfg. Co., Mount Vernon, IIl., 
plans to build a new plant at Mount 
Vernon, to cost about $350,000 with 
equipment. 


Wheeling Steel Co., Wheeling, W. 
Va., plans to erect a factory branch 
and distributing plant at Rensselaer, 
N. Y., which will cost about $100,000 
with equipment. 

Eastman Manufacturing Co., 1002 
North Eleventh street, Manitowoc, 
Wis., plans to build a one-story shop 
addition, 60x66 feet. 

Standard Foundry Co., Southgate 
place, Worcester, Mass., will soon start 
the erection of a two-story addition, 
55x41 feet. 


Pennsylvania Flexible Metallic Tub- 
ing Co., Broad and Race streets, Phila- 
delphia, has awarded contract for a 
two-story and basement addition, 45x 
125 feet, which will cost more than 
$50,000 with equipment. 

Plibrico Jointless Firebrick Co., New 
York avenue, Trenton, N. J., manufac- 
turer of firebrick and other refrac- 
tories, will build an addition to cost 
about $100,000. 

Automatic Temperature Control Co., 
2500 North Lawrence street, Philadel- 
phia, has purchased property, 58x200 
feet, at Germantown, and is reported 
planning to erect a new plant to occupy 
the entire site. 


Brinton Foundry Co., Paul and Van 
Dyke streets, Philadelphia, manufac- 
turer of iron castings, has awarded 
contract for a one-story addition, which 


will cost approximately $20,000 with 
equipment. 

South Side Machine Co., 4016 Ne- 
braska street, St. Louis, will build a 
one-story plant, at an estimated cost 
of $40,000. 

Lake Erie Metal Products Co., Dun- 
ham road, Cleveland, plans to build a 
one and two-story plant, 75x100 feet, at 
a cost of $55,000. 

Pacific Pump Co., Huntington Park, 
Calif., will build a one-story addition, 
73x80 feet, at a cost of about $20,000 
with equipment. 


Firestone Tire & Rubber Co., Akron, 
Ohio., has awarded contract for a four- 
story factory branch and distributing 
plant, 90x150 feet, at Newark, N. J., 
to cost more than $125,000. 


Columbus Heating & Ventilating Co., 
425 West Town street, Columbus, Ohio, 
will build a three-story unit, to cost 
about $40,000 with equipment. 


General Mills, Inc., Minneapolis, 
Minn., plans to build a new grain ele- 
vator at plant of subsidiary, Red Star 
Milling Co., Wichita, Kans., which will 
cost more than $550,000 with screen- 
ing, conveying and other machinery. 

Hawley Pulp & Paper Co., Oregon 
City, Ore., will soon start the con- 
struction of two mill units, to cost 
more than $100,000 with equipment. 


Peoples Iron & Metal Co., 5838 
Loomis boulevard, Chicago, will soon 
take bids for a two and one-half story 
addition which will cost about $85,000 
with equipment. 


General Metals Refining Co., 3100 
North Broadway, St. Louis, has pur- 
chased local property as site for new 
plant which will cost more than $65,000 
with equipment. 


Commercial Iron Works, Portland, 
Ore., will soon begin the erection of an 
addition to house plate shop and foun- 
dry, which will cost about $50,000. 


Goddard & Goddard Co., 4724 Has- 
tings street, Detroit, manufacturer of 
tools, ete., will build a one-story addi- 
tion, which will cost about $100,000 
with equipment. 

Federal Steel Corporation, Detroit, 
has awarded contract for a one-story 
addition to storage and distributing 
plant, with overhead traveling cranes 
and other handling facilities, to cost 
over $60,000. The company will also 
erect a new Office building. 

All-Steel Equipment Co., Aurora, IIl., 
plans to build at an early date a one- 
story addition to plant, at a cost of 
about $27,000. 

Hanson Whitney Machine Co., Inc., 
169 Bartholomew avenue, Hartford, 
Conn., manufacturer of special machin- 
ery, has awarded contract for a one- 
story addition, 50x67 feet. 


Prest-O-Lite Co., 6119 Harrisburg 
road, Houston, Texas, will build gen- 
eral contract for two buildings for fac- , 
tory branch, storage and distributing ; 
service, which will cost about $40,000. 
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Creel 
oily waste 
and other 
oily wip- 
ing mate- 
rial are a 
menace to 


life and 
property 


‘‘Perfection’’ Approved 
Oily Waste Cans 


are a simple, inexpensive protection against dangerous oil 
fires. It is a duty you owe your trade to see that. they are 
properly equipped with approved receptacles for the 
dangerous materials that collect around their shops and 
factories. 





“Perfection” cans are made from heavy galvanized iron, 
with self-closing, tight hinged cover that operates without 
springs. Heavy iron legs raise the can 4 inches from the 
floor. Five sizes—6, 10, 15, 25 and 4o-gallon capacity. 


Ask for Catalogue and Distributors’ Prices 


GEO. W. DIENER MFG. CO. 


400-420 N. Monticello Ave., CHICAGO, ILL., U.S. A. 








ESTABLISHED 1874 


CLEVELAND, OHIO 





Specialists for more than fifty years in the 
manufacture of all kinds of brushes for the 


industrial trade. 
EW 


WIRE 
BUFFING BRUSHES 


This is one of our lines 
of Wire Wheel Brushes. 
This type is made from 
4 to 8inchin diameter 
and for economical and 
efficient service is with- 
out equal for use on 
flexible shaft and port- 
able buffingequipment. 
Perfect satisfaction is 
guaranteed. 











We invite your inquiries and are eager to demonstrate just what 
HEROLD SERVICE means in satisfying your requirements for 
brushes of all kinds. 


THE HEROLD BROTHERS CO. 


ESTABLISHED 1874 


1104 West 9t* St. Cleveland, O. 














SELLERS’ GUIDE 
to Supply Houses 


A guide to 
the supply 
houses of the 
United States 
and Canada, 
for sales man- 
agers and 
salesmen. 
The 1929 
edition, just 
off the press, 
is ready for 
delivery. 





Price Three Dollars 


The Crawford Publishing Co. 


537 South Dearborn Street 
Chicago 








“KEYSTONE” 
RATCHET COMBINATION 


(Reversible) 











HE quality Ratchet for taper shank twist 
drills, sleeve for square shank drills, and 
short boiler socket for square shank drills. 










The original Westcott 


| 

| Tl Made in 
| Wrench made by the 

| 


6 sizes. 





Keystone Mfg. Co., for 
twenty-five years. 
Known throughout the 4” to 14" 
world. 





KEYSTONE MANUFACTURING CO. 


51 Chandler Street BUFFALO, N. Y. 





When writing to Advertisers please mention Mitt Suppiies 
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CLASSIFIED 
ADVERTISEMENTS 


Classified Line Advertisements under 
heads of Wanted, For Sale, etc., will be 
published in this Department at a rate of 
20 cents a line, each insertion. Count six 
words to a line. 








SITUATIONS WANTED 





Wanted—To represent in the St. 
Louis district, manufacturers of the 
following lines: Steam Packing, Heavy 
chain and Babbitt metals. Applicant is 
a manufacturer’s agent, well estab- 
lished, equipped and favorably known. 
Correspondence invited. Address No. 
962, care MILL SUPPLIES, 537 South 
Dearborn street, Chicago. 


Sales Manager, American, speaks 
Spanish and Portuguese, with twelve 
years’ experience in domestic and for- 
eign markets. Thorough knowledge of 
hardware, mill supply, automotive and 
industrial field. Prefers connection with 
manufacturer. Opportunity as im- 
portant as salary. Address No. 963, 
care MILL SUPPLIES, 537 South Dear- 
born street, Chicago. 





Successful | mechanical rubber goods 
salesman, well known among jobbers, 
would like to make a change. Can fur- 
nish best of references. Address No. 
966, care MILL SUPPLIES, 537 South 
Dearborn ‘street, Chicago. 


Due to firm liquidating, successful 
mill supply salesman open for place. 
Executive ability proven. Age 33. Best 
of reference. Prefers west coast or 
southern trade. Address No. 965, care 
MILL SUPPLIES, 537 South Dearborn 
street, Chicago. 


Sales Executive would like to learn 
of manufacturer who desires represen- 
tation in Detroit territory. Sell to 
automobile and metal working indus- 
tries. Acquainted, successful, and finan- 
cially responsible. Commission basis. 
Address No. 956, care MILL SUPPLIES, 
537 South Dearborn street, Chicago. 





A high grade salesmen, favorable 
acquaintance with mill supply jobbers 
and large industrials in Central States. 
“Job” sought, not a position. Commis- 
sion basis. Address No. 960, care MILL 
SUPPLIES, 537 South Dearborn street, 
Chicago. 





Sales Executive with experience as 
sales manager, branch manager and 
salesman, desires position in South, 
coming in contact with industrial and 
mill supply trade. Address No. 955, 
care MILL SUPPLIES, 537 South Dear- 
born street, Chicago. 





Wanted—Good lines to sell the mill 
supply and wholesale hardware jobbers 
in the South. References furnished and 
correspondence invited. Address No. 
957, care MILL SUPPLIES, 537 South 
Dearborn street, a. 





Purchasing penn Constructive 
buyer, versed in mill, mine, factory, 
railroad, steam and contractors’ sup- 
plies, either for jobbing or for indus- 
trial operation and maintenance. Ad- 
dress No. 953, care MILL SUPPLIES, 537 
South Dearborn street, Chicago. 





Well informed mill, mine, and fac- 
tory supply man, with broad knowl- 
edge of the business and familiar with 
all working details particularly ex- 
perienced in purchasing, wishes to 
make connection where his service can 
be used to best advantage. Address 
No. 952, care MILL SUPPLIES, 537 South 
Dearborn street, Chicago. 








SALESMEN WANTED 





Young man for telephone sales so- 
licitation in mill and hardware store. 
Must have technical knowledge of mill 
supplies as a whole, both as to mer- 
chandise and sales experience. Located 
in southeastern Wisconsin. All appli- 
cations treated confidentially. Address 
No. 964, care of MILL SUPPLIES, 537 
South Dearborn street, Chicago. 





We have some exclusive territory 
open for good salesmen to sell a high 
grade line of steam separators and 
power plant equipment. Salesmen will 
have full charge of territory, selling 
both direct and through jobbers. He 
receives commission on all sales in his 
territory. Would not object to a good 
man who also handles another line that 
would not conflict, such as metallic 
packing. Address No. 951, care of 
MILL SUPPLIES, 537 South Dearborn 
street, Chicago. 





Salesman for complete line of ball 
bearings—radial, thrust and transmis- 
sion. Also line of roller bearings. Sell 
to bearing users in every industry. Re- 
plies confidential. Fisher Bearing Cor- 
poration of America, 1901 Avenue F, 
Birmingham, Ala. 


Wanted—Experienced belt salesman. 
Must have successful record, some 
mechanical ability, and a _ thorough 
knowledge of the territory around 
Philadelphia. Address No. 954, care 
MILL SUPPLIES, 537 South Dearborn 
street, Chicago. 





Experienced belting salesmen for 
Chicago and Middle West territory to 
represent large manufacturer of textile 
belts. Prefer salesmen who have sold 
rubber belting. Excellent opportunity 
for advancement. Give full particu- 
lars. Replies treated confidentially. 
Address No. 944, care MILL SUPPLIES, 
537 South Dearborn street, Chicago. 





Experienced salesman with thorough 
knowledge of belting and transmission 
appliances. State age, experience and 
salary expected. Address No. 958, 
care MILL SUPPLIES, 537 South Dear- 
born street, Chicago. 





Wanted experienced traveling spe- 
cialty salesman to sell to mill and 
plumbing supply trade, to travel ten 
months yearly for an old established 
manufacturer. Wonderful opportunity. 
State age, salary, references. Address 
No. 961, care MILL SUPPLIES, 537 South 
Dearborn street, Chicago. 





Salesmen calling on Supply houses to 
sell high grade cored and solid bronze 
bars as a side line. Address No. 946, 
care MILL SUPPLIES, 537 South Dear- 
born St., Chicago, 


An unusual 
belting sales 
opportunity in 


the South 


An opportunity that does not 
very often occur now exists for a 
high grade salesman and sales 
executive who has a following and 
knows the leather belting users 
and jobbers in the South, par- 
ticularly in Mississippi, Louisi- 
ana, Arkansas and Texas. The 
type of man we want is the kind 
who does not ordinarily answer 
advertisements but who is in- 
terested in making a permanent 
connection with a _ progressive 
house where there is a real future. 
Unless you are qualified to work 
into branch management, have 
been successful in your past 
employment and can _ furnish 
good references, please do not 
answer. All replies will be held in 
the strictest confidence. Address 
No. 968, care MILL SUPPLIES, 
537 So. Dearborn street, Chicago. 


ADLETS 


CLANCY “‘SURE GRIP" Steel Hose Clamps— 
Complete line, 94 sizes, for garden, hydrant and 
steam hose. Send for list of sizes, prices. and 
distributors’ discounts.—J. R. CLANCY, INC., 
Syracuse, N. Y 














MARTIN PORTABLE VISE STAND and Pipe 
Bender — For cutting 
threading and bending 
pipe. Portable, with 
no bolts, screws or 
braces to remove, and 
needs no attachment to 
floor, walls or ceiling. 
Will not tilt, upset or 
skid. Small and large 
sizes, with a up 
to 41%” pipe 
MARTIN & SONS, "825 


2nd St., Owensboro, Ky. 





THAWING TORCHES, CONCRETE HEATERS, 
Snow Melters, ‘‘Smokeless’’ Salamanders, Water 
Heaters for Winter Construction Jobs. Send for 
Bulletin No. 72-M for prices and full informa- 
tion. AEROIL BURNER COMPANY, West New 
York, es 





PORTAL E WHITNEY LEVER METAL 

. PUNCHES — Widest 

a = known. Most universally 

- used on market. Bight 

sizes and types. Over 

40,000 in use. Write for 

circulars and jobbing quotations. W. A. WHIT- 
NEY MFG. CO., 636 Race St., Rockford, Ill. 








“AIR SPRING’ COMPRESSED 
AIR GREASE CUPS—Automatically 
maintain film of grease on bear- 
ings with greatest efficiency and 
utmost economy. Four sizes, plain 
and polished steel. We alse make 
the ‘‘Shurflo’’ wick feed oil cup. 
Folder on _ request. HUNTER 
PRESSED STEEL CO., Lansdale, Pa. 





JOSLIN STEEL STAMPS AND DIES—Any de- 
sign or type of characters accurately carried 
out. We guarantee quality and service. Send 
today for catalog and distributors’ prices. A. D. 
JOSLIN MFG. Co., 123 Arthur St., Manistee, Mich. 
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LIBBEY 


High Pressure Gauge Glass 
High Pressure Red Line Gauge Glass 
Standard Pressure Gauge Glass 
Lubricator Glasses 
Oil Cup Glasses 


AMERICA’S STANDARD 
and 
Made in U. S. A. 


Write for booklet 


The Libbey Glass Mfg. Co. 


Mfrs. of Railroad and Industrial Glassware 
Toledo, Ohio 


RY. 














DON’T WAIT 
| for the 
SWITCH ENGINE 
Use a 
WELLER CAR PULLER 


SIZES TO MOVE FROM 1 TO 30 CARS 
Send for Circular No. 1028 


WE ALSO MAKE 


BELT CONVEYORS MALLEABLE CHAIN 
CHAIN CONVEYORS STEEL CHAIN 

| SPIRAL CONVEYORS SPROCKETS 

| BUCKET ELEVATORS GEARS 

| ELEVATOR BUCKETS SKIP HOISTS 


POWER TRANSMITTING MACHINERY 


WELLER MFG. CO. 
1820 N. Kostner Ave. 
CHICAGO, ILL. 




















Tanners of 


Mechanical Leathers 











Lace Leather Sides and Cut Lacing 


in 
Mechanical Rawhide, Indian Tan 
and Krome (Chrome tanned) 


Krome Belt Leather 
in Butt Bends, Centers and Sides 


Chrome Hydraulic Leather 
in Butts and Sides 


Krome-Retan Hydraulic Butts 





THE CHICAGO RAWHIDE MFG. CO. 
1285 — Avenue, CHICAGO 


109 Broad St., New Yor! 209 Broad St., Boston 
66 N. 4th St., "Pileddphia 530 W. Congress St., Detroit 








COCHECO 
LEATHER BELTING 


Always the first choice of en- 
gineers who know that it pays 
to buy the best in belting— 
and that is Cocheco. 


I. B. Williams & Sons 


Dover, N. H. 


CHICAGO DETROIT GREENVILLE 
NEW YORK DAYTON BOSTON 
PHILADELPHIA 





Workace Radial Saw 


A new directly connected motor 
driven overhead saw. Cuts any 
angle; cross cuts; rips. Dados, 
tenons, routs, bores, ‘sands, anything. 
The handiest tool yet devised for the 
carpenter, mill, maintenance depart- 
ment, lumber yard, shipping room, 
etc. 


FASTEST SELLING WOODWORK- 
ING MACHINE TODAY— 
ATTRACTIVE DEALER 
PROPOSITION 


Made and Guaranteed by 


J. D. WALLACE & CO. 
2801 Wilcox St, Chicago, Ill. 





When writing to Advertisers please mention Mitt Supritres 
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BUY ADVERTISED PRODUCTS 


A Classified Index to the Products of Advertisers in This Issue 


Index te Advertisements on Last Page 
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ABRASIVES 
Abrasive Company 
‘VILS 


N 
Columbus Anvil & Forging Co. 
Yost Mfg. Co. 
APRONS, LEATHER 
Chicago Rawhide Mfg. Co. 
ARBORS 
Morse Twist Drill & a Co. 
The Skinner Chuck 
BA ABLITT. METALS 
Dodge Manufacturing Corp. 
Frictionless Metal Company 
The Medart Company 
Monarch Metal Co. 
BABBIT RETAINER 
Products Mfg. Co. 
BABBITTING MASKS 
Pulmosan Safety Equipment Corp. 
ARRELS, TUMBLING 
Royersford Foundry & Machine Co. 
BARROWS 
The Fairbanks Company 
BEARINGS, BALL AND ROLL&iRk 
S K F Industries, Incorporated. 
BEARINGS, BRONZE 
American Non-Gran Bronze Corp. 
The Bunting Brass & Bronze Co. 
Arthur Harris & Co. 
BEARINGS, SHAFT, BABBITTED 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
T. B. Wood's Sons Co. 
BEARINGS, SHAFT, BALL 
Chicago Pulley & Shafting Co. 
S K F Industries, Incorporated 
T. B. Wood's Sons Co. 
BEARINGS, SHAFT, OIL FILM 
Hill-Clutch Machine & Foundry Co. 
ARINGS, —- OILLESS 
Arguto Oilless Bearing 
ARINGS, SHAFT, ROLLER 
Bond Foundry & Machinery Co. 
Dodge Manufacturing Corporation 
The Medart Company 
“The Reeves’’—Reeves Pulley Co. 
Royersford Foundry & Machine Co. 
S K F Industries, Incorporated. 
BELT DRESSING 
Atlantic Manufacturing Co. 
Chicago Rawhide Mfg. Co. 
Joseph Dixon Crucible Co. 
The Mechanical Rubber Co. 
Geo. Rahmann & Co. 
Richmond Belt Dressing Mfg. Co., Inc. 
Chas. A. Schieren Co. 
Victor Balata & Textile Belting Co. 
BELT FASTENERS 
The Bristol Company 
Clipper Belt Lacer Company 
Flexible Steel Lacing Co. 
BELT LACINGS, _ 
Chicago Rawhide Mfg. 
“Cocheco’’—I. B. Wilitere & Sons 
Geo. Rahmann & Co. 
Chas. A. Schieren Co. 
BELT LACINGS, METALLIC 
Clipper Belt Lacer Company 
Flexible Steel Lacing Co. 
The Bristol Company 
BELT SHIFTERS 
T. B. Wood’s Sons Co. 
BELT TIGHTENERS 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
T. B. Wood’s Sons Co. 
BELTING, BALATA 
Victor Balata & Textile Belting Co. 
BELTING, CANVAS STITCHED 
The Mechanical Rubber Co. 
Victor Balata & Textile Belting Co. 
BELTING, CONVEYOR 
Boston Woven Hose & Rubber Co. 
The Cincinnati Rubber Mfg. Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Goodyear Tire & Rubber Co., Inc. 
The Mechanical Rubber Co. 
The Republic Rubber Co. 
Victor Balata & Textile Belting Co. 
Whitehead Bros. Rubber Co 
BELTING, COTTON, SOLID WOVEN 
Stanley Belting Corporation 
Victor Balata & Textile Belting Co. 
BELTING, IMPREGNATED 
Stanley Belting Corporation 
BELTING, LEATHER 
Chicago Rawhide Mfg. Co. 
Geo. Rahmann & Co. 
Chas. A. Schieren Co. 
“Sterling’—Chas. Bond & Co., Philadelphia 
I. B. Williams & Sons 


BEL eee, LINK 
Chas. A. Schieren Co. 
BELTING, = ND 
Chicago Rawhide Mfg. Co. 
Geo. Rahmann & Co. 
Chas. A. Schieren Co. 
I. B. Williams & Sons 
BELTING, RUBBER 
Boston Woven Hose & Rubber Co 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Goodyear Tire & Rubber Co., Inc. 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
The Republic Rubber Co. 
Whitehead Bros. Rubber Co. 
BELTING, THRESHER 
Boston Woven Hose & Rubber Co. 
The Mechanical Rubber Co. 
Geo. Rahmann & Co. 
The Republic Rubber Co. 
TI. B. Williams & Sons 
Victor Balata & Textile Belting Co. 
BELTING, TRACTOR 
Victor Balata & Textile Belting Co 
BELTING, TWISTED 
Victor Balata & Textile Relting Co. 
BELTING, WATERPROOF 
Chicago Rawhide Mfg. Co. 
Geo. Rahmann & Co. 
Chas. A. Schieren Co. 
I. B. Williams & Sons 
Victor Balata & Textile Belting Co. 
BELTS, WELL ec ag 
Victor Ralata & Textile Beltin 
BENCHES (WORK), JEWET, ERS’ 
Leiman Bros 
BENCHES, STEEL 
Standard Pressed Steel C 
BENCHES, W OODWORKERS’ 
Richards-Wilcox Mfg. Co. 
BENCH LEGS 
The Hill Clutch a & Foundry Co. 
Pollard Bros. Mfg. C 
BITS, TOOL HOLDER 
Simonds Saw & Steel Co. 
The Vincent Steel Process Co. 
J. H. Williams & Co. 
BLOCKS, CHAIN 
Chisholm-Moore Hoist Corp. 
Wright Mfg. Co. 
The Yale & Towne Mfg. Co 
BLOCKS, PILLOW 
Bond a... & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
Skayef Ball ag ing | — 
T. B. Wood’ .. Sons C 
BLOCKS, = 
Williamsport Wire Rope Co. 
BLOWERS. FORGE 
Champion Blower & Forge Co. 
Electric Blower Company 
Lovejoy Tool Works 
BLOWERS, GAS AND OIL COMBUSTION 
Electric Blower Company 
Leiman Bros. 
BLOWERS, PORTABLE, ELECTRIC 
Clements Mfg. Co. 
Electric Blower Company 
BLOWERS, SANDBLAST 
Leiman Bros. 
ag reel — 
National Tube Compa 
BOILERS, TUBULAR "AND WATER TUBE 
Henry Vogt Machine Co. 
BOLT ENDS 
The Superior Screw & Bolt Mfg. Co. 
BOLTS. CARRIAGE 
Foster Bolt & Nut Mfg. Co. 
H. M. Harper Co. 
Russell, Burdsall & Ward Bolt & Nut Co. 
The Superior Screw & Bolt Mfg. Co. 
BOLTS, EYE. HOOK, RING AND LAG 
H. M. Harper Co. 
The Superior Screw S Bolt Mfg. Co. 
J. H. Williams & 
BOLTS, GALVANIZED AND MONEL 
The Superior Screw & Bolt Mfg. Co. 
BOLTS. MACHINE 
Foster Bolt & Nut Mfg. Co. 
H. M. Harper Co. 
Russell, Burdsall & Ward Bolt & Nut Co. 
The Superior Screw & Bolt Mfg. Co. 
BOLTS, SINK, STOVE AND PLOW 
Foster Bolt’ & Nut Mfg. Co. 
Russell, Burdsall & Ward Bolt & Nut Co. 
The Superior Screw & Bolt Mfg. Co. 
BOLTS, STUD 
The Superior Screw & Bolt Mfg. Co. 
The Cleveland Cap Screw Co. 


nae. SCAFFOLD 
Patent Scaffolding Co. 
BRACKETS, WALL 
Bond Foundry & Machine Co. 
Dodge Mfg. Corp. 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
T. B. Wood’s Sons Co 
BRASS GOODS, PLUMBING 
Grabler Mfg. Co. 
BRASS GOODS, STEAM 
American Injector Co. 
Detroit Lubricator Co. 
Penberthy Injector Co. 
The Wm. Powell Co, 
The D. T. Williams Valve Co. 
BRONZE BARS, CORED AND SOLID 
American Non-Gran Bronze Corp. 
The Bunting Brass & Bronze Co. 
Arthur Harris & Co. 
BROOMS, FACTORY, WAREHOUSE 
AND RAILROAD 
The Herold Bros. Co. 
Indianapolis Brush & Broom Mfg. Co 
The Osborn Manufacturing Co. 
BRUSHES, BENCH, FLOOR, ETC, 
The Herold Bros. Co. 
Indianapolis Brush & ae ne Co. 
The Osborn Manufacturing 
BRUSHES, ‘eg ND ‘VARNISH 


“The Osborn Mfg. 


The Herold Bros. 
BRUSHES, W IRE, FLUE, ETC. 
The Herold nag — 
The Osborn Mfg. 
BRU SHES, ° WIRE WHEEL 

The Herold Bros. Co. 
The Osborn Mfg. Co. 

BUCKETS, ELEVATOR 
Illinois Malleable Iron Co. 
Weller Mfg. Co. 

BUFFERS, ELECTRIC 
Black & Decker Mfg. Co. 
Hisey-Wolf Machine Co. 
Marathon Electric Mfg. Co. 
Stow Mfg. Co., Inc. 
N. A. Strand & Co. 
BURNERS, GASOLINE AND KEROSENE 
Aeroil Burner Co., Inc. (kerosene) 
Clayton & Lambert Mfg. Co. 

BUSHINGS, BRONZE 
American Non-Gran Bronze Corp. 
Bunting Brass & Bronze Co. 
Arthur Harris & Co. 

BUSHINGS, PNEUMATIC HAMMER 

The Cleveland Wrought Products Co. 

CANS, OILY WASTE 
Geo. W. Diener Mfg. Co. 

CANS, SAFETY, GASOLINE 
Geo. W. Diener Mfg. Co. 
CAR-MOVERS 
Advance Car Mover Co. 
Appleton Car Mover Co. 
Safety Wrench & Appliance Co. 
Weller Mfg. Co. 
CARTS 


The Fairbanks Company 
CASING, WELL 
National Tube Co. 
CASTERS, TRUCK 
The Bassick Company 
Bond Foundry & Machine Co. 
CASTINGS, BRONZE 
Arthur Harris & Co. 

CASTINGS, GRAY AND MALLEABLE 
The Hill Clutch Machine & Foundry Co. 
Illinois Malleable Iron Co. 

CASTINGS, SEMI-STEEL 
Bond Foundry & Machine Co. 

Hill Clutch Machine & Foundry Co. 
CATALOGS, SUPPLY HOUSE 

Cuneo Press, Inc., The 

R. R. Donnelley & Sons Co. 

CEMENT, LEATHER BELT 
Chicago Rawhide Mfg. Co. 
Cocheco—I. B. Williams & Sons 
Chas. A. Schieren Co. 

CEMENT, PIPE JOINT 
Joseph Dixon Crucible Co. 
CHAIN 
The Columbus McKinnon Chain Co. 
Ss. G. Taylor Chain Company. 

CHARGING SETS, BATTERY 

Marathon Electric Mfg. Co. 
CHIPPING MASKS 
Pulmosan Safety Equipment Corp. 
CHISEL BLANKS 
The Cleveland Wrought Products Co. 
CHISELS, CHIPPING, PNEUMATIC 
HAMMER 


The Cleveland Wrought Products Co. 
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CHISELS, COLD 
Stanley Rule & Level Plant 
CHUCKS, DRILL AND TAP 
Morse Twist Drill & ——— Co. 
Procunier Safety Chuck Co. 
The Standard Tool Co. 
Skinner Chuck Company 
Union Manufacturing Co. 
Westcott Chuck Company. 
CHUCKS, LATHE 
Cushman Chuck Co. 
Skinner Chuck Company 
Union Manufacturing Co. 
Westcott Chuck Company. 
CHUCKS, NIPPLE 
Paul W. Koch & Co. 
CHUCKS, PLANER 
Skinner Chuck Company 
Union Manufacturing Co. 
CLAMPS, BAR 
Adjustable Clamp Co. 
CLAMPS, BELT 
r. B. Wood's Sons Co. 
CLAMPS, “C” 
Adjustable Clamp Co. 
Armstrong Bros. Tool Co. 
Brownie Mfg. Co. 
J. H. Williams & Co. 
CLAMPS, LOOM 
Paul W. Koch & Co. 
CLAMPS, PIPE REPAIR 
M. B. Skinner Co. 
CLUTCHES, FRICTION 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
Edgemont Machine Co., The 
The Hill Clutch Machine & Foundry Co. 
Kinney Mfg. Co. 
The Medart Company 
The Moore & White Co. 
“The Reeves’’—Reeves Pulley Co. 
A. L. Schultz & Son 
T. B. Wood's Sons Co. 
COCKS, AIR AND DRAIN 
American Injector C~. 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 
COCKS, BALL 
Detroit Lubricator Co. 
Kieley & Mueller, Inc. 
co — CORPORATION 
Grabler Mfg. 
The Wm. Swell Co. 
COCKS, GAGE 
American Injector Co. 
Jenkins Bros. 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 
COCKS, STEAM AND SERVICE 
The Wm. Powell Co. 
Walworth Company 
The D. T. Williams Valve Co. 
COCKS, STOP 
Grabler Mfg. Co. 
COILS AND BENDS, COPPER AND BRASS 
Arthur Harris & Co. 
COLLARS, SHAFT 
American Pulley Company 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Pyott Foundry Co 
Royersford Foundry & Machine Co. 
ste andard Pressed Steel Co 
B. Wood’s Sons Co. 
COLUMNS, WATER 
Nason Manufacturing Co. 
COMPOUND, PIPE JOINT 
Joseph Dixon Crucible Co. 
COMPRESSORS, AIR 
( ‘urti s Pneumatic Machinery Co. 
Kellogg Mfg. Co. 
CONTAC TORS, BELT 
T. B. Wood's Sons Co. 
CONTROLLERS, BOILER PRESSURE 
Mason Regulator Co. 
CONVEYING SYSTEMS, OVERHEAD 
Richards-Wilcox Mfg. Co. 
COPPERSMITHS 
Arthur Harris & Co. 
COUNTERBORES 
The Cleveland Twist Drill Co. 
Morse Twist Drill & Machine Co. 
COUNTERSHAFTS 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corp. 
Edgemont Machine Co., The 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
T. B. Wood's Sons Co 
COUNTERSHAFTS, SMALL 
Birkle Machine Works 
N. A. Strand & Co 
COUPL INGS, SHAFT 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Pyott Foundry Co. 
Royersford Foundry & Machine Co. 
Spiro—Bond Foundry & Machine Co 
T. B. Wood's Sons Co. 
COUPLINGS, SHAFT, FLEXIBLE 
Birkle Machine Works 
Bond Foundry & Machine Co. 
Frederick Iron & Steel Co. 
The Hill Clutch Machine & Foundry Co. 
Lovejoy Tool Works 


a~ Medart nage 
B. Wood's Sons C 


cou PLINGS, SHAFT, FRICTION CUT-OFF 


Dodge Mfg. Corp. 
Edgemont Machine Co., The 


The Hill Clutch Machine & Foundry Co 


Kinney Mfg. Co 

The Moore & White Co. 
The Medart Company 
A. L. Schultz & Son 

T. B. Wood's Sons Co. 


COUPLINGS, SHAFT, MARINE 


Bond Foundry & Machine Co. 
COVERING, PULLEY 
Chicago Pulley & Shafting Co 


CRANES. HAND | POWER 


Chisholm-Moore Hoist Cor 
CR 


ANES, OVERHE ZAD. “TRAVELING 
AND JII 


Chisholm-Moore Hoist ia. 
Curtis Pneumatic Machinery Co. 
Richards-Wilcox Mfg. ~*~ 
The Yale & Towne Mfg. 

CRANES, PORTABLE 
Richards-Wilcox Mfg. Co 

CRA LYONS, LUMBER 
Joseph Dixon Crucible Co. 

CUPS, LEATHER 
Chicago pot ge Mfg. 
cU 


Co 
OIL AND GREASE 


American et lc Co. 

Detroit Lubricator Co. 

Hunter Pressed Steel Co. 

Penberthy Injector Co. 

The Wm. Powell Co. 

D. T. Williams Valve Co. 
CUTTERS, BELT 

Clipper Belt Lacer Company 


CUTTERS, EMERY WHEEL DRESSER 


The Vincent Steel Process Co. 
CUTTERS, GLASS 
American Saw & Mfg. Co. 
CUTTERS, HOLE 
(for met 
Paul W. Koch & Co 
CUTTERS, MILLING 
Cleveland Twist Drill Co. 
Morse Twist Drill & Machine Co 
The Standard Tool Co. 
DIAPHRAGMS 
Whitehead Bros. Rubber Co. 
CUTTERS, PIPE 
Armstrong Bros. Tool Co. 
The Oster Mfg. Co. 


Toledo Pipe Threading Machine Co. 


DIES, THREADING 
Armstrong Bros. Tool Co. 
Morse Twist Drill & Machine Co. 
The Oster Mfg. Co. 


Toledo Pipe Threading Machine Co. 


DIPPERS, COPPER 
Arthur Harris & Co. 
DISCS, VALVE 
Jenkins Bros. 
DOGS, LATHE 
Armstrong Bros. Tool Co. 
J. H. Williams & Co. 


ADJUSTABLE 
) 


DRESSERS, GRINDING WHEEL 


Lovejoy Tool Works 


Scandinavian Western Importing Co., 


The Standard Tool Co 
The Vincent Steel Process Co. 
DRILLING POSTS 
Armstrong Bros. Tool Co. 
Lovejoy Tool Works 
DRILLS, ELECTRIC 
The Black & Decker Mfg. Co. 
The Hisey-Wolf Machine Co. 
Stow Manufacturing Co., Inc. 
Standard Electric Tool Co. 
N. A. Strand & Co. 
Stanley Rule & Level Plant 
DRILLS, POST 
Champion Blower & Forge Co. 
The Crescent Machine Co. 
DRILLS, RATCHET 
The Armstrong Bros. Tool Co. 
Lovejoy Tool Works 
DRILLS, TWIST 
Cleveland Twist Drill Co. 
Morse Twist Dril!} & Machine Co. 
The Standard Tool Co. 
Whitman Barnes-Detroit Corp. 
DRIVES, POWER 
The Oster Mfg. Co. 


Ltd. 


The Toledo Pipe Threading Machine Co. 


DRUMS, CAST IRON 


The Hill Clutch Foundry & Machine Co. 


The Medart Company 
T. B. Wood's Sons Co. 
EJECTORS 

American Injector Co. 

Nason Manufacturing Co. (acid) 

Penberthy Injector Co. 
ELIMINATORS, OIL 

The D. T. Williams Valve Co. 


ENGINE AND BOILER FITTINGS 


American Injector Co. 
The Wm. Powell Co 
D. T. Williams Valve 


Co 
EXPANDERS, BOILER TUBE 


Lovejoy Tool Works 


EXPELLERS, OIL AND MOISTURE 


The V. D. Anderson Co. 


EXTINGU ae, FIRE 


Geo. W. Diener Mfg. 


Co. 
FANS, VENTILATING, ELECTRIC 


Electric Blower Company 

Marathon Electric Mfg. Co. 
FASTENERS, BELT 

The Bristol Company 

Clipper Belt Lacer Company 

Flexible Steel Lacing Co. 


FAUCETS, BRASS 
Grabler Mfg. Co. 


FEED W ATER SOFTENER AND PURIFIER 
Dodge Manufacturing Corporation 
The Swartwout Company 


FEEDER VALVES, STEAM HEATING 
BOILER 
Nason Manufacturing Co. 
FILES 


American Swiss File & Tool Co. 
Delta File Works 
Grobet File Corporation of America 
Scandinavian Western Importing Co., Ltd. 
Simonds Saw & Steel Co 

FIRE DOORS AND HARDWARE 
Richards-Wilcox Mfg. Co. 


FIRE EXTINGUISHERS 
Geo. W. Diener Mfg. Co. 
Pyrene Mfg. Co. 

FIRE PREVENTING EQUIPMENT 
Geo. W. Diener Mfg. Co. 
Pulmosan Safety Equipment Corp. 


FITTINGS, CHAIN 
S. G. Taylor Chain Company. 

FITTINGS, DRAINAGE 
Grabler Mfg. Co. 

Illinois Malleable Iron Co. 
Stockham Pipe & Fittings Co. 

FITTINGS, HOSE, BRASS 
Boston Woven Hose & Rubber Co. 
Illinois Malleable Iron Co. 

FITTINGS, HYDRAULIC 
Stockham Pipe & Fittings Co. 
Henry Vogt Machine Co. 

Walworth Co. 
FITTINGS, PIPE BRASS 
Grabler Mfg. Co. 
Illinois Malleable Iron Co. 
FITTINGS, PIPE, CAST IRON 
Grabler Mfg. Co. 
Stockham Pipe & Fittings Co. 
FITTINGS, PIPE, MALLEABLE 
Grabler Mfg. Co. 
Illinois Malleable Iron Co. 
Stockham Pipe & Fittings Co. 
Walworth Company 

FITTINGS, PIPE, STEEL 
Bonney Forge & Tool Works 
Stockham Pipe & Fittings Co. 
Henry Vogt Machine Co. 

FLEXIBLE SHAFT EQUIPMENT 
Stow Manufacturing Co., Inc. 
Y. A. Strand & Co 
FLOATS, ALU UMINU M, | COATED 
Arthur Harris & Co. 
FLOATS, COPPER 
The V. D. Anderson Co. 
Arthur Harris & Co. 
FLOOR STANDS 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Foundry & Machine Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
T. B. Wood's Sons Co. 
FLY WHEELS 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Pyott Foundry Co. 
Reeves Pulley Co. 
T. B. Wood's Sons Co. 
FORGES, BLACKSMITH AND RIVET 
Champion Blower & Forge Co. 
FRAMES, HACK SAW 
Simonds Saw & Steel Co. 
The Henry G. Thompson & Son Co. 
RAMES, WALL 
Bond Foundry & Machine Co. 
Dodge Manufacturing ang ag eee 
The Hill Clutch — ~« Foundry Co. 
The Medart Compan 
Royersford Foundry e Machine Co. 
T. B. Wood's Sons Co. 
FURNACE MASKS 
Pulmosan Safety Equipment Corp. 

FURNACES, INDUSTRIAL 

The Strong. Carlisle & Hammond Co. 
FURNACES, — MELTING 
Aeroil Burner Co., 

FURNACES, “SOLDERING 

Clayton & Lambert Mfg. Co. 
Geo. W. Diener Mfg. Co. 
Scandinavian Western Importing Co. 
P. Wall Mfg. Supply ag 
Yost Manufacturing 
GAGES, TRON, AMMONIA AND CHEMICAL 
Nason Manufacturing Co. 
GAGES, MACHINISTS’ 
Brown & Sharpe Mfg. Co. 
AGES, WATER 
American Injector Co. 
Detroit Lubricator Co. 
Nason Manufacturing Co. 
Penberthy Injector Co. 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 
GAS MASKS 
Pulmosan Safety Equipment Corp. 
GASKETS 
The Cincinnati Rubber Mfg. Co. 
Jenkins Bros. 
GEARS 
Bond Foundry & Machine Co. 
Brown & Sharpe Mfg. Co. 
Chicago Rawhide Mfg. Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Pyott Foundry Co. 
Sprucolite Corporation 
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BARNES Rep Arrow “V-B” 


Victor Balata 
HIGH SPEED STEEL HACK SAW BLADES 


Belt 
SES memati 


Ampere 
MANUFACTURED BY 
Ask for Prices 


CANVAS STITCHED 
BELTING 
W. O. BARNES CO., INC. Victor Balata & Textile Belting Co. 
1297 Terminal Ave. DETROIT, MICH. Main Sales Office, 38 Murray St., New York 
Chicago Warehouse: 345 W. Austin Ave. 











Sold Extensively by 
MillSupply Houses 











Factories: Easton, Pa. 











a FRICTION 
mont cLlurcues 


best for general factory use 


because ADAPTABLE 





EFFICIENT 
LONG LIVED 
INEXPENSIVE 

__ Sie Tae gaa SHIPPED FROM STOCK 





THE EDGEMONT MACHINE CO. DAYTON, OHIO 











Send today for latest cat- 
alog showing Hisey Elec- 
tric Drills, Grinders and 
Buffers. These complete 
self-contained units are 
known everywhere for their 
unequaled efficiency and 
reliability. . 


ELECTRIC [ee 
DRILLS ~ Hises-Wolf 
LIE Cinsinnas, Ohio 
BUFFERS 







ushmané 
wegea ZSSCOUMAL Ty 
CHUCKS «<S 


— also 
3 & 4 Jaw Self-Centering Chud 
~Mi= -- 2 Jaw Lathe Chucks\—* 
Face Plate Jaws 2 
“The Hartford” Drill Chucks 
_, —gUR LATEST! 
THENEW TRI-PLEX CHUCK : 





HARTFOR D, i 0 NN. BeSSaceoc ut Cue seer 








Simplex 
Screw Jacks 


Sell on Sight! 


Their Visible Screw, Stability, 
Workmanship & Duco Coloring 


Create Sales Appeal .. 


m plex Lever Jacks, 


Pi Pushers 
Templeton, Kenly & Co. end Trenell Races 





ST.1899 have been famous 


Chicago, Ill.,U.S.A. for Yaa 








When writing to Advertisers please mention Miit Suppiies 








PUL SUPPLIES 





GENERATORS, ACETYLENE 
The Imperial Brass Mfg. Co. 
GLASSES, GAGE 
Jenkins Bros., ‘‘Moncrieff’’ 
The Libbey Glass Mfg. Co. 
GLOVES, STEEL GRIP 
Pulmosan Safety gee Corp. 
GOGGLES, SAFETY 
Pulmosan Safety Equipment Corp. 
OVERNORS, PUMP SPEED 
Kieley & Mueller, Inc. 
Mason Regulator Co. 
The Strong, Carlisle & Hammond Co. 
“Strong” 
GRAPHITE FOR ALL PURPOSES 
Joseph Dixon Crucible Co. 
GREASE, LUBRICATING 


Bond Foundry & Machine Co., ‘‘Bondeline’”’ 


Joseph Dixon Crucible Co. 
Royersford Foundry & Machine Co 
GRINDERS, BELT, ROPE AND MOTOR 
DRIVEN 
Stow Manufacturing Co., Inc. 
GRINDERS, BENCH AND FLOOR — 
Bond Foundry & Machine Co. 
Brown & Sharpe Mfg. Co. 
Chicago Pulley & Shafting Co. 
Hisey-Wolf Machine Co. 
Luther Grinder Mfg. Co. 
Marathon Electric Mfg. Co. 
Royersford Foundry & Machine Co. 
Standard Electrical Tool Co. 
Stanley Rule & Level Plant 
GRINDERS, DISC 
The Crescent Machine Co. 
Luther Grinder Mfg. Co. 
GRINDERS, ELECTRIC 
The Black & Decker Mfg. Co. 
Hisey-Wolf Machine Co. 
Luther Grinder Mfg. Co. 
Marathon Electric Mfg. Co. 
Standard Electrical Tool Co. 
Stow Manufacturing Co., Inc. 
N. A. Strand & Co 
GRINDERS, RAILROAD 
Luther Grinder Mfg. Co. 
GRINDERS, TOOL, HAND 
Luther Grinder Mfg. Co. 
GRINDERS, VALVE 
The Black & Decker Co. 
GRINDSTONES 
Richards-Wilcox Mfg. Co. 
GUARDS, ELECTRIC LAMP 
Flexivle Ly Lacing Co 
UARDS, CABL g. HIGHWAY 
Williamsport Wire Rope Co. 
IUNS, OIL AND GREASE 
Bond Foundry & Machine Co. 
Royersford Foundry & Machine Co. 
. HAMMERS 
Stanley Rule & Level Plant 
HANDLES, — AND SOLDER IRON 
Hyro Mfg. Co., 
H: AND SCREWS 
Adjustable Clamp Co. 
HANGERS, BALL BEARING 
Chicago Pulley & Shafting Co. 
S K F Industries, — 
T. B. Wood's Sons C 
HANGERS, DOOR 
F. E. Myers & Bro. Co. 
Richards-Wilcox Mfg. Co. 
HANGERS, PIPE 
Grabler Mfg. Co. 
Illinois Malleable Iron Co. 
Walworth Company 
HANGERS, SHAFT 
American Pulley Company 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
S K F Industries, Incorporated 
Standard Pressed Steel Co. 
T. B. Wood's Sons Co 
HEADS, EXHAUST 
The Swartwout Company 
HEATERS, es AND ASPHALT 
Aeroil Burner Co. 
HEATEI RS, EED WATER 
Arthur Harris & Co. 
The Swartwout Company 
HEATERS, GLUE, ELECTRIC 
Black & Decker Mfg. Co. 
HEATERS, GLUE, STEAM AND GAS 
Nason Manufacturing Co. 
HEATERS, WATER 
Aeroil Burner Co., Inc. 
HELMETS. SAFETY 
Pulmosan Safety Equipment Corp 
HOISTS, CHAIN 
Chisholm-Moore Hoist Corp. 
Richards-Wilcox Mfg. Co. 
Union Manufacturing Co. 
Wright Mfg. Co. 
The Yale & Towne Mfg. Co. 
HOISTS, ELECTRIC 
Chisholm-Moore Hoist Corp. 
The Yale & Towne Mfg. Co. 
HOISTS, HAND 
*hisholm-Moore Hoist Corp. 
Wright Mfg. Co. 
The Yale & Towne Mfg. Co. 
HOISTS, PNEUMATIC 
Curtis Pneumatic Machinery Co. 
Pte DERS, BAG 
Weller Mfg. 
HOLDERS, ee 
Armstrong —_ Tool 
HOODS, DU ST 
Pulmosan Safety Equipment Corp. 
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HOOKS, BELT 
The Bristol Company 
Flexible Steel Lacing Co. 
HOOKS, CORNICE 
Patent Scaffolding Co. 
HOOKS, HOIST 
J. H. Williams & Co. 
HORSES, MASONS’ 
Patent Scaffolding Co. 
HOSE, COTTON 
Boston Woven Hose & Rubber Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Goodyear Tire & Rubber Co., Inc. 
The Mechanical Rubber Co. 
Whitehead Bros. Rubber Co. 
HOSE, RUBBER 
Boston Woven Hose & Rubber Co. 
The Cincinnati Rubber Mfg. Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Goodyear Tire & Rubber Co., Inc. 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
The Republic Rubber Co. 
Whitehead Bros. Rubber Co. 
HYDRAULIC LEATHER 
Chicago Rawhide Mfg. Co. 
Chas. A. Schieren Co. 
INJECTORS 
American Injector Co. 
Penberthy Injector Co. 
The Wm. Powell Co. 
IRONS, BRANDING 
Patent Scaffolding Co. 
JACKS, HYDRAULIC 
Blackhawk Mfg. Co. 
JOINTERS, WOODWORKING 
The Crescent Machine Co. 
J. D. Wallace & Co. 
JOINTS, EXPANSION, COPPER 
Arthur Harris & Co. 
JOIST NOTCHERS 
Paul W. Koch & Co, 
KETTLES, STEAM JACKETED 
Arthur Harris & Co. 
KNIVES, MACHINE 
Simonds Saw & Steel Co. 
KNURLS 
American Swiss File & Tool Co. 
LACERS, BELT 
Clipper Belt Lacer Co. 
LADDERS, SAFETY 
Dayton Safety Ladder Co. 
Patent Scaffolding Co 
LADDERS, STEP 
Patent Scaffolding Co. 
LAMP GUARDS 
Flexible Steel Lacing Co. 
LATHES, BUFFING AND POLISHING 
Brown & Sharpe Mfg. Co. 
Standard Electrical Tool Co. 
LATHES, eg ge gale ELECTRIC 
Marathon Electric Mfg. Co. 
LATHES, WOODWORKING 
J. D. Wallace & Co. 
LEATHER ee 
Chicago Rawhide Mfg. Co. 
Geo. Rahmann & Co. 
og ge HAND 
Chicago an Mfg. Co. 
LEGS, BENCH, STEEL 
Standard Pressed Steel Co. 
LEVELS 
Stanley Rule & Level Plant 
LOCKS, INDU ene, 
The Yale & Towne Mfg. Co. 
LUBRICANTS, BALL & ROLLER BEARING 
Bond Foundry & Machine Co 
Royersford Foundry & Machine Co. 
LUBRICATORS 
American Injector Co. 
Detroit Lubricator Co. 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 
MACHINE TOOLS 
Brown & Sharpe Mfg. Co. 
The Crescent Machine Co. 
Royersford Foundry & Machine Co. 
MACHINERY CLUTCHES 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing <i amas 
Edgemont Machine Co., 
The Hill Clutch fenchine ne Foundry Co, 
The Medart Company 
The Moore & White Co. 
A. L. Schultz & Son 
T. B. Wood's Sons Co. 
MACHINERY, COAL HANDLING 
Dodge Manufacturing Corporation 
MACHINERY, CONVEYING AND 
sEVATING 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co 
MACHINES, GRINDING — POLISHING 
Bond Foundry & Machine Co 
Brown & Sharpe Mfg. Co. 
Hisey-Wolt Machine Co. 
Royersford Foundry & Machine Co. 
Stow Mfg. Co., Inc. 
N. A. Strand & Co. 
MACHINES, HACK SAW 
Armstrong-Blum Mfg. Co. 
The Henry G. Thompson & Son Co. 
MACHINERY, ICE AND REFRIGERATION 
Henry Vogt Machine Co. 
MACHINES, PIPE CUTTING AND 
THREADING 
The Oster Mfg. Co. 
Toledo Pipe Threading Machine Co. 
MACHINES, PUNCHING AND SHEARING 
Royersford Foundry & Machine Co, 


MACHINES, ad igen (BENCH) 
Procunier Safety Chuck 
MACHINES, NUT. “DRIVING 
Procunier Safety Chuck Co. 
MACHINERY, WOODWORKING 
The Crescent Machine Co. 
J. D. Wallace & Co. 
MALLETS AND HAMMERS, RAWHIDE 
Chicago Rawhide Mfg. Co. 
MANDRELS 
Morse Twist Drill & Machine Co. 
Hyro Mfg. Co., Inc. (hollow bench type) 
MASKS, SAFETY 
Pulmosan Safety Equipment Corp. 
MATS AND yg) RUBBER 
Boston Woven Hose & Rubber Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
The Mechanical Rubber Co 
acct ag age og CONVEYORS 
F. E. Myers & Bro. Co. 
METAL, BEARING 
Bunting Brass & Bronze Co. 
Dodge Manufacturing Corporation 
Frictionless Metal Company 
Arthur Harris & Co. 
The Medart Company 
Monarch Metal Co. 
Reeves Pulley Co. 
MILL LEATHERS, ALL KINDS 
Chas. Bond Co., Philadelphia 
The Chicago Rawhide Mfg. Co. 
Chas. A. Schieren Co. 
I. B. Williams & Sons 
MONORAIL SWITCHES AND 
TURNTABLES 
Richards-Wilcox Mfg. Co. 
The Yale & Towne Mfg. Co. 
MORTISERS 
The Crescent Machine Co. 
Wappat Gear Works, Inc. 
MOTORS, ELECTRIC 
Marathon Electric Mfg. Co. 
MOVERS, CAR 
Advance Car Mover Co. 
Appleton Car Mover Co. 
Safety Wrench & Appliance Co. 
Weller Mfg. Co. 
MULE STANDS 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
T. B. Wood's Sons Co. 
NUTS, LOCK 
The Cleveland Wrought Products Co. 
NUTS, MACHINE SCREW 
The Cleveland Cap Screw Co. 
Cleveland Wrought Products Co. 
Economy Screw Corporation 
Foster Bolt & Nut Mfg. Co. 
H. M. Harper Co. 
OIL WELL ACCESSORIES 
The Wm. Powell Co 
OILERS, HAND 
P. Wall Mfg. Supply Co. 
OILERS, PULLEY 
Standard Pressed Steel Co. 
OILING DEVICES 
American Injector Co. 
Detroit Lubricator Co. 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 
PACKING, AMMONIA 
Boston Woven Hose & Rubber Co. 
The Diamond Rubber Co., Inc. 
Goodyear Tire & Rubber Co., Inc. 
Linear Packing & Rubber Co. 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
The Republic Rubber Co. 
Whitehead Bros. Rubber Co. 
PACKING, HYDRAULIC 
Chicago Rawhide Mfg. Co. 
The Diamond Rubber Co., Inc 
Goodyear Tire & Rubber Co., Ine. 
Linear Packing & Rubber Co. 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
Chas. A. Schieren Co. 
I. B. Williams & Sons 
Whitehead Bros. Rubber Ca. 
PACKING, PISTON 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Goodyear Tire & Rubber Co., Inc. 
Linear Packing & Rubber Co. 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
The Republic Rubber Co. 
PACKING, SHEET 
Boston Woven Hose & Rubber Co. 
The Cincinnati Rubber Mfg. Co. 
The Diamond Rubber Co., Inc. 
Goodyear Tire & Rubber Co., Inc. 
“Jenkins ’96’’—Jenkins Bros. 
The B. F. Goodrich Rubber Co. 
Linear Packing & Rubber Co. 
The Mechanical Rubber Co. 
Quaker City Kubber Co. 
The Republic Rubber Co. 
Whitehead Bros. Rubber Co 
PACKING, VALVE STEM 
The Cincinnati Rubber Mfg. Co. 
The Diamond Rubber Co., Ine. 
The B. F. Goodrich Rubber Co. 
Goodyear Tire & Rubber Co., Ine. 
Linear Packing & Rubber Co. 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
The Republic Rubber Co. 
PADLOCKS 
The Yale & Towne Mfg. Co, 
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Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 














ee TRADE 


MARK ” 
SE-LM- U P 
SOCKETS and SLEEVES 


One solid piece—Standard except the flat 


AN ORDINARY DRILL SOCKET will 
drive a twist drill only as long as the drill has a 
tang. When the tang twists off or the shank 
breaks, the drill is useless in the ordinary 
socket. 


BUT—grind a flat (time 3 minutes) on the 
broken drill, slip it into a ‘‘Use-Em-Up” 
Socket, and it’s as good as a new drill. 
Furnished in Sleeve or Socket Type. 
made to order. 





Specials 


; 
: 
3 


Write for Jobber’s proposition. 


LOVEJOY TOOL WORKS 


CHICAGO 








328 W. OHIO STREET 








(—_SCHULIZ— 
FRICTION CLUTCHES 


Stock Clutches for use with pulleys, sheaves 
and gears; Cut-Off Couplings and Friction 
Clutch Pulleys. Special Clutches for any 
unusual service. 31 years clutch exper- 
ience. Ask for catalogue. 











SON 


1675 ELSTON AVE. Chicagolll, 
POWER TRANSMISSION APPLIANCES 














Union Manueacrurime Co, 
New Brivam, Conn. U.S.A. 





Save Man Cost! 


This powerful new “Big Buster” Gear and Wheel 
Puller uses a new principle that saves labor costs! 







= Handles heavy fly wheels, gears, pulleys, ete. like 
) child's play. It will pay for itself 

/ on the very first job, because it 
= saves time and work and over- 


head. 


50 Ton Pall 


and nothing to break or get 
out of order—a 50-ton pull 
DIRECT! No factory or 
industrial plant can afford 
not to ave the “Big 
Buster” in the tool kit. 
The list price is only $50.00. 
Write for full details with- 
out obligation. We offer 
big discounts to Mill Sup- 
ply Houses. 

PREMIER ELECTRIC CO. 

Dept. 595 
3800 Ravenswood Ave. 
Chicago, Illinois 





Supply houses 
write for attrac- 
tive discounts 





WESTCOTT 
Lathe and Drill Chucks 


Catalog No. 528 tells all about them—Send for a copy 
WESTCOTT CHUCK CO., Oneida, N.Y. 


Branch Offices in Principal Cities 





MOTOR PULLEYS 


PAPER AND IRON 


Prompt shipments are made from 
our large stock of Paper and Iron 
Motor Pulleys, Flexible Motor 
Couplings and Adjustable Motor 
Rails. Let us fill your motor 
requirements. 











TELEPHONES 1 
coor’ = BIRKLESMAcHINES Works 
a eos = norinces cee 


456 N. Union Ave., Chicago 








































i j a» 3 Adjustable ‘ie Pipe Bender 
niitiy Cutter miBing Vise 
ELECTRIC HAND SAW cate Motes | | Fp ends 6 
34 in. to 6 in. ll aa & & 
7, Patented Safety Features—Nationally Advertised---No Service Worry Quickly W be J 
q We Co-operate with the Jobber-—-Adecuate Margin Easily an 4 : oe pins 
Manufacturers of c Bi in., 9-In. an 
Ale Bec @ Alta Bec La Neatly 4-in. Radius 
Hand Plane Hand Saw No Manual Pressure 

ALTA Required— Doesn’t Kink, Flatten or 
. WAP. Spring Operated Split Even on 2 in. Radius 
F sg i GEAR WORKS, nc. Seaton Ton Day Trial—Write for Bulletin 7 

7 nod wih on Mit 7 ZABOR-SAVING TOOLS| = PAUL W. KOCH & COMPANY 

Thoroughly Dependable . 7524 Meade St. Pittsburgh, Pa. Room 405, 19 S. Wells St. Chicago, Ill. 





When writing to Advertisers 


please mention Mitt Supp ies 











SLL, QUPPLIUES 





PAINT SPRAYERS 
Kellogg Mfg. Co. 
PAINTS, INDUSTRIAL 
Joseph Dixon Crucible Co. 
PANS, VACUUM 
Arthur Harris & Co. 
PEGS OR PINS, BELT LACINUG 
Chicago Rawhide Mfg. Co. 
Clipper Beit Lacer Co. 
Flexible Steel Lacing Co. 
Western Rawhide & Belting Co. 
PINS OR PLUGS, DRIFT 
The Cieveland Wrought Products Co. 
PIPE THREADING TOOLS 
Armstrong Bros. Tool Co. 
The Oster Mfg. Co. 
Toledo Pipe Threading Machine Co. 
PIPE, STEEL 
National Tube Co. 
PLANERS, WOODWORKING 
The Crescent Machine Co. 
J. D. Wallace & Co 
PLANES, H AND, ELECTRIC 
Wapont a Works, Inc 
LATES, FLOOR & CEILING 
Grenier Mfg. Co. 
Illinois Malleable Iron Co. 
PL ~— 
Bonney Forge & Tool We 
PLUGS, BRASS AND ‘F USIBLE 
American Injector Co. 
The D. T. Williams Valve Co. 
The Wm. Powell Co. 
a nnn GRAIN 
\brasive Comp: 


POWER TRANSMISSION APPLIANCES 


American Pulley Company 
Arguto Oilless Bearing Co. 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
Edgemont Machine Co., The 
The Hill Clutch Machine & Foundry Co 
Kinney Mfg. Co. 
The Medart Company 
The Moore & White Co 
Royersford Foundry & Machine Co. 
A. L. Schultz & Son 
S K F Industries, Incorporated 
Weller Mfg. Co, 
T. B. Wood's Sons Co. 
PRESSES, DRILL AND FOOT 
Royersford Foundry & Machine Co. 
PRIMING CUPS 
Detroit Lubricator Co. 
PROTECTORS, ELECTRIC LAMP 
Flexible Steel Lacing Co. 
PULLERS, CAR 
Weller Mfg. Co. 
PULLERS, GEAR AND WHEEL 
Premier Electric Co. 
PULLEYS, BALL BEARING 
S K F Industries, Incorporated 
Chicago Pulley & Shafting Co. 
ae Clutch Machine & Foundry Co. 
. B. Wood's Sons Co 
PULLEYS, CAST IRON 
Birkle Machine Works 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Pyott Foundry Co. 
edge Foundry & Machine Co 
eller Mfg. Co. 
Tr. B. Wood's Sons Co 
PULLEYS, CONVEYOR 
American Pulley Company 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
The Ohio Valley Pulley Works, Inc. 
T. B. Wood's Sons Co 
PULLEYS, CORK INSERT 
American Pulley Co. 
PULLEYS, FLANGE 
American Pulley Company 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co 
The Medart Company 
The Ohio Valley Pulley Works, Inc 
Reeves Pulley Co. 
Sprucolite Corporation 
T. B. Wood's Sons Co. 
PULLEYS, FRICTION CLUTCH 
Bond Foundry & Machine Co, 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Edgemont Machine Co. 
The Hill Clutch Machine & Foundry Co 
The Medart Company 
The Moore & White Co. 
Reeves Pulley Co 
A. L. Schultz & Son 
SK F Industries, Incorporated 
T. B. Wood's Sons Co. 
PULLEYS, IRON CENTER 
Dodge Manufacturing Corporation 
Hill Clutch Machine & Foundry Co. 
I'he Medart Company 
The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co. 
T. B. Wood's Sens Co. 
PULLEYS, LOOSE 
American Pulley Company 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch — ine & Foundry Co. 
The Medart Compar 
The Ohio Valley P “ile y Works. Ine. 
Reeves Pulley Co. 
SK F Industries, a orporated 
T. B. Wood's Sons C 
PULL EYS, MOTOWN 
American Pulley Company 
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Birkle Machine Works 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Ca 
The Medart Company 
The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co. 
Rockwood Mfg. Co. 
Sprucolite Corporation 
T. B. Wood's Sons Co. 

PULLEYS, PAPER 
Birkle Machine Works 
The Ohio Valley Pulley Works, Inc. 
Rockwood Mfg. Co. 

PULLEYS, ROLLER BEARING 
Dodge Manufacturing Corporation 
Hill Clutch Machine & Foundry Co. 
The Medart Company 
Skayef Ball Bearing Co. 

PULLEYS, STEEL 
American Puiley Company 
Dodge Manufacturing Corporation 
PULLEYS, STEEL RIM 
The Medart Company 
PULLEYS, STEP AND TAPER CONE 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co. 
T. B. Wood's Sons Co. 
PULLEYS, WOOD 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Medart Company 
The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co. 


Sprucolite Corporation (Compressed Spruce) 


PUMP JACKS 
Goulds Pumps, Inc. 
F. E. Myers & Bro. Co. 
Roper, Geo. D., Corporation. 
PUMPS, AIR 
Leiman Bro 


PU MPS, BOILER TEST 
Lovejoy Tool Works 
PUMPS, CENTRIFUGAL 
Frederick Iron & Steel Co. 
Goulds Pumps, Inc. 
Geo. D. Roper Corp. 
PUMPS, DIAPHRAGM 
Frederick Iron & Steel Co. 
Goulds Pumps, Ine. 
PUMPS, ELECTRIC 
Goulds Pumps, Ine. 
F. E. Myers & Bro. Co. 
Geo. D. Roper, Corp. 
PUMPS, GAS AND VACUUM 
Kinney Mfg. Co. 
Leiman Bros. 
PUMPS, HAND AND POWER 
Goulds Pumps, Inc. 
F. E. Myers & Bro. Co. 
Roper, Geo. D., Corporation. 
PUMPS, JET 
American Injector Co. 
Roper, Geo. D., Corporation. 
PUMPS, MINE 
Goulds Pumps, Ine. 
F. E. Myers & Bro. Co. 
Roper, Geo. D., Corporation. 
PUMPS, OIL 
Detroit Lubricator Co. 
Goulds Pumps, Inc. 
Kinney Mfg. Co. 
Leiman Bros. 
Geo. D. Roper Corp 
PU MPS, ROTARY 
Goulds Pumps, Inc. 
Kinney Mfg. Co. 
Roper, Geo. D, Corporatio 
PUMPS, SUMP, AUTOM: ATIC 
Goulds Pumps, Ine. 
The Penberthy Injector Co. 
Roper, Geo. D., Corporation. 
PUMPS, TANK 
Goulds Pumps, Inc. 
F. E. Myers & Bro. Co. 
Roper, Geo. D., Corporation. 
PUNCHES AND DIES 
Lovejoy Tool Works 
Royersford Foundry & Machine Co. 
Stanley Rule & Level Plant 
PUNCHES, METAL, LEVER 
Hyro Mfg. Co., Inc. 
W. A. va Mfg. Co. 
RACKS, BAR STOCK 
Pollard a... Mfg. Co. 
KREGULATOKS, ENGINE BLOWING 
Mason Regulator Co. 
RASPS 
Delta File Works 
Scandinavian Western Importing Co., Ltd. 
RATCHETS 
Armstrong Bros. Too! Co. 
Lovejoy Tool Works 
REAMERS 
Cleveland Twist Drill Co. 
Morse Twist Drill & Machine Co. 
The Standard Tool Co 
Whitman Barnes-Detroit Corp 
REAMERS, ELECTRIC 
Black & oe Mfg. Co. 
REDUCERS, SPEED 
The Hill Clutch, Machine & Foundry Co. 
REGULATORS, BOILER FEED LINE 
Mason Regulator Co. 
REGULATORS, DAMPER HYDRAULIC 
Mason Regulator Co. 
REGULATORS, PRESSURE 
Mason Regulator Co. 
The Strong, Carlisle & Hammond Co. 
“Strong” 
REGULATORS, STEAM FAN 
Mason Regulator Co. 


RESEATERS, BIEBB 
M. B. Skinner Co. 
RESEATING TOOLS, VALVE 
The Black & Decker Mfg. Co. 
M. B. Skinner Co. 
RESPIRATORS 
Pulmosan Safety Equipment Corp. 


RIVETS 
Russell, Burdsall & Ward Bolt & Nut Co. 
ROLLS, COMPRESSED SPRUCE 
Sprucolite Corporation 

ROPE DRIVES 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co. 
The Medart Company 
T. B. Wood's Sons Co. 

ROPE, WIRE 
American Cable hag omg Inc. 
Williamsport Wire Rope Co. 

RUBBER GOODS, MECHANICAL 
The Cincinnati Rubber Mfg. Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Goodyear Tire & Rubber Co., Inc. 
Jenkins Bros. 

The Mechanical Rubber Co. 

Quaker City Rubber Co. 

The Republic Rubber Co. 

Whitehead Bros. Rubber Co. 
RULES 

Brown & Sharpe Mfg. Co. 

Stanley Rule & Level Plant 

SAFETY EQUIPMENT 

Pulmosan Safety Equipment Corp. 

SALAMANDERS 

Aeroil Burner Co., Inc. 
Geo. W. Diener Mfg. Co. 
SAND BLAST HELMETS 
Pulmosan Safety Equipment Corp. 
SAND BLAST OUTFITS 
Leiman Bros. 

SAWS, BAND 
Armstrong-Blum Mfg. Co. (Metal). 
American Saw & Mfg. Co. 

W. O. Barnes Co., Inc. 
The Crescent Machine Co. 
Simonds Saw & Steel Co. 
The Henry G. Thompson & Son Co. 
J. D. Wallace & Co. 
SAWS, CIRCULAR 
Simonds Saw & Steel Co. 
J. D. Wallace & Co, 

SAWS, COPING 

W. O. Barnes Co., Inc. 
SAWS, HACK (Blades) 

American Saw & Mfg. Co. 
Arion Steel Co, 
Armstrong-Blum Mfg. Co. 
V. O. Barnes Co., Inc. 
Simonds Saw & Steel Co. 
The Henry G. a & Son Co. 
Victor ~—_ Works, Inc 

SAWS, HAND, ELECTRIC 
J. D. Wallace & Co 
—, Gear Works 

SAWS, RADIAL, ELECTRIC 
J. D. Wallace & Co. 

SAWS, SWING, CUT-OFF 
The Crescent Machine Co 

SCAFFOLDING 

Patent Scaffolding Co. 

eeecoensecen 
The Fairbanks Company. 

SCREWDRIVERS, ELECTRIC 
The Black & Decker Mfg. Co. 
Hisey-Wolf Machine Co. 
N. A. Strand & Co. 
ag may ha a ag HAND 
American Saw & Mfg 
SCREW. PLATES 
Morse Twist Drill & Machine Co. 
SCREWS, CAP AND SET 

The Allen Mfg. Co. 
The Bristol Company 
Cleveland Cap Screw Co. 
Cleveland Wrought Products Co. 
Ferry Cap & Set Screw Co. 
Foster Bolt & Nut Mfg. Co. 
H. M. Harper Co. 
Standard Pressed Steel Co. 
The Strong, Carlisle & Hammond Co. 

“Mac-It” 

The Superior Screw & Bolt Mfg. Co. 
SCREWS, MACHINE, BRASS AND IRON 
Economy Screw Corporation 
H. M. Harper Co. 

SCREWS, MINING 
The Strong, Carlisle & Hammond Co, 

“Mac-It” 

—, , SAFETY SET 
The Allen Mfg. Co. 
The Bristol Company 
Standard Pressed Steel Co. 
The Strong, Carlisle & Hammond Co, 


“Mac-It 
SCREWS, THUMB 
Economy Screw Corporation 
J. H. Williams & Co. 

SEPARATORS, OIL AND STEAM 
The Strong, Carlisle & Hammond Co, 
The Swartwout Company 
The D. T. Williams Valve Co. 

SETS OR SNAPS, RIVET 
The Cleveland Wrought Products Co. 

SHAFTING, FLEXIBLE 
Stow Manufacturing Co., Inc. 
N. A. Strand & Co 

SHAFTING, STEEL 

Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
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Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 














‘*VINCENT ”’ the name that signifies good— 


Huntington Emery Wheel Dressers and 
Cutters—Vincent-Carbo Emery Wheel 
Dressers—Conical Emery Wheel Cut- 
ters—Hardened High Speed Tool Bits. 


(Sold through the distributors) 
IF YOU DO NOT HAVE OUR CATALOG—WRITE US 


THE VINCENT STEEL PROCESS CO. 
Incorporated in 1909 
2519 Bellevue Avenue 
DETROIT, MICH. 


Chicago Office 


New York Office 
25 S. Jefferson St, 


41 Murray St. 


“PROCUNIER” 


SAFETY TAPPING‘ DEVICES 
QUICK CHANGE CHUCKS and COLLETS 
STUD SETTERS—NUT SETTERS 


= “BUILT FOR SERVICE’’ 


Let us help you on your customers’ 
tapping problems and send you cata- 
logues for distribution to your trade. 


Procunier Safety Chuck Co. 


12 S. Clinton St. Chicago, Ill. 












THE CORRECT 
Grinder and Buffer 


This outfit is ideal for grinding tools, 
preparing metal surfaces for welding, and 
for countless other uses in machine shops, 
garages, repair shops, service stations, 
blacksmith shops and wherever men work 
in metals. 

Our specialization in the production § 
of small, high grade motors makes our 
prices 25 to 50 per cent below the aver- 
age. Your best investment of the year 
will be the purchase of a Marathon 
Grinder and Buffer. Write for Bulletin. 


We ully co-operate with mill 
supply houses. 


MARATHON ELECTRIC 
MFG. CO. 









PORTABLE FLEXIBLE 
SHAFT MACHINES 
for Grinding—Polishing— 4 
Drilling—Buffing—Rotary 
Filing—Screw Driving — 
Nut Setting 


and hundreds of other useful 
operations. Several Sizes. 


Manufactured by 
N. A. STRAND & CO. 















Chicago M6—}4 H.P. Capacity 
50 Island St., Wausau, Wis. 
po GUARANTEED ' 
STOW to contain Not a Single Consumer 
Flexible Shafts no Rosin | 


All types of flexible shaft as- 
semblies, all sizes. Flexible 
shafts for your customers’ own 
motors, with attachments. 

Jobbers are selling this equip- 
ment to their regular trade most 
advantageously. 





Agents wanted in every city. 
Write us for proposition with 
printed matter. 

Invented and Built by 


STOW MFG. CO., Inc. 
Binghamton, N. Y. 








is on Our Books 


That means that our distribution is 100 % 
through the supply trade. We have found 
from many years experience the way to 
create business for our distributors. The 
plan will work as well for you as it has 
for others. 


WIZARD Belt Dressing is an oil com- 











Smith-Courtney Co., pound that preserves belts and gives them 
Richmond, Va., sold a soft, clinging surface. Half-pound bars 
over $2,000.00 worth List, $3.00 a dozen. 

of WIZARD in 1928. Ask for the selling plan 








RICHMOND BELT DRESSING MFG., CO., Inc. 
Richmond, Va. 











ELS 


ROLLER 
BEARING 
HANGERS 


lubricated with 
Rollerine are best 
and cheapest. 





Royersford Fdry. & Mch. Co. 


Royersford, Pa. 














SKINNER Clamps 
Stop Leaks 








When writing to Advertisers please mention Mitt Suppiies 
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A. L. Schultz & Son 
T. B. Wood's Sons Co. 

SHAPERS, WOODWORKING 
The Crescent Machine Co. 


SHEAVES, MANILA AND WIRE ROPE 
The Hill Clutch Machine & Foundry Co 


The Medart Company 
Pyott Foundry Co. 
T. B. Wood's Sons Co. 

SHOV ~¥ HAND 
Wood — & Tool Co. 

SLEEVES, DREDGING 
Whitehead Bros. Rubber Co. 

SLEEVES AND SOCKETS, DRILL 
Lovejoy~Tool Works 
Morse Twist Drill & Machine Co. 
The Standard Tool Co. 
SLEEVES, USE-EM-UP 

Lovejoy Tool Works 

SNOW MELTERS 
Aeroil Burner Co., Inc. 

SOLDER DIPPERS 
Paul W. Koch & Co. 

SOLDER, BAR AND WIRE 
Frictionless Metal Company 
SOL DER, SELF-FLUXING 

Chicago Solder Co, 


SPEED TRANSFORMERS 


The Hill Clutch Machine & Foundry C 


Reeves Pulley Co. 
SPRAYERS, PAINT 
<ellogg Mfg. Co. 
SPROCKETS 
Hill Clutch Machine & Foundry Co. 
The Medart Company 
Pyott Foundry Co. 
A. L. Schultz & Son 
The Webster Mfg. Co. 
STAMPINGS, BRASS, BRONZE, 
COPPER AND STEE 
The Cleveland Wrought Products Co. 
STAMPS AND DIES, STEEL 
Joslin Mfg. Co. 
STANDS, DRILL 
Stanley Rule & Level Plant 
STANDS, FLOOR 
Hill-Clutch Machine & Foundry Co. 
§ NDS, VISE, PORTABLE 
H. P. Martin & Sons 
J. H. Williams & Co 
STEAM SPECIALTIES 
American Injector Co. 
The V. D. Anderson Co. 
G. M. Davis Regulator Co. 
Detroit Lubricator Co. 
The Fairbanks Company 
Kieley & Mueller, Inc. 
Nason Manufacturing Co. 
The Wm. Powell Co. 
Strong, Carlisle & Hammond Co. 
Walworth Company 
The Swartwout Company 
The D. T. Williams Valve Co. 
STEEL 
Simords Saw & Steel Co. 
STEELS, PAVING BREAKER 
The Cleveland Wrought Products Co. 
STOCKS & DIES 
Armstrong Bros. Tool Co. 
The Oster Mfg. Co! 
Toledo Pipe bi ep oad Machine Co. 
STOOLS, STEEL 
Pollard Bros. Mfg. Co. 
STOPS, ENGINE 
The Strong, Carlisle & Hammond Co. 


“Strong” 
STRAINERS 
The Strong, Carlisle & ene Co 
STUD SETTER 
Procunier Safety Chuck Co. 
STUDS, MILLED 
Cleveland Wrought Products Co. 
STRAINERS 
American Injector Co. 
Kieley & Mueller, Inc. 
Kinney Mfg. Co. 
Mason Regulator vin etl 
The Swartwout Comp 
STRAPS, ‘LEATHER 
Chicago Rawhide Mfg. C 
Chas. A. Schieren Co. 
I. B. Williams & Sons 
SWAGES, UPSET 
Simonds Saw & Steel Co. 
TABLES, STEAM 
Nason Mane Co. 
ABLES, STEEL 
Pollard Bros. in Co. 
TAPE, FRICTION 
Boston Woven Hose & Rubber Co. 
The B. F. Goodrich Rubber Co. 
TAPPING ATTACHMENTS 
Procunier Safety Chuck Co. 


TAPS 

Morse Twist Drill & Machine Co. 
The Standard Tool Co 

TOOLS, BOILERM: AKERS’ 
Lovejoy Tool Works 

TOOLS. BORING 

Armstrong Bros. Tooi Co. 
J. H. Williams & Co. 

TOOLS, MACHINISTS’ 
American Swiss File & Tool Co. 
Armstrong Bros. Tool Co 
Bonney Forge & Tool W orks 
Brown & Sharpe Mfg. Co. 
Delta File Works 
Grobet File Corporation of America 


Scandinavian Western Importing Co., Ltd. 


Stanley Rule & Level Plant 

J. H. Williams & Co. 

Whitman Barnes-Detroit Corp. 
TOOLS, MECHANICS’ HAND 

American Swiss File & Tool Co. 


TOOLS, PLUMBERS’ AND STEAM- 
FITTERS’ 


Armstrong Bros. Tool Co. 
Bonney Forge & Tool Works 
The Oster Mfg. Co. 
Toledo Pipe Threading Machine Co. 
Walworth nn 
J. H. Williams & Co. 
TOOLS, RAILROAD 
Lovejoy Tool % orks 
—-* yew 

Simonds Saw Zz Steel Co. 

TOOLS, VALVE = 
The Black & Decker Mfg. Co. 
M. B. Skinner (na 

TORCHES, — 
Clayton & Lambert Mfg. Co. 
Geo. W. Diener Mfg. Co. 
Scandinavian Western Importing Co. 
P. Wall Mfg. Supply Co. 
—— _, THAWING 

Aeroil Burner Co., 


TORCHES, W ELDING ~~ CUTTING 


The Imperial Brass Mfg 
TRACK SYSTEMS, OVERHEAD 
Chisholm-Moore Hoist Corp. 
Richards-Wilcox Mfg. Co. 
The Yale & Towne Mfg. Co. 
TRACTORS, INDUSTRIAL 
The Yale & Towne Mfg. Co. 
TRAILERS, INDU STRIAL 
Chase Foundry & Mfg. Co. 
The Yale & Towne Mfg. Co. 
TRANSMISSION, VARIABLE SPEED 
The Moore & White Co. 
Reeves Pulley Co. 
TRAPS, AIR AND SEDIMENT 
The V. D. Anderson Co. 
Kieley & Mueller, a 
The Swartwout pe 
TR. RADIATOR 
The Strong, Carlisie & Hammond Co. 


“Strong” 
TRAPS, STEAM 
The V. D. Anderson Co. 
G. M. Davis Regulator Co. 
Kieley & Mueller, Inc. 
Nason Manufacturing Co. 
The Strong, Carlisle & Hammond Co. 
“Strong” 
D. T. Williams Valve Co. 
The Swartwout Company 
TRAPS, VACUUM 
The Strong, Carlisle *& Hammond Co. 
“Strong” 
TRESTLES, SAFETY, EXTENSION 
Patent Scaffolding Co. 
TROLLEYS 
Chisholm-Moore Hoist Corp. 
Curtis Pneumatic Machinery Co. 
Richards-Wilcox Mfg. Co. 
Union Manufacturing Co. 
The Yale & Towne Mfg. Co. 
TRUCKS, HAND 
The American Pulley Company 
The Fairbanks Company 
Pollard Bros. Mfg. Co. 
Standard ie Steel 
RUCKS, Tier 
The Yale & Towne Mfg. Co 
UBES, BOILER 
National Tube Company 
UBING, RUBBER 
Whitehead Bros. Rubber Co. 
TURNBUCKLES 
ee Mfg. Co. 
H. 


Harper Co, 
UNIONS, BRASS AND IRON 

The Fairbanks Company 
Grabler Mfg. Co. 
Illinois Malleable Iron Co. 
Walworth Company. 

VALVE ogg uaa 
Chicago Rawhide Mfg. 

VALVE- UNIONS 
Nason Manufacturing Co. 

VALVES, —oo FLOAT 

Mason Regulator Co. 

ALVES, BLOW OFF 
The Fairbanks Company 
Jenkins Bros. 
The Wm. Powell Co. 
The D. T. Williams Valve Co 
Walworth Company. 

VALVES, CHECK 
The Fairbanks Company 
Illinois Malleable Iron Co. 
Jenkins Bros. 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 
Walworth Company 


VALVES, COLD WATER, BALATA 


Victor Balata & Textile Belting Co. 
VALVES, EMERGENCY 
The Strong, Carlisle & Hammond Co. 
ALVES, FLUSH 
eee Brass Mfg. Co. 


VES, GATE, GLOBE AND ANGLE 


b he penbanke Company 

Illinois Malleable Iron Co. 

Jenkins Bros. 

Kelly Co. 

The Wm. Powell Co. 

The Strong, Carlisle & Hammond Co. 
“Evertyte” globe 

Henry Vogt Machine Co. 

Walworth Company 

The D. T. Williams Valve Co. 

VALVES, HYDRAULIC 

The Fairbanks Company 

Jenkins Bros. 

The Wm. Powell Co. 

Henry Vogt Machine Co. 

Walworth Company 

The D. T. Williams Valve Co. 


VALVES, NON-RETURN 
The Strong, Carlisle & Hammond Co. 
VALVES, POP, SAFETY AND RELIEF 
Detroit Lubricator Co. 
The Wm. Powell Co. 
Walworth Company 
VALVES, PRESSURE REDUCING 
G. M. Davis Regulator Co. 
Kieley & Mueller, Inc. 
Mason Regulator Co. 
The Strong, Carlisle & Hammond Co. 
“Strong” 
Ww —s Compan 
ALVES, PUMP, —- 
The cusuaetd Rubber Mfg. Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. » 
Goodyear Tire & Rubber Co., Inc. 
Jenkins Bros. 
The Mechanical ner * 
Whitehead vane Rubb Co 
VALVES, RADIATOR 
Detroit Lubricator Co. 
The Fairbanks Company 
Jenkins Bros. 
Kelly Co. 
The Wm. Powell _ 
Walworth Compan 
The D. T. Williams Valve Co. 


VALVES, THROTTLE \ 
Detroit Lubricator Co. 
Jenkins Bros. | 
Walworth Company 
The D. T. Williams Valve 


VISES, BENCH, WITH: “CLAMP 
Bonney Forge & Tool ~ 
Luther Grinder Mfg 

VISES, DRILL PRESS 
The Skinner Chuck Co. 
Yost Manufacturing Co. 

VISES, MACHINISTS’ 
Bonney Forge & Tool Works 
Columbian Vise & Mfg. Co. 
Walworth Company 
Yost Manufacturing Co. 

VISES, MILLING MACHINE 
Skinner Chuck Company 
VISES, PATTERN MAKERS’ 
Richards-Wilcox Mfg. Co. 
Yost Manufacturing Co. 
VISES, PIPE 

Armstrong Bros. Tool Co. 
Columbian Vise & Mfg. Co. 
Toledo Pipe Threading Machine Co. 
Walworth Company 
J. H. Williams & Co. 
Yost Manufacturing Co 

Vv ISES, PIPE BENDER 
Paul W. Koch & Co. 


VISES’ WOODWORKERS’ 
Columbian Vise & Mfg. Co. 
Yost Manufacturing Co, 

WASHERS, BRASS 

Economy Screw Corporation 
WASHERS, BRASS, BRONZE, COPPER, 
STEEL, CAST IRON AND GALVANIZED 
The Cleveland Wrought Products Co. 
H. M. Harper Co. 


WASHERS, LEATHER 
Chicago Rawhide Mfg. Co. 
Ww ASHERS, RUBBER 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Goodyear Tire & Rubber Co., Inc. 
The Republic Rubber Co 
WATER — ‘FROST PROOF 
Jos. A. Vogel 
WATER. LEVEL CONTROL 
The Bristol Company 
Nason Manufacturing Co. 
WELDING AND oo? EQUIPMENT 
The Imperial Brass Mfg. 
WHEELBARROWS 
The Fairbanks Company 
HEELS, COMPRESSED SPRUCE 
Sprucolite Corporation 
VINCHES 
A. L. Schultz & Son 
WHEELS, GRINDING 
Abrasive Company 
WIRE ROPE 
American Cable ag ge 8 es 
Ww illiamsport Wire Rope 
WOODWORKERS, VARIETY 
Crescent Machine Co. 
D. Wallace & Co. 
WRENCH SETS 
Armstrong Bros. Tool Co. 
Bonney Forge & Tool Works 
J. H. Williams & Co 
WRE NCHES, ADJUSTABLE 
Bonney Forge & Tool Works 
Walworth Company 
J. H. Williams & Co. 
WRENCHES, HOPPER CAR 
Advance Car Mover Co. 
Safety Wrench & Appliance Co. 
WRENCHES, OPEN END 
Armstrong Bros. Tool Co. 
Bonney Forge & Tool Works 
Brownie Mfg. Co. 
J. H. Williams & 
Ww RENCHES, PIPE 
Armstrong Bros. Tool Co. 
Bonney Forge & Tool Works 
Walworth eg ge 
J. H. Williams & 
WRENCHES, SOCKET 
The Allen Mfg. Co 
American Swiss File & Tool Co. ! 
Armstrong Bros. Tool Co ] 
The Black & Decker Mfg. Co. 
Blackhawk Mfg. Co. 
Bonney Forge & Tool Works 
J. H. Williams & Co 
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Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 














Wire Brushes for every 
Heater or Boiler 


Tube Cleaners— 
Sectional and House Heating 
Flue Brushes. 


Write for samples and 
prices on this economical and 
efficient line. 


Boiler 


WORCESTER 
BRUSH & SCRAPER CO. 


450 Park Ave., Worcester, Mass. 





CHAMPION BENCH SAWS 


Made in three sizes: 6, 8 and 10 inches 
a : 





CHAMPION Bench Saws will 


rip, cross-cut, mitre or groove. 
A practical machine for pattern 
shop, contractors, shipping 
room, and for general wood 
work and soft metal work. 


Reasonably priced. 








T’S easier, and more satisfactory all round to 

sell a complete line of valve specialties made 
by one good firm than a line drawn from a dozen 
different places. 


The design of Davis Valve Specialties is distinc- 
tive; every item in the line is simple, effective, and 
proven by years of performance. 


Show the complete line in your catalogue, and 
take full advantage of the established position 
of the Davis name. 


THE G. M. DAVIS REGULATOR CO. 
408 Milwaukee Avenue, Chicago, Illinois 












Carried in stock by all leading 
mill supply jobbers. 

i ~ & Write for No. 55 catalog. 
CHAMPION BLOWER & FORGE CO. 
Lancaster, Pa. 

Jobbers! 
Write us for 


WBROWNIE N22 


catalog. 


MADE RIGHT PRICED RIGHT 
CLAMPS—Unbreakable, Nickel Plated, Udylited, Plain. 
Made of tough malleable iron with steel screws. 
TURNBUCKLES—Udylited, Plain, Strong and Durable, will 
stand a powerful strain. 

BROWNIE MFG. CO., Inc. : Fort Wayne, Indiana 








Grobet Swiss Files 











» 
===, = 
== SSL 


For over a century master craftsmen have recognized Grobet files as 
superior . . . their fine qualities have earned them this distinction .. . 
Cutting faster with greater accuracy, they outlast three ordinary files 
... craftsmen know there can be nc mistake in their acceptance of Grobet 
files. 


A complete stock is always on hand to meet your requirements. 
Send for Catalog B. 


GROBET FILE CORPORATION OF AMERICA 
3 Park Place, New York City 


ECONOMY THUMB SCREWS 


: The new “Economy” Thumb Screw is similar to a 
‘\ “i round head machine screw, threaded up to the head. 
The steel key is forced into the slot of the screw under 
pressure and can’t loosen. The result is an all-steel 
screw, with wide binding surface, standard threads 
and bright tumble finish. Pleases every mechanic 


who has had to work with old style cast and malleable 
thumb screws. 





No delay in shipment. Complete stocks of all sizes 
Also made in brass and bronze. A good seller. Send 
for Dealer’s Sample Outfit. 


ECONOMY SCREW CORPORATION 


Manufacturers of Standard Round, Flat, Fillister and Oval Head Iron 
and Brass Machine Screws, Brass Washers and Soldering Terminals. 


5215 Ravenswood Ave., Chicago, III. 

















VAKKEK TUBE COUPLINGS 


Are in demand in Power Plants or wherever high 
pressures and temperatures require secure piping. 


SEND FOR LITERATURE 


The Parker Appliance Co. 


10320 BEREA RD., CLEVELAND, OHIO, U.S.A. 





P3592 











Remember-~ 


Frederick Diaphragm Pumps are, 
like all of the Frederick Line—‘‘En- 
gineered for Servicc.”’ 


Cellar Drainage, Excavations, Sew- 
ers, Quarries and Trenches; Bilge 
Pumps for Dredges, Barges and all 
Hulls. 


Supply Houses and Dis- 


tributors: We’ve a propo- 
sition for you, write for it. 


The Frederick Iron & Steel Co. 


Frederick, Maryland 
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~and they dont even mention oll / 








“It really is remarkable 





T to look back and consider 





the many, many thou- 
sands of washing ma- 


chines we have equipped 
“The writer has used with Arguto Bearings 
a bearings are arees throughout and the com- 
many places where plete. absence of any 
nothing else would stand complaint on these bear- 
up, much less last. I do See”? 
not need to be told of 


their merit.” 












































“I called on one of my 
customers a few days ago 
and he showed me a Pul- 
ley which I bushed with 
Arguto in 1912, and this 
bushing was still in good 
shape showing hardly 
perceptible wear. It is 
a loose pulley on a high 
speed wood working ma- 
chine.”’ 























“These loose pulleys were 
formerly babbitted but 
lasted only a short time. 
We have two Arguto 


Bushings in A-l condi- 


tion that were put in 





September, 1910." 


























“We have had the v | 


ery 
best success with your 
“‘Arcuto” Qilless Bear- 
ings We sre very fus<y 





about dirt and where 
grease is likely to come 
in contact with our prol- 
uct we have substituted 
your bearings in place of 
the type that has to be 


viled.”” 


























“We believe that we have 
some of the most unusual 
conditions in the country 
to which bearings are 
subjected due to the pow- 
dered Carborundum and 
powdered glass which we 
use as a lapping com- 
pound. These grinding 
compounds have proven 
most destructive to our 
bearings, previous to the 
use of Arguto.” 


























“The Arguto Bushings 
with which the National 
Acme Automatic Screw 
Machines are equipped 
have been running in our 
factory for TWENTY 
YEARS—with no sign of 





wear.” 























ARGUTO OILLESS BEARING 


WAYNE JUNCTION, PHILADELPHIA, PA. 
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” HipEe UNSIGHTLY E,.XPOSED 
Bo.Lt ENDS 


A wonderful opportunity to hide unsightiy exposed bolt 
ends by the use of Ferry Patented Acorn Nuts has at- 
tracted the attention of engineers throughout the country. 
The neat, graceful appearance of these Acorn Nuts—their 


THE FERRY STEEL COVERED 
ACORN NUT 

The Ferry Steel Covered Acorn Nut has 

the advantage of permitting painting, 

galvanizing, Parkerizing, Sherardizing, 

Cadmium-plating, Nickel-plating, 

burnishing, polishing and buffing, 


Cress Suction of Ferry Patented Acorn Nut, show- 
ing how steel hexagon nut fits snugly into shell advantage. 


ability to lend a finished appearance to the product—1s 
as great as the cost is small. Ferry Patented Acorn Nuts 
are especially adapted to Chromium Plating and are sup- 
plied Chromium Plated at an exceedingly small extra cost. 


THE FERRY BRASS COVERED 
ACORN NUT 


The Ferry Brass Covered Acorn 
Nut is recommended where plating 
on brass is desired. It has the non- 
corrosive feature which is a strong 


STEEL COVERED ACORN NUIT 


D 
E 


F 
G- 
G- 


G 


BRASS CO 


No. 


H 
J 
K 


ti 


Size: %" Across Flats No. 


Piain (For Painting). }. 
Burnished (For Plating). 
Burnished, Sherardized and nes. 
Burnished, Sherardized and Buffed. 
Burnisaed, Cadmium Plated and Buffed. 
Burnished, Nickel Plated and Buffed. 

D Polished, Sherardized and Buffed. 

E Polished, Cadmium Plated and Buffed. 

-F Polished, Nickel Plated and Buffed. 


Size: 


SIND UNSW 


VE 


15. Plain. 


Size: %" Across Flats Size: 
Plain. 
Nickel Plated— Barrel Plate. 


Polished, Nickel Plated and Buffed. 





Is 


SIZE %%" 





Across 
lats 


TA PPED to M4 , 4%" % . 


THE FERRY CAP & SET SCREW CO. 


USS or SAE 


or 


4" Across Flats 

Plain (For Painting). 8. 
Burnished (For Plating). 
Burnished, Sherardized and Burnished. 
Burnished, Sherardized and Buffed. Il. 
Burnished, Cadmium Plated and Buffed. 
Burnished, Nickel Plated and Buffed. 

. Polished, Sherardized and Buffed. 

. Polished, Cadmium Plated and Buffed. 

. Polished, Nickel Plated and Buffed. 


RED ACORN NUIT 


4," Across Flats 


16. Nickel Plated—Barrel Plate. 
17. Polished, Nickel Plated and Buoffed. 


SIZE: 


TAPPED: ‘,", 6", 


No. Size: 15%" Across Flats 


Plain (For Painting). 
= Burnished (For Plating). 
. Burnished, Sherardized and Buffed. 


12. 
13. Burnished, Nickel Plated and Buffed. 
14-11. Polished, Sherardized and Buffed. 


14-13. Polished, Nickel Plated and Buffed. 


No. " Across Flats 

18. Plain. 

19. Nickel Plated— Barrel Plate. 

20. Polished, Nickel Plated and Buffed. 


Size: 154 





24" Across SIZE: 


lats 





ae 1%" wad % wn 
inclusive. 


USS and SAE 





USS 


thread. - th 


Order by Number and Tapping—Samples and Prices on Request 


Write for Prices and Samples on our Chromium Plated Acorn Nuts 


“If it’s a Ferry Product you can depend upon it”’ 


Burnished, Sherardized and Burnished. 
Burnished, Cadmium Plated and Buffed 


14-12. Polished, Cadmium Plated and Buffed. 


184" Across 


TAPPED: %", %&" 
and %" 


inclusive. 


and SAE 
read. 


CLEVELAND, OHIO 











